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Import Sales Head 


For 385,000 in ’58; 
Market Still Strong a. 


By Robert M. Lienert 
Associate Editor 

OINCIDENTAL with the end of 

July this week, year-to-date 
gales of imported cars in the U.S. 
will top 200,000, Automotive News 
estimates show. 

That, of course, will leave the 
nation’s import dealers about one 
week away from setting an all- 
time record in foreign-car sales 
for any one year. And nearly five 
months of selling remain before 
the final score for 1958 is com- 


puted. 
Most important, from the~stand- 
point of dealers who\handle the im- 
been no sign 
of tapering-off in demand. 


UCCESSIVE months so far this 
year have resulted \in a steady 
procession of broken 
for the imports. 


Compression 


Hits Roadbloe 


Solution Is Needed 
For Engine Rumble 


By Joseph M. Callahan 
Engineering Editor 
pive years ago a young man 
crouched alongside a 10-to- 


petroleum lab at Penns Grove, N. J. 


Holding a microphone two feet 
from the lower left side of the en- 
gine, Paul Richards, then head of 
the lab’s dynamometer group, in- 
toned the engine speeds as they 
gradually mounted: 

“Twenty-three hundred r.p.m.— 
twenty-four hundred r.pms— 
twenty-five hundred—twenty-six 
hundred.” 


Suddenly, an alarming, rather 
loud and low-pitched noise came 
from the engine. It sounded like 
& muffled machine gun, or a 
broomstick along a picket fence 
or a fouled connecting rod bear- 


This is believed to be the first 
tape recording ever made of gas 
engine “rumble,” although it was 
first encountered on experimental 
engines many years before. 

Since that first recording, interest 
in and concern about rumble has 
gfown among automobile engine 
and petroleum engineers until it 
has become their most serious prob- 
lem since knock was conquered 
Some 35 years ago. 

. * * 


GERIOUSNESS of this problem 
was indicated by the interest 
shown by the auto makers and the 
companies in this and similar 
Tecordings during the past few 


Its seriousness is also reflected 
by the conviction of most fuel and 
engine experts that unless rumble 
48 controlled, there can be no fur- 

appreciable increase in engine 
mpression ratios. 

_ Another reflection of this con- 
Sern was the “standing-room-only 
a which turned out for the 
4 fuel and engine noise 
posium at the summer meet- 
(Continued on Page 15, Col, 4) 


| estimated record rate of 37,000 units 


| monthly. 

Among automotive men outside 
import circles, a favorite predic- 
tion in recent weeks has been 


that imports will level off and ; 


lose their sales punch. 


Not so, say dealers handling tor! 
eign lines. While many admit that 
there is an obvious limit to the 
number of imported units the U/S. 
market can absorb annually, thére 
is no agreement as to what this 
ceiling might be. 

+ x * 
_—- consensus puts it at some- 
where around a half-million 
units a year. If sales continue 
steady at the current pace, the 
fiscal 1958 total should be /about 
385,000. 

Even at this level, with about 
50 makes jockeying for position 
in the American market, the 
lion’s share of sales will probably 
go to a handful of volume pro- 
ducers. 

Market observers believe that if 
the demand for imports ig reduced, 
the top-sellers will be affected least. 
Even those in the import field ad- 
mit there are some “cats and dogs” 
in the foreign-car trade that would 
be knocked out in a lean market. 

= * = 
YUREWAGEN shows every sign 

of continuing its hold on No. 1 
spot in the import market. It re- 
portedly has boosted production to 
the point where it will be able to 
import 100,000 units into the U.S. 
in 1959. 

Rising fast in import sales is 
Fiat, which has extensive, mod- 
ern production facilities and its 

wn shipping fleet to back up its 
= bid in the U.S; 

ther makes currently ranking 

the top in sales are also vol- 

producers, and while they turn 
po ears for sales around the world, 
they \can be counted on to consider 
the U\S. a preferential export mar- 
ket because of the value of U.S. 
dollars\ in internatiqnal exchange. 

Next year should jsee imports en- 
tering the second phase of market- 
ing in the U.S.—disposal of used 
cars. Up ‘till now, mew-car volume 

(Continued on Page 4, Col. 4) 


Top ars 


New-car registrations for five 
months, plus, 17 states for June: 
1958 1957 
Pos. Pos. 
1— 625,256— 2 
662,119— 1 

273,516— 3 

177, A72— 5 

194,309— 4 


51,072—10 
27,083—13 


17,887—14 
16,088—15 


Further details on Page 32. 
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San Diego Dealers Elect Leaders— 


Newly elected officers and directors of the San Diego Motor Car Dealers Assn. 


are, seated, from left, 


Plymouth), president; 


Warren Swink, secretory-treasurer. 


George Peck (Buick), vice-president; Bob Baver (DeSoto- 


Standing: Directors Clarke 


Hatch (Chevrolet), Ivor DeKirby (Ford), Mark Hanna (Chrysler-Plymouth), and Earl 
Severin (Pontiac), and _lawrence Smith, association executive manager. 





Good-Faith Challenge Calls 
Act Unconstitutional 


By Ma M. Gordon 
News Editor 

HRYSLER CORP. called the 
good-faith law unconstitutional 
last week and asked for dismissal 
of a former dealer’s suit for $480,000. 
Chrysler was the first auto maker 
to defend itself formally against 
allegations of good-faith law viola- 
tions. Ford, General Motors and 
Renault also have been sued under 
the law—known formally as the 
Automobile Dealer Franchise Act 

of 1956. ; 
The Chrysler defense was filed at 
San Francisco Federal! District 


‘Circle of Safety’ 
Awards Listed for 
Cities, Counties 


ASHINGTON. — Great Bend, 
Kans., and Huntington County, 
Ind., have been named Grand 
Award winners for conducting the 
most outstanding city and county 
Community Vehicle Safety - Check 
programs in the nation. 
Teen-agers in San Leandro, 
Calif., were selected as winners 
of a new “Circle of Safety” Grand 
Award for conducting the most 
outstanding teen- sponsored 
Safety-Check. Teen-agers in 
Greeley, Colo., and Orange County, 
Fla,, won “Circle of Safety” 
awards for outstanding assistance 
in city and county Safety-Check 
programs. 

National Awards of Excellence 
for top city Safety-Check programs 
by population groups went to: Oel- 
wein, Ia.; Painesville, O.; Green- 
ville, S. C.; Gary, Ind., and Seattle. 

* > a 


(Countas winning National 
Awards of Excellence by popu- 
lation groups were: Wright County, 
Ia.; Putnam County, O., and San 
Diego County, Calif. Trumbull 
County, O., and Orange County, 
Fla. tied for their population 
group. 

“Special Judges Awards” for 
outstanding performance went to 
Smithfield, N. C.; Oshkosh, Wis., 
and Cheyenne, Wyo. The judges 
also gave a special citation to 
Saginaw Valley, Mich., and an- 
other to Riverview, Trenton, 
Grosse Ile and Gibraltar, Mich., 
for conducting e area- 
wide Safety-Check programs. 

An additional 67 cities, seven 

(Continued on Page 4, Col. 1) 





Court in reply to the suit of Mc- 
Laren Motors, Inc., former Dodge- 
Plymouth dealer in San Leandro, 
Calif. 

Chrysler declared that the good- 
faith law purports 
to give an automobile dealer a 
right to damages for the exercise 
by an au manufacturer 
of its contract right to terminate 
a franchise agreement or to re- 
fuse to renew such an agreement.” 

The corporation’s statement also 
maintained that the law limits a 
factory's choice of dealers and 
thereby abridges the Fifth Amend- 
ment’s ban on property-taking 
without due process of law. 

> > > 

ESCRIBING the statute as “in- 

comprehensible and vague,” 
Chrysler argued that Federal courts 
should have no jurisdiction under 
it because they are asked to en- 
force obligations created by state 
law. 

The company also made use of a 
defense allowed in the good-faith 
law—asserting that McLaren Mo- 
tors “failed to act in good faith” on 
its part. 

McLaren Motors, owned by 
Mel McLaren, sued Chrysler in 


his sales agreement, $300,000 
worth of cars were dumped on 
his dealership. These deliveries, 
he said, had been scheduled after 
new-model introduction time t he 
previous fall. 

The former dealer said Commer- 
cial Credit cut off his floor planning 
when his inventory built up to more 
than $300,000. This resulted in big 
losses, he said. 

Chrysler replied that McLaren 
ordered these cars to obtain bo- 
nuses in effect last summer. He has 
kept the bonus payments on the 
cars sold in the '57-model cleanup 
and thus has surrendered his claims 

(Continued on Page 4, Col. 3) 
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Lowest-Priced 3 
To Take Up Bulk 
Of August Output 


Chevy, Ford, Plymouth 
Keep °58s Rolling as 
Cleanup Demand Rises 


By Martin L. Whitmeyer 
Staff Writer 

UILDOUTS of '58 models by 

nearly all medium-priced makes 
will concentrate August production 
strength at Chevrolet, Ford and 
Plymouth, an Automotive News 
survey showed last week. 

Seeking to head off dealer 
cleanup shortages as much as 
possible, the lowest-priced makes 
of the Big Three built two-thirds 
of last week's estimated output 
of 84,539 cars. Their share will 
reach the 80 percent level after 
the first of the month. 

Only Edsel, Lincoln, Mercury 
and Thunderbird will still be build- 
ing '58 models, together with the 
lowest-priced Big Three lines, come 
Aug. 1. 

Studebaker-P ackard, Chrysler, 
Dodge and Imperial phased out last 
week, and this week's shutdown 
schedule includes Cadillac, Oldsmo- 
bile, Pontiac, the seven B-O-P as- 
sembly plants and Rambler. 

> > > 


jomet Plymouth assembly opera- 
tions to be affected by change- 
over activities will be at Los 
Angeles. The West Coast unit, 
which also produces cars for Dodge, 
DeSoto and Chrysler (excluding 
Imperial), is scheduled to go down 
for changeovers tomorrow (June 
29). 

The Los Angeles plant will be 
followed by the closing out of 


ville, Ind., on Aug. 15, and Plym- 
outh’s Detroit plant on Aug. 19. 

Elsewhere throughout the indus- 
try, Ford Motor’s Mercury-Lincoln- 
Edsel division is scheduled to build 
out 58 model output about mid- 
August, and Ford division in early 
September. Chevrolet is scheduled 
for late August or early September 
changeovers. 

Firm dates have not been set for 
Ford or Chevrolet closings. 

> - > 


LAS week’s output was 9% units 
short of the previous week’s 
85,533 units despite a near 2,000 
unit output boost at Ford division 
and production gains at Plymouth 
and Chevrolet. These stepups raised 
July production sights to 325,000 
cars and reflected increased opti- 
mism about cleanup demand by the 
factories. 

Only plants down the entire five 
days last week were the Mercury 
assembly unit in Los Angeles, and 
the Ford-Edsel plant in Louisville. 
Eleven U. S. plants were on four 
days and one unit on three days. 
while the Lincoln-Thunderbird 
plant at Wixom, Mich., worked 
six days. 

Working four-day schedules last 
week were Chevrolet’s Atlanta 
plant; B-O-P field units at 
Arlington, Tex.; Linden, N. J.; 

(Continued on Page 37, Col. 1) 
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Magnesium comeback? Page 15. 

Import auction prices, Page 26. 

Supplier plant prepares for new-car upturn, Page 2. 
NLRB broadens dealer coverage, Page 3. 


Domestic cars panned. 


Letterbox, Page 12. 
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Ford Loses $17 Million in Quarter . . . | fone 
AMC Nets $14" Million in 9 Months 


DETROIT.—Record Rambler 
sales and improved Kelvinator op- 
erations gave American Motors 
Corp. a profit of $14,583,416, equiv- 








Business Barometer 


Automotive News Economic Index — 


113.1 Percent of Last Week 
86.1 Percent of Like Week Last Year 












DEARBORN. — A $17.3 millio 
second-quarter loss pushed Ford 
Motor Co.’s earnings for the first 
half of this year down to $5.4 mil- 
































































and 115,915 trucks for total sales 
of 710,471 units in the first half of 
this year. In the like period of last 








































































































































lion, the company reported. year, unit sales totalled 1,195,592, sient to $2.61 a share, for the first 
The compare with a | composed of 1,009,463 cars and 186,-| nine months of its fiscal year, Auto Production ............... 85,533 117.1 73.0 
profit of $705 million in the | 129 trucks. against a loss of $6,467,926 in the|| Truck Production .............. 16,427 109.6 74.9 
second quarter and earnings of The company said that stocks of | corresponding 1957 period, Auto Registrations— Year to date. 2,061,562 77.0 
$171 million in the first six |cars and trucks in dealers’ hands George Romney, president, said Truck Registrations—yYear to date 299,640 nee 81.4 
months of last year. were reduced approximately 27 per- that earnings "in the quarter ? anaes 1027 730 
A first-quarter profit of $22.7| cent during the second quarter ended June 30 totalled $7,253,785, Steel Production—tTons ......... Asi, 5 . 
million made the profit in the first) when retail sales exceeded those of| — 1. neared with « loss of $1,135,455 || “#mber Production—Board feet.... 175,524,000 116.3 95.4 
half of this year possible. (All fig-| the first quarter of this year. = ; Paperboard Production—Tons ... 255,448 191.0 96.5 
ures are “after-taxes” totals.) Ford recently cut its dividend | 1" the June 1957, quarter. oma ws 
The company said “a sharp re-| from 60 cents per share per quar- Consolidated net sales for the|| Soft Coal Output—tons ........ 1,330,000 ’ ‘ 
duction in sales and increased costs| ter to 40 cents. automotive appliance and special|| Oil Refinery Output—Boarrels .. 48,067,000 102.3 97.4 
of labor and materials” brought] The company’s second quarter| Products divisions in the nine|/ giectric Output—Kilowatt hours .. —12,257,000,000 103.4 99.6 
about the decline in earnings. loss amounted to 32 cents per share|™onths totalled $358,510,676, com. || porometer Freight Car Loadings 310,590 108.3 82.6 
Sales in the second quarter were| while the profit for the first half|Pared with adjusted net sales of : ate 196 1137 1045 
put at $891.5 million, compared| equalled 10 cents per share. In the $291,855,514 in the corresponding|| Department Store Sales In v 7 aoe aa 
with the $1,440 million for the like| first half of last year, earnings| Period a year earlier. Sales for the|| Stock Market Price Index....... 337.6 ’ . 
period of last year. amounted to $3.15 per share. June quarter amounted to $131,141,-/| y ¢ Government Spending 
For the full first half, sales i. * S71 compared with adjusted $102."|| _—fiscal yeor to date ............ $4,848,599,000 oe 98.1 
’ or the similar quarter a 
om on ea a ~~ lon, os = Mack Trucks year earlier. Commercial and Industrial Loans $29,425,000,000 99.4 93.0 
PLAINFIELD, N. J.—Net sales Savings Deposits ...........--- $28,334,000,000 99.8 120.0 
million for the first half of 1957. t » Sensi. 3 in the three Romney pointed out that no 9940 08 1084 
Ford said that it sold 594,556 cars on = . ded Jone 98 amas 2% per-| Provision for federal and state Used-Car Prices—Average........ ’ ; 
a coat ean of those in the first} imeome taxes is required because Business Failures..............-+ 279 101.5 104.9 
quarter, according to P. O. Peter-| of tax credits arising from the || com ” 803s sae a ee 
Pa. Truek Group son, President. carryover of prior year losses. || Stocks July 23 July 16 1958 Range — a si Sale 
Net earnings after taxes in the} These credits amounted to ap- || AMC....... 12% 11% 14%- 8 ce on >" on. 7? 
Wi $852 074 second Ty ew ae proximately $47,000,000 as of Oct. Chrysler... 48% 47% 57%-44 Mock ° 28% 28% 29%.21% 
increase of 82 percent over the first; 4 4957. Ford 4l 40% 42%-37% — 5% 5 
Ins ee eee ee ll. URL anesices UlUUD Oa ee D.C eedasccete ‘4 Y 6%- 2% 
: loa of tat bee atted net _ oe, = — for the final|| @M........ 42Y_ 40% 42%-33% | White...... 47% 47 = 48%4-40% 
: . . x uarter 0 e fiscal year are now 
Railroads Planni come totalled $3,491,846. q * Kaiser Industries, parent firm of Willys Motors. 
ne Net sales for the second quarter expected to be better than was (July 28, 1958) 


previously indicated. 


“The adverse effect on operating 
results for August resulting from 
plant vacations and new-model 
changeover should be offset by a 
greater volume of production and 
sales than anticipated earlier,” 
Romney said. 


To Appeal Award 


PHILADELPHIA. — Treble dam- 
ages of $652,074 and attorneys’ 
fees of $200,000 were awarded by 
the U. S. District Court here to the 
Pennsylvania Motor Truck Assn. in 
a five-year suit by long-haul truck- 


reached $67,584,919, within 6 per- 
cent of the record high of $72,133,- 
970 for the corresponding period in 
1957. This compares with $54,709,535 
in the first three months of 1958. 
Net income for the six-month pe- 
riod was $3,219,739, against the rec- 
ord high earnings of $6,508,316 in 






Thompson Plant Gears 
For Late- Year Upturn 












































ing interests against Northeastern 
railroads. 


The PMTA had asked for $8386,- 
482.62 in damages, which, trebled, 
would have totalled $2,599,447.86. An 
attorney for the railroads said an 
appeal probably would be filed 


soon. 
When he ruled in favor of the 
truckers’ group last October, Judge 
Clary specified that the railroads 
would pay 80 percent of any dam- 
ages assessed while the Byoir firm 


F 


In the October ruling Clary 
awarded nominal damages of six 
cents, trebled to 18 cents, to each 
of the 40 trucking firms involved. 

But at that time he said the 
PMTA was entitled to additional 
damages since it had been forced 
to “resort to a campaign of self- 
defense” in its fight against the 
railroads. 


The suit was launched in 1953. 
with the PMTA charging the rail- 
roads with conspiring to 





In the current decree, Clary “en- 
joined and restrained” the railroads 
from “combining or conspiring with 
the intent and object of restraining, 
restricting, limiting or preventing 
the existence, growth, development 
or expansion” of the truckers in 
the long-haul field. 


junction or to 


, “as distinguished from 
imposing burdens” on the truckers. 


the corresponding period last year, 
Peterson said, Total sales for the 
first half of this year was $122,294,- 
454, compared with $140,329,146 in 
1957, he added. 


Chrysler Loses 
$25.2 Million 
In First Half 


DETROIT.—First-half operations 
of Chrysler Corp. and its wholly 
owned 
net loss of $25.2 million, compared 
with net earnings of $89.7 million 
in the like 1957 period. 

The company had reported a loss 
of $15.1 million for the first three 
months of 1958. Results for the sec- 
ond quarter showed a loss of $10.1 
million. 

Dollar sales for the first six 
months were $1,075 million, com- 
pared with $2,061 million for the 
same period last year. 

Despite the loss, directors last 
week declared a dividend of 25 
cents a share, payable Sept. 12. 

President L. L. Colbert said car 
and truck shipments in the first 
half were 374,222 units, compared 
with 817,501 in the 1957 period. 

Net current assets as of June 30 
were $403 million, compared with 
$315 million a year ago. Cash and 
short-term marketable securities 
were $364 million as of June 30, 
compared with $430 million a year 
ago. 


Watch for August 18 Issue... 












for the September quarter.” 





participating banks. 
subsidiaries resulted in a 







$70,211,000. 

American Motors has a long 
term loan with an insurance com- 
pany, with $14,569,300 the amount 
still due. 






















dends,” Romney said. 






Assignment: Backshop Profits 


In a notably poor year, some dealers are managing to 
turn in good profit reports. This is no accident. These 
dealers make money in good times or bad. 

They fare well because they serve their communities 
well. They have built well on service—the foundation 
of their position in their communities. 

As far as new-car sales go, the outlook is uncertain. 
No one knows how the 1959 models will strike the fancy 
of new-car buyers. We hope they enchant the buyers 
and that all will be rosy once more. 


But, looking into the future, it’s a safe bet that the 
dealers who are doing well on service will be doing well 
generally in 1959. For that reason, we are making a 
special effort in our Aug. 18 Service issue to bring to 
dealers the lowdown on outstanding service profit opera- 
tions in the nation. 

This issue will be a treasure book of profitable ideas. 
Watch for it. 


“The increased schedules on the 
final run of 1958 models in July 
and a higher production run on 
1959 models in August and Sep- 
tember as currently projected 
should produce more favorable 
results than previously indicated 


Romney reported that American 
Motors on July 11 paid off the bal- 
ance of its bank indebtedness and 
has renewed its credit facilities 
under a new agreement with 27 


In June two years ago, the com- 
pany owed the banks $58,400,000, a 
year later the bank indebtedness 
had been reduced to $33,750,000 and 
in June of this year the figure stood 
at $5,000,000. As of June 30, Ameri- 
can Motors net working capital was 


“The dividend prohibitions in the 
previous agreements with the 
banks and the insurance company 
were modified to permit payment of 
cash dividends, when management 
decides it is prudent, providing: (1) 
the dividends are paid out of earn- 
ings realized after September 30, 
1957, (2) the dividends do not rep- 
resent more than 50 percent of 
such earnings and (3) working 
capital is not reduced below $60,- 
000,000 after the payment of divi- 

















By Martin L. Whitmyer 
Staff Writer 

v= DYKE, Mich.—One of the) 
major independent suppliers of | 
steering and suspension equipment, 
Thompson-Ramo-Wooldridge Corp..,| 
here appraises the fourth quarter 
with a forecast of “a definite up-| 
turn in sales, possibly 28 percent 
better than at present and only 8) 
percent below the last three months | 
of 1957.” 

Charles W. Ohly, general man- 
ager of the Van Dyke plant and 
overseer of operations carried on 
at two other plants in Portland, 
Mich. and Cleve- 
land, not only is op- 
timistic about the 
future of his own 
company, but also 
discounts the mor- 
tality rate of parts firms since the 
end of World War II as a “sign of 
the times” and feels it has been a 
source of motivation for the Van 
Dyke operation. 

“Sure,” Ohly said, “the activity 
at this plan has been disappoint- 
ing, just as car sales have been. 
However, “we can’t afford the 
luxury of self pity or discourage- 
ment with respect to what's 
ahead for us. We have condi- 
tioned ourselves to look on this 
lull as a challenge and we're do- 
ing a lot of work on our manu- 
facturing methods, have pur- 
chased new equipment, are inten- 
sifying our research activity and 
carrying on a major new tooling 
program which will cost the firm 
in the neighborhood of $400,000 
this year.” 

Although the plant’s business is 
off about 35 percent, Ohly looks for 
a pickup in sales in 1959, probably 
about $2 million higher than this 
year. In the last 10 years, the 
Jant’s sales have been up to 10 
percent of the corporation’s annual 


S-P Phases Out 
On 758 Models 


SOUTH BEND. — Studebaker- 
Packard Corp. today began an “ex- 
tensive rearrangement” to accom- 
modate tooling and facilities for its 
1959 line of cars and trucks, includ- 
ing the smaller car announced last 
April by Harold E. Churchill, presi- 
dent. 

S-P closed out production last 
Thursday on trucks, and Friday 
afternoon on cars. A company 
spokesman said the firm will begin 
production of its 1959 line in Sep- 
tember. 
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| volume. Plant customers include 


Big Three divisions and AMC. 
Two departments at the Van 
Dyke plant, which was built in 1956 
at a cost of $ 
million, that are 
operating at full 
steam are prod- 
uct engineering 
and sales. The 
latter, whose pol- 
icies are shaped 
by recently ap- 
pointed Michigan 
Group General 
Sales Manager 
John B. Gates, is 
leaving no stones 
unturned in its quest for new bus- 
iness, and foreign-car parts re 
placement is certain to be included 
in the sales program, officials said. 


= . « 


P RODUCT engineering, which 
works closely on product design 
modifications and application with 
its counterparts in customer firms, 
is currently engaged in extensive 
work on product redesigns and 
samples which were necessitated by 
revisions in chassis construction 
and other car and truck features 
that affect steering and suspension. 
A tour of the plant’s production 
departments and an examination 
(Continued on Page 6, Col, 1) 





©. H. Ohly 


Willys Introduces 
Station Wagon at 
$1,895 in 3 Areas 


DETROIT. — Indications that 
Willys may be re-entering the car 
station-wagon market were seen 
last week in the introduction of @ 
Maverick Special Jeep station 
wagon in three sales areas — San 
Francisco, Denver and Norfolk, Va. 


The new vehicle features a four- 
cylinder engine and two-wheel 
drive, one-piece windshield and car- 
peting instead of the rib floor used 
in the current utility wagons. 

Also standard equipment on the 
‘two-door, two-seat wagon is a set 
of Goodyear’s Captive-Air tires. 

A spokesman for the firm said 
the vehicle, designed for passenger 
use, has a suggested retail price of 
$1,895. He emphasized that the ve- 
hicle is a station wagon and not 4 
utility wagon. 

The new wagon is advertised on 
Kaiser Industries’ “Maverick” show 
Sunday nights in the three test 
sales areas only. 
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Dealer Forum 





HIS came out of some material 

I’ve been gathering on sales- 
men. Ever hear of the salesman’s 
ear? 

You’ve got it when you’ve de- 
veloped the art of listening for 
tips in the prospect’s conversa- 
tion that tell what he is inter- 
ested in. Some salesmen are so 
busy talking they never get in 
tune with the customer, 

They are the ones who talk for 
10 minutes on engines when all the 
prospect cares about is styling or 
terms. 

: * + 
Teamwork Plan 


ae seer chatting on the phone 
the other day, Bert Simons, 
supervisor of sales training for 
Studebaker-Packard, told of the 
most fruitful plan he ever came 





Insurance Hike 
Is Turned Down 
In North Carolina 


RALEIGH, N. C.—A proposal, 
opposed by the North Carolina 
Automobile Dealers Assn., which 
would have increased automobile 
liability insurance rates in the state 
by $4 million annually, was rejected 
July 18 by State Insurance Com- 
missioner Charles F. Gold. 

The proposal, offered by the 
North Carolina Automobile Rate 
Administrative Office, provided for 
an overall increase of 19.9 percent 
on private passenger automobiles 
as a whole, but would have put 
into effect a 50-percent increase in 
Cumberland County, which includes 
the Fort Bragg military reservation. 

In rejecting the proposals, along 
with a proposal for an average rate 
increase of 6.2 percent on liability 
coverage for commercial vehicles, 
Gold said he believes that some 
rate changes are needed but that 
the proposed increase was “greater 
than necessary.” 

He said the request “should be 
modified,” and that the Rate Office 
“has the option of either amending 
the filing or making another one.” 
In either case, he said, he would 
call for a public hearing on the 


proposal. 


Plymouth Dealers in LA 


Name Walker President 


LOS ANGELES.— Stan Walker, 
North Star Motors, has been named 
president of the Plymouth Dealers 
Assn. Tom Ashbrook, South Gate, 
and Mel Alsbury sr., Hollywood, 
were reelected vice-president and 
treasurer respectively. 

New directors are Walter Lynch, 
Redondo Beach; Lioyd Gregg, 
North Hollywood; Bob Clapp, Los 
Angeles; Al Robbins, Garden 
Grove; Bernie Freeman, Los An- 
gales, and George Klimpel, Fuller- 


Dealers Vie on Links 

ROCHESTER, N. Y.—More than 
150 Rochester and Monroe County 
dealers competed in the annual golf 
tournament of the Rochester Auto- 
mobile Dealers Assn. The winner 
was Clark Buckman, Bonenblust & 
Buckman, Inc. 
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across for getting teamwork from 
his salesmen, 

This story took place when he 
was heading the sales force of a 
substantial dealership in a mid- 
western city. 


“We were paying,” he said, “on 
the ‘quality-of-the-deal’ compen- 
sation plan—20 percent of the 
gross profit in a deal. 


“While this worked out fairly for 
both the dealer and the men, we 
lacked stability in the sales force, 
varying from three to eight sales- 
men. I never knew when we'd 
have enough salesmen to cover the 
floor, or enough desks to go around 
when we were on the heavy side.” 

= * = 


Choose a Quota 


pre mer said the spring selling 
season was opening up when he 
thought of this plan—letting each 
man choose his own quota for the 
month and getting a bonus of the 
quota times the quota in dollars, 
if he made it. 

For example, one salesman said 
he could move six in the month. 
So, if he made it, he’d get six times 
six dollars, or $36. Another sales- 
man went for 10 and stood to make 
$100 on top. 

If a man went over his quota, 
he’d be compensated for all cars 
over at the bonus rate. Thus, if 
the man with the 10-car quota 
sold 12 cars, he’d get $120. If a 
man fell below his quota, he’d 

get nothing. 

The quotas for all the men were 
listed on the blackboard, with 
spaces to show progress through 
the month. 

= a . 

Split Deals Develop 
Ore of the most interesting as- 

pects of the plan, Simons said, 
was that it got the men to work- 
ing together. Turnover activity and 
double-closing began to develop as 
the men who were behind began to 
call in the men who already had 
it made to help them. The men 
were willing to split their commis- 
sions and bonuses in order to make 
sure of reaching the quota. 

The next month, each man raised 
his sights and the offer was re- 
peated, 


100 Car Club 


FTER this, Simons started what 

he called the “100 Car Club.” 
It started at new model time and 
ran for the year. To belong, the 
salesmen must deliver 100 cars in 
the year, getting a bonus of $10 
a car for every new car sold, pay- 
able each new-car announcement 
day. 

These two plans, he said, did 
much to make for stability of the 
sales force, as well as to get sales- 
men working together. 

* : > 


Which Color? 


ARL Ruff, salesman for Motor 

Service (Dodge), in Santa 
Clara, Calif., says that the best way 
to find out if someone is really in- 
terested in buying a car is to ask 
him what color he wants. 

“If he’s serious about buying,” 
says Ruff, “he has the color picked 
out.” Or he has asked his wife. 

7. . > 


Conversational Points 


Cris of other Dodge sales- 
men recommend taking it slow 
and easy with the conversation. 

“Don’t ask too many questions,” 
says Romeo Poitras, of Manzi 
Dodge, in Lowell, Mass., “or the 
prospect puts his guard up. But 
if you make statements, 
they'll tell you what you want to 
know.” 

Along this line, John Thornton, 
of Joe Hahn, Inc., Trenton, Mich., 
says rather than ask a prospect 
how much a month he can afford 
to pay, ask him: “How do payments 


of $60 a month suit you?” 
= + * 


The Grand Feeling 


“"T. IS surprising,” said Simons, 
“how good the soda tastes when 
the girl serving it makes you feel 
good.” 
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Numbers Game 
License Plates Termed 
Prospect Source 


BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. has a tip for 
salesmen who are running out of 
prospects—check license numbers. 
The association has searched more 
than 10,000 numbers this year. 

One dealer recently offered $5 to 
the salesman who turned in the 
most license numbers during a two- 
day period. Another encourages em- 
ployes to turn in license numbers 
that might be good prospects. If a 
car is sold as a result, the employe 
gets $10. 

The association noted that the 
license number of a car ready to 
be replaced can lead to a used-car 
sale, while the number of a model 
for which there is a healthy used- 
car demand might bring a new-car 
sale and help the house acquire an 
easy-to-move used unit. 






















Jurisdiction Broadened . . 


By Frank Gawronski 
Staff Writer 

E National Labor Relations 

Board decided last week to 
broaden its jurisdiction over thou- 
sands of business concerns, includ- 
ing hundreds of dealerships, in the 
“no-man’s land” of labor relations, 
effective Sept. 1. 

New jurisdictional standards 
would apply Taft-Hartley Law pro- 
visions to business 
firms and workers 
whose labor disputes 
are now regulated 
by neither Federal 
nor state agencies. 
In announcing the new standards, 
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Faith in Service— 

Demonstrating his faith in the auto business, William H. Mitchell jr., regional vice- 
president of NADA, is constructing a 23,000-square-foot service building in Waltham, 
Mass., despite the recession. “Our motto at West End Chevrolet,” he says, “has always 
been the Supreme Court definition of goodwill—'Goodwill is the desire of the cus- 
tomer to return to the place of business where he has been well treated.’ The 
building will have 65 and 70-foot spans with no posts. 





27 Chicago-Area Dealers 
Quit in 2nd Quarter 


CHICAGO.—The number of auto 
dealers in the Chicago area con- 
tinued to decline in the second 
quarter and those in the business 
continued their move to the sub- 
urbs, a survey by the Chicago Auto- 
motive Trade Assn. shows. 


The association listed 27 deal- 
ers as having given up their 
franchises or having been can- 
celled during the quarter, Twenty 
new dealerships were appointed 
during the period. 

The number of dealers thus fell 
from 425 at the beginning of the 
second quarter to 418 on July 1. 

Of the 27 who went out of busi- 
ness during the quarter, 16 were 
in Chicago proper and 11 were in 
the suburban areas of Cook County. 
Of the 20 newly appointed dealers, 
only three are in the city while 17 
are in the suburbs. 


The number of new-vehicle out- 
lets declined from 516 to 495 dur- 
ing the quarter. (A dealer han- 
dling two makes is counted twice, 
once for each make.) 


Six makes had fewer outlets as a 
result of changes during the quar- 
ter. Plymouth, which went from 85 
to 75 outlets, had the greatest loss. 


W. Va. Dealers 
Convene Aug. 13 


CHARLESTON, W. Va.— NADA 
President Dean Chaffin and auto- 
motive executives will be principal 
speakers at the annual convention 
of the Automobile Dealers Assn. of 
West Virginia Aug. 13-15 at the 
Greenbrier Hotel, White Sulphur 
Springs. 

Addressing the dealers will be 
Dr. Charles Irvin, GM lecturer; R. 
P. Harman, executive assistant to 
the Ford division sales manager, 
and William J. Bird, executive as- 
sistant to Chrysler Corp.’s group 
vice-president for automotive sales. 


The number of Edsel locations went 
down from 19 to 12. 

Other makes which lost outlets 
during the quarter were: Buick, 
from 34 to 33; Chrysler, from 30 to 
28; DeSoto, from 27 to 2, and 
Lincoln-Mercury, from 32 to 27. 

Four makes had an increased 
number of outlets at the end of 
the quarter. Chevrolet was up 
from 52 to 53; Dodge, from 29 to 
30; Ford, from 53 to 55, and 
Rambler, from 43 to 45. 

The other five makes showed no 
net change in number of outlets. 
They are: Cadillac, 14; Oldsmobile, 
32; Pontiac, 33; Studebaker- 
Packard, 24, and Willys, 9. 


Cantrell Burns 
BONHAM, Tex. — Fire struck 
Cantrell Motors Co. here and de- 
stroyed seven new automobiles and 
two used cars. Total loss was esti- 
mated at more than $80,000. 
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enemies don’t trade hene.’” 


On the House... 


Hear reports of some sharp practices on classified 
advertising in an eastern city. Understand that 
couple of smaller agencies, after placing dealer copy 
in metropolitan dailies at contract rates, then bill 
a division of a Big Three company at the higher 
open national rate instead of the lower actual rate 
earned. Division has been splitting costs with deal- 
ers in order to spur advertising . . 
association drew a record 511 dealers to series of 
eight district meetings .. . 

New Jersey reports big increase in number of 
dealers making returns on NADA business survey 


1 to get set on a sensible and profitable basis, 
Wisconsin association urges its members .. . Stained glass windows, 
the gift of the late Alwan T. Fuller, were dedicated last week at 
St. Theresa Church in Rye Beach, N. H... 


From the Philadelphia association: “The customer asked for a dis- 
count, stating he and the dealer had been friends for years. The dealer 
answered that he would like to give him a discount but, said the 
dealer, ‘I have to make a profit on my friends’ business because my 








More Dealers Covered 
By NLRB Rules 


the board said they were subject to 
modification and invited suggestions 
by interested groups before Aug. 16. 
Under the new proposal, fran- 
chised dealers come under NLRB 
jurisdiction if they do $250,000 
annual gress volume of business. 
Other retail concerns must have 
$500,000 volume. 

Under present regulations, dealers 
and retail concerns must have a 
direct inflow of $1 million, an in- 
direct inflow of $2 million or direct 
outflow of $100,000. 

New minimum standards also 
have been announced for wholesale 
firms, operators of office buildings, 
newspapers, public utilities and 
transit systems, radio and TV sta- 
tions and national defense con- 


tractors. 
> = + 


Congress Prepares Bill 


NLRB also noted that Con- 
gress might draw some specific 
jurisdictional boundaries that would 
supersede its new standards, The 
Senate-passed’ Kennedy-Ives Bill 
now before the House provides that 
the NLRB should extend its juris- 
diction without setting specified 
limits. 

The 1947 Taft-Hartley Law 
gives the NLRB jurisdiction in 
labor matters involving all com- 
panies in interstate commerce, 
except railroads and airlines. 

However, the NLRB originally 
decided to limit itself to cases in- 
volving firms that had a pronounced 
impact on commerce. These were 
decided on a case-by-case basis. 

In 1950, the NLRB set up written 
standards that firms would have to 
meet to qualify for a board hearing. 
According to critics, this allowed 
smaller firms and unions to com- 
mit unfair labor practices without 
fear of NLRB action. 

In 1954, the NLRB raised its 
standards and a few states, with 
their own labor machinery, at- 
tempted to take jurisdiction in 
cases rejected by the board. But in 
1957, the Supreme Court prohibited 
such state action, and created a 
“no-man’s land” in which no Fed- 
eral or state agency had power to 
deal with labor disputes. 

Although the new proposal will 
not eliminate the “no-man’s land” 
completely, it will be a big help to 
dealers in their fight against or- 
ganizational picketing — picketing 
whereby a union tries to persuade 
a dealer to sign a contract even 
though the union does not repre- 
sent a majority of the employes. 


Strike Is Big Question 
THE factory front, whether 
and when the United Auto 
Workers will set a strike deadline 
has become the major question in 
the deadlocked contract negotia- 
tions between the union and the 
Big Three auto makers. 

Both Walter Reuther, UAW 
president, and Leonard Wood- 
cock, director of the UAW’s Gen- 
eral Motors Corp. department, 
indicated such a deadline will be 

(Continued on Page 33, Col. 2) 
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Special Citations Given .. . 





City, County Awards 
Listed for Safety 


(Continued from Page 1) 


counties and 21 teen-age groups 
were selected for awards within 
participating states. 

The judges also commended Fire- 
stone Tire & Rubber Co. for con- 
ducting a nationwide industry 
Safety-Check for employes and mo- 
torists in cities with Firestone 
plants. They also expressed appre- 
ciation to the U.S. Post Office De- 
partment and all branches of the 
military for nationwide support of 
community Safety-Check programs. 

* * cz 

WARD winners were chosen on 

the basis of effective com- 
munity effort in encouraging motor- 
ists to have their vehicles safety- 
checked for 10 points affecting safe 
driving condition. Judges consid- 
ered the quality of the Safety-Check 
program as shown in scrapbook 
entries submitted by the communi- 
ties, as well as the total number of 
vehicles checked and rechecked in 
relation to the area’s potential. 

The fifth annual National Vehi- 
ele Safety-Check for Communities 
was conducted during May and 
June in the 3% states which do 
not require official motor vehicle 
inspection, as a part of the na- 
tionwide effort to “Back the At- 
tack on Traffic Accidents.” 

The voluntary Safety-Check is 
designed to encourage cooperative, 
community-wide effort in behalf of 
traffic safety. It is sponsored na- 
tionally by the Inter-Industry High- 
way Safety Committee and Look 
magazine, with the cooperation of 


the Assn. of State and Provincial Oo 


Safety Coordinators. 

Statistical results on the number 
and condition of vehicles safety- 
checked during the 1958 program 
are still being received. Final tabu- 
lation of Safety-Check results will 
be released shortly. 

Serving as judges were: Ray 
Ashworth, director, traffic division, 
Thternational Assn. of. Chiefs of 
Police; Wainwright Bridges, direc- 
tor, uniform laws program, Ameri- 
can Assn. of Motor Vehicle Admin- 
istrators; Bernard F. Hillenbrand, 
executive director, National Assn. 
of County Officials; Francis Perk- 
ins, staff director, President's Com- 
mittee for Traffic Safety; Wilbur 
E. Smith, assistant director, Ameri- 
can Municipal Assn., and Donald 
I. Wood, Associate in Safety Edu- 
cation, National Commission on 
Safety Education, National Educa- 
tion Assn. 


Awa winners by state and 
population groups follow: 
Granp Awarp ror Crres: Great 
Bend, Kans.—10,000-25,000 popula- 
tion — most outstanding city pro- 


Granp Awarp ror Counties: Hunt- 
ington County, Ind.—25,000-100,000 
population — most outstanding 
county program. 

Granp Awarps ror TseN-Acers: 
San Leandro, Calif. — Most out- 
standing teen-sponsored Safety- 
Check program. 

Greeley, Colo.—for the most out- 
standing teen-age support of a 
community Safety-Check program. 

County, Fla. — for the 
most outstanding teen-age support 
of a county Safety-Check program. 

NationaL AWARDS OF EXCELLENCB: 
Cities — Oelwein, Ia.—Under 10,000 

population; Painesville, O.—10,000- 
25,000 population; Greenville, S. C. 
— 25,000-100,000 population; Gary, 
Ind.—100,000-300,000 population, and 
Seattle—Over 300,000 population. 

Counties—Wright County. Ia. — 
10,000-25,000 population; Putnam 

County, O.— 25,000-100,000 popula- 
tion; Trumbull County, O. and 
Orange County, Fila. (tie)—100,000- 
300,000 population, and San Diego 
County, Calif—Over 300,000 popu- 
lation. 

Sprecut Jupces Awarps (For Out- 
standing Performance): Smithfield, 
N. C.; Oshkosh, Wis., and Chey- 
enne, ‘Wyo. 

Sprcut Juvers Crrarions (For Co- 
operative Safety-Check Programs): 
Cities of Riverview, Trenton, Grosse 
Tle and Gibraltar, Mich., and Sagi- 
naw Valley, Mich. 

Sratre AWARDS OF EXCELLENCE: 
Cities — under 10,000 population — 


Bisbee and Willcox, Ariz. (tie); Los 
Gatos, Calif.; Watseka, Ill.; Tell 
City, Ind.; Decorah, Ia; Ellis, 


Kans.; Glasgow, Ky.; Laurel, Md.; 
Lawton, Mich.; Ely, Minn.; Stark- 
ville, Miss.; Charleston, Mo.; Laurel, 
Mont.; Devils Lake, N. D.; New- 
comerstown, O.; Del City, Okla; 
Winnsboro, S. C.; Selby, S. D.; 
Kirkland, Wash., and Powell, Wyo. 


Cities, 10,000-25,000 population — 
Yuma, Ariz.; Mountain View, Calif.; 
Greeley, Colo.; New Canaan, Conn.; 
Winter Park, Fla.; Idaho Falls, Id.; 
Jacksonville, Ill.; Logansport, Ind.; 
Coffeyville, Kans.; Virginia, Minn.; 
Hannibal, Mo.; Fremont, Neb.; 
Hickory, N. C.; Salem, O.; Altus, 
Okla.; Corvallis, Ore.; Aiken, S. C., 
and Two Rivers, Wis. 


Cities, 25,000-100,000 population— 
Gadsden, Ala; Fullerton, Calif.; 
Norwalk, Conn.; Lakeland, Fla; 
Waukegan-North Chicago, Ill.; An- 
derson, Ind.; Sioux City, Ia.; Salina, 
Kans.; Ferndale, Mich.; Rochester, 
Minn.; Laurel, Miss.; Jefferson City, 
Mo.; Billings, Mont.; Grand Forks, 
N. D.; Newark, O.; Enid, Okla; 
Sioux Falls, S. D.; Oak Ridge, 
Tenn.; Vancouver, Wash.; Manito- 
woc, Wis., and Casper, Wyo. 

Cities, 100,000-300,000 population— 
Rockford, Ill; South Bend, and 
Tulsa, Okla. 

Cities, over 300,000 population — 
San Francisco, Indianapolis, St. 
Louis, and Portland, Ore. 

Counties, 25,000-100,000 population 
—Volusia County, Fla; Adams 
County, Miss., and Clinton County, 


Counties, 100,000-300,000 popula- 
tion — Allen County, Ind.; Saginaw 
County, Mich.; Allen County, O., 
and Pierce County, Wash. 

“Crmcie or Sarery” (Awards of 
Excellence): 
Safety-Checks—Tucson, Ariz.; Liv- 
ingston, Calif.; Lombard, IIL; Silver 
Spring, Md.; Kansas City; Fostoria, 
O., and Grants Pass, Ore. 

Teen - Supported Safety - Checks, 
Cities — Norwalk, Conn.; ee 
Iil.; Evansville, Ind.; 

Coffeyville, Kans.: Pontiac, ee 
Lincoln, Neb.; Warren, a 

Okla.; Sioux Falls, S. D.; Bellevue, 
Wash., and Thermopolis, Wyo. 

Counties—Berrien County, Mich., 
and Preble County, O. 
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Oldsmobile’s 21st Dealer Council— 


Oldsmobile dealers from all parts of the nation gathered in Lansing for the 21st Oldsmobile Dealer Council. In attendance 
were, front row, from left, E. W. Schuvon, Oldsmobile comptroller; S. N. Epperson, Woodland, Calif; V. H. Sutherien, general sales 
manager; R. T. Rollis, general manufacturing manager; J. E. O'Daniel, Evansville, Ind.; J. F. Wolfram, general manager; H. Foulk- 
ner sr., Philadelphia; W. O. Lampe, executive assistant to the dealer relations general manager; W. O. Bankston, Dallas; S. H. 
White, Houston; H. N. Metzel, chief engineer; F. T. Woolverton, Jacksonville, Fla. Second row: G. H. Natzel, Pasadena, Calif.; 
P. D. Fearl, Hutchinson, Kans.; D. N. Banham, Toledo; J. A. Bradley, Tulsa, Okla.; R. E. Lundahl, Idaho Falls, Id.; H. A. White, 
Hampton, Va.; H. Granger, Kenosha, Wis.; F. Pristow, Johnstown, Pa.; M. S. Evans, Chicago; J. W. Pickens, Orangeburg, S. C.; 
A. O. Mitchell, Atlanta. Rear row: E. H. Carter jr., Englewood, N. J.; F. Bryant, Lexington, Ky.; C. N. Baker, Paducah, Ky.; L. Hake, 


Lincoln, Hl.; 
Hughes jr., Council Bluffs, 
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P. Brakke, Mankato, Minn.; C. T. Mack, Cleveland; D.H. Logan, Portland, Ore.; R. O. Barton, Lockport, N. Y.; F. E. 
la.; ®. P. Taber, Hartford, Conn., and M. Markowitz, Hempstead, N. Y. 


Good-Faith Act Is Under Attack 


(Continued from Page 1) 


on these deliveries, the company 
added. 


> > - 

CLAREN said he sold 350 new 

Dodge and Plymouth cars last 
year and qualified for the Plymouth 
bonus on a 150-car quota. He re- 
ported that he was unable to get 
floor-planning reestablished on 58 
models and that factory officials 
interfered with his efforts to sell 
the dealership. 

Another Chrysler defense was 
that Chrysler Motors Corp., not 
Chrysler Corp., was party to Mc- 
Laren’s franchise renewal. Mc- 
Laren’s original complaint named 
Chrysler Corp. as defendant. 

Attorneys for Chrysler are 

Walker 


firm of McCutchen, Thomas, 
Matthew, Griffiths & Greene. Mc- 


Other cases involving the good- 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


duly 23. 
BUICK—'57 Super conv., $2,075* (ps); 
, $2,000° (ps); Rivi- 


CADILLAC —’'53 (62) conv., $1,035° 
(ps). 


— ‘58 Impala (8) 2-dr., 

$2,310*; Biscayne 2-dr., $1,800 
"ST Bel Air (8) conv. $1. 720° ; es 
coupe, $1,690*, $1, 620°, $1, 475°; 
Bel Air (6) 2-dr., $1, 580°, $1,320; 
Two-ten (8) Hardtop, * $1,525°; 
,390; One 


$550. 

"54 Two-ten sedan, $405; Bel Air 
sedan, $490. 

DeSOTO—’57 Firesweep ‘sedan, $1,620*. 


DODGE—' 57 Sierra station wagon, $2,- 
290°; Coronet sedan, $1,665*, $1,- 
660°. 


"54 Suburban station wagon, $490; 
Coronet sedan, 
*52 Coronet coupe, $225. 


FORD — ‘58 Retractable Hardtop, $2,- 
780; Fairlane (8) 500 conv., $2,- 
290°; Custom (8) sedan, $1,790. 

"57 Thunderbir $2,740* (ps), $2,- 
oe Ranch Wagon, $1,840*, $1,- 
$1,415; Fairlane (8) 500 
Saeedase: $1,760° (ps), $1,655*, $1,- 
645*; sedan, $1,700*, $1,605* $1,- 
600°; Fairlane (8) sedan, $1,375; 
Custom (8) 300 sedan, $1,335; 

Custom (6) 2-dr., $1,125*, 
"56 Ranch Wagon, $1,415*, $1,000; . 
(8) sedan, $1,020*, $1,- 


*Indicates automatic transmission or overdrive and (ps), 


000°; Custom (8) sedan, $900, 
o*. 


$8 
"55 Custom (6) sedan, $780*; Fairlane 
$770°. 


wagon 
$910*; Custom (6) sedan, $475°. 
"53 Main 2-dr., $325. 
HUDSON—'53 Hornet coupe, $380*. 


"52 Capet Hardtop, $275°*. 
MERCURY—’57 Monterey Phaeton, $1,- 
740°, $1,710*. 
"56 Monterey Hardtop, $1,280*, $1,- 
210° (ps). 
55 Monterey coupe Hardtop, $940*. 
53 Monterey coupe, $425° (ps), 
$395°. 
OLDSMOBILE—’57 (98) 2-dr., $2,150*° 
(ps); $2,040° (ps). 
"56 (88) Holiday, $1, —" 
"55 (88) sedan, $1, 
"54 (88) sedan, 
"52 (88) sedan, 
PLYMOUTH—’58 4-dr. station wagon, 
$2,557*; Plaza (8) sedan, $1,690. 
"57 Belvedere (8) Hardtop, $1,755*; 
Savoy (8) Hardtop, $1,600*; 
= 470*, $1,400; Plaza sedan, $1,- - 


=e ee (8) 2-dr., 
"55 peeeenees (8) sedan, Sts0°; $700, 


$5: 
"54 Ra 4, Hardtop, $500; Savoy 
"53 Cranbrook’ sedan, $220; coupe, 
PONTIAC—’57 $2,- 
010° (ps). 
"56 Chieftain Catalina, $1,180* (ps); 
2-dr., $875. 
"55 Chieftain 
*54 Chieftain 
’53 Chieftain conv., $ 
LER—’57 Super sedan, $1,450*. 
——— 55 President coupe, 


» $925°. 


Star Chief conv., 


power steering. 


Other Auctions Are on Pages 24, 26, 27, 28. 





faith law are: Woodard Motor Co. 
vs. General Motors, pending in 
Dallas; Pierce Ford Sales, Inc., vs. 
Ford, pending in Burlington, Vt. 
and S. H. Arnolt, Inc., vs. Renault, 
pending in Chicago. 


William P. Fonville, attorney for 
Woodard Motor Co., of Greenville, 
Tex., revealed last week that 
amended pleadings invoking the 
good-faith law would be filed 
shortly. 

Originally, Woodard sued GM for 
$400,000 on charges of simple breach 
of contract. The dealer charged 
that its Chevrolet franchise was 
terminated last October because it 
refused to erect a new building. 
GM has defended the cancellation 
as “amply justified.” 

> > 


Chrysler Dealer’s Suit 
Ends in Hung Jury 


BRATTLEBORO, Vt—After a 
four-day hearing in the U. S. Dis- 
trict Court here, Judge Ernest W. 


Import Sales Head 
For 385,000; 
Market Strong 


(Continued from Page 1) 


has been so small that the used 
cars have been no problem to the 
import dealer. 
> > > 
GROWING number of used 
units will make themselves 
felt in the 1959 market. There have 
already been indications that cer- 
tain imports which sell well as new 
— are dead ducks on the U.C. 
io 
Again, volume sellers fare best. 
There is no reason to expect the 
situation to change as the volume 
of used imports becomes more 


significant. 

Critics like to point out that 
availability of used imports will 
quickly melt away waiting lists 
which now feature sales of some of 
the imports. 

When the waiting lists are gone, 
they say, the imports will face their 
real sales test. And 1959 could be 
the year. 


Six-Cylinder Demand 
Doubled, Dodge Reports 


DETROIT.— Demand for six- 
cylinder cars during the first six 
months of 1958 was more than 
double that of the corresponding 
period last year, according to 
M. C. Patterson, Dodge general 
manager. 

From January through June, 
1957, the demand for the Dodge 
six represented 4.6 percent of pro- 
duction, he said, compared with 
an increase to 9.7 precent for the 
similar period in 1958. The de- 
mand was greatest in New Eng- 
land, New York, New Jersey and 
Pennsylvania, he said. 








Gibson discharged the jury when it 
was unable to agree in a $100,000 
suit brought by Colonial Motors, 
Inc., of South Burlington, against 
Chrysler Motors Corp. 

In its action against Chrysler, the 
dealership claimed it had not been 
provided the number of cars guar- 
anteed under a contract and was 
forced out of business as a result. 

The jury reported to Judge Gib- 
son that it was divided in such a 
way that it would be difficult to 
reach any decision in the case. 


Tire Firms Begin 
Boosting Prices in 
Replacement Field 


AKRON.—Tire and tube prices in 
the replacement market began mov- 
ing up last week. 

The rubber companies said that 
increases in labor and other costs 
made the boosts necessary. The 
price move followed an 8-cent-an- 
hour or 3-percent pay boost for 
rubber workers which was granted 
earlier this month. 

The companies maintained their 
traditional silence on any price 
changes on original equipment 
tires. One rubber company spokes- 
man commented that he would not 
be surprised to see some increase 
in the price charged car manufac- 
turers. 

Goodrich was the first to an- 
nounce a price boost. A 2%-percent 
hike went into effect last Monday 
on all replacement tires and tubes. 

Goodyear made its increase ef- 
fective Tuesday but announced a 
different price pattern. Most pas- 
senger tires were raised about 3 
percent but no change was made 
on the Super Cushion tire, a third- 
line tire. 

Tube prices remained unchanged. 
Most truck tires were raised 2% to 
5 percent. Industrial and rear trac- 
tor tires were hiked 3 percent. 

Goodyear said the increases, 
which average out to a little more 
than 2 percent, were considered by 
the company to meet its competi- 
tive situation better than an across- 
the-board boost. 

Firestone announced a 3-percent 
increase on most passenger -car 
tires. The company’s other hikes in- 
cluded 2% to 5 percent on truck 
tires, 3 percent on rear tractor, 
large implement and industrial 
tires, 5 percent on motorcycle tires 
and 7% percent on certain racing 
tires. 

U. S. Rubber’s boosts were: most 
passenger tires, 3 percent; truck 
tires, 2% to 5 percent; most indus- 
trial, tractor and implement tires, 
3 percent, and U. S. Royal Air Ride 
passenger tires and all tubes, un- 
changed. 

Other rubber firms were expected 
to announce similar increases. 
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Plus Service for plus selling! 
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(or Helping you to more car sales and to keep present customers in your dealer- 

ed i ee ; ' its 

: ship—is one of our main objectives. Associates is a service organization ... 

ce our very existence is linked with the welfare of each dealer we serve. From 

ome . . ee ”? . . 

not the time your customer is a “prospect” until he makes his final payment as a 

om “satisfied and happy car owner,” you can count on Associates service. 

= Granting delay-free approvals . . . gearing our service to your business... 

ent ° . 

lay treating your customer fairly throughout repayment months. . . courte- 

et ously handling any collection problem...sending you prospect notices 

a. when your customers are ready to repurchase . . . retaining your customer’s 

- goodwill for that next sale—all are part of Associates Pleasant Purchase 


Program—that pays off in plus sales and profits for you! 





ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO, 
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28% Boost Seen in 4th Quarter en's 


Thompson Plant Girds for Upturn 


(Continued from Page 2) 


of parts being machined and as- 
sembled could be confusing to the 
layman who has had few reasons 
to know about various steering 
and suspension parts that enable 
his car to negotiate a sharp 
curve, make a left turn or hug 
the road with ease and safety. 
Actually, more than 1,000 parts, 
including complete centerlinks, 
both tubular and forged; idler 
arms, tie rods and sockets are 
produced at the plant. 

Quality control boards, with their 
linear data charts, appear in nu- 
merous places in the plant with 
close quality checks being specified 
for all pieces whether for eventual 
original equipment use or replace- 
ment purposes. A new replacement 
parts packaging area further iden- 
tifies the plant’s attempt to offer 
improved customer service. 

Employe and management opti- 
mism, however, hingles to a large 
extent on their awareness of the 
important research and develop- 
ment projects that are under way 


at the plant’s Woodbridge experi- 
mental laboratory in Detroit—a fa- 
cility which houses the necessary 
precision equipment and technical 
personnel to develop for the plant’s 
customers and the motoring public 
practical and advanced steering, 
suspension and allied products. 
. . * 
ER the direction of its chief 
engineer, James H. Booth, this 
phase of the Van Dyke operation 





Stolen-Car Recoveries 
Set FBI Record 


WASHINGTON.—The FBI re- 
covered a record number of 
stolen autos in the fiscal year 
just ended, Director J. Edgar 
Hoover reported. 

A total of 16,504 vehicles were 
recovered during the 12-month 
period, compared with 15,215 in 
the previous fiscal year. The total 
of 5,157 car thieves convicted 
also set a record, Hoover said. 





covers research and development 
from the drawing board through 
the building of prototypes to com- 
plete and thorough road testing. 

Most recent of the laboratory’s 
offerings to the automotive and 
truck fields is, what is referred 
to as the Thompson truck re- 
tarder, a unit which is said to 
allow a truck adapted with it to 
cut speed without the use of its 
brakes. 

Currently available on many 
models of one major truck manu- 
facturer and being road tested by 
other truck makers, this hydrau- 
lically and pneumatically operated 
mechanism is said to provide other 
important advantages such as in- 
creased brake life and lower engine 
maintenance costs, plus safety fea- 
tures and decreased trip time. 

o > a 


pane having done pioneering 
work and making significant 
contributions to the application and 
use of ball joint suspension systems 
in trucks and cars in past years, 
the laboratory recently developed 





New $6 Million Plant— 


This is an aerial view of the Michigan Group headquarters for Thompson-Ramo- 
Wooldridge Corp., Van Dyke, Mich., which supplies divisions of General Motors, Ford 
Motor, Chrysler Corp. and American Motors with steering and suspension equipment 
in both cars ond trucks. The plant was built in 1956 at a cost of $6 million. 


a power booster that tests and ac- 
tual applications prove can be 
adapted to the steering system of 
trucks to reduce operator efforts 
and increase its safety factor. 
Furthermore, research has dis- 
closed the booster can be used to 
effectively assist closing and feed 





UNDER-CAR SEALER AND SILENCER 


not only silences squeaks and rattles... 


IT SILENCES COMPLAINTS! 
ee-aamd it gives 50% more profit, too! 


Undercoat each new car with Nokorode. That’s a 
sure way to keep your service shop relatively free 
of customers who tie up expensive personnel on 
non-profit body complaints. 

And when you use Nokorode Under-Car Sealer 
and Silencer you get nine perfect jobs at the cost 
of six! That’s because Nokorode’s patented proc- 
ess results in a coating of greater density ...a 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774 


SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 
Dept. AN-G, El Dorado, Arkansas 


Please send me complete information about Lion 


Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 


tach nl niente meeeinnineniitiy 


a 


Cty _____.»___ ints 





A Division of Monsanto 
Chemical Company 


coating uniquely tough. Consequently, heavy appli- 
cations, such as are recommended for other 
nationally. advertised brands, are absolutely un- 
necessary with Nokorode. The thinner coat rec- 
ommended for Nokorode gives added protection 


and better sound deadening; yet 


its very thinness 


gives you nine undercoating jobs at the cost of 
six—50% more cars coated from every Nokorode 
drum—50% to 100% more profit! 


INCREASE YOUR PROFITS ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car 
comfort and quiet— increases re-sale value. 





COMPANY 


EL DORADO, ARKANSAS 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 


mechanisms in a variety of ways, 
officials said. 

Greased for life sockets and link- 
ages, likewise, have been given sig- 
nificant attention by the research 
and development group and today 
are being programmed for cus- 
tomer usage, officials said. 


Chambers Sells 
Des Moines Deal 


DES MOINES.—A. B. Chambers, 
former mayor and veteran Iowa 
auto dealer, has sold Chambers 
Motor Co. (Ford) after being a 
Ford dealer here since 1934. 


The business has been sok to 
Floyd O. Lehman, who owned Mid- 
Town Motors Co. (Mercury) here 
from April, 1954, until Jan. 1, 1958. 
Lehman purchased Chambers’ new 
and used cars, parts and equipment 
and will lease the building at 1506 
Locust St. from Chambers. 


Lehman was president of the Des 


Moines Automobile Dealers Assn. 
last year. 





Obituaries 


Verne L. Murray, 64, 


Former Pontiac Sales Chief 

BRONXVILLE, N. Y.—Verne L 
Murray, 64, retired president of 
Murray Pontiac Co., White Plains 
and New Rochelle, 
N. Y., died July 
16 while at his 
summer home in 
Massachusetts. He 
was with General 
Motors from 1927 
to 1944. His final 
position with GM 
was as acting 
general sales 
manager for Pon- 
tiac. He was also ‘ 
a former pres- V. L. Murray 
ident of the Automobile Merchants 
Assn. of New York. 


Ralph B. Heller 
LONG BEACH, Calif.—Ralph B. Heller, 
retired Long Beach auto dealer, died 
July 2. 





> > > 
A. B. Crowell Jr. 


DANVILLE, Va.—A. B. Crowell jr., 37, 
operator of Crowell Edsel Sales Co., died 
July 10. 

* * * 


Joseph J. Ray 


SYRACUSE, N. Y.—Joseph J. Ray, 76, 
former auto dealer, died July 14 in his 
home here. Several years after World War 
I he organized Shanahan-Ray Motor Car 
Co., Inc. He was active in numerous other 
business ventures. 

* * 


Wilbur E. Jordan 


WATERTOWN, N. Y.—Wilbur E. Jordan, 
retired auto dealer, died July 12. He op 
erated a dealership in Oswego for more 
than 30 years until his retirement six years 
ago. 

* ” * 


Boyd C. Eberhard 


AKRON.—Boyd C, Eberhard, 70, retired 
chief engineer in charge of tubes and ac 
cessories for Goodyear Tire & Rubber Co., 
died July 13. Mr, Eberhard, who played 
a key role in the development of Goodyear’s 
Captive-Air Safety tire, served 46 years 
with the firm. 

* + * 


Robert Hyson 
OAKDALE, Calif. — Robert Hyson, 35, 
Oakdale auto dealer, died July 16 in @ 
Van Nuys hospital of injuries suffered in 
a water-skiing accident. 


® * * 


Walter A. Stillwell 


LOS ANGELES.—Walter A. Stillwell, 59, 
former auto dealer, died July 11 at his 
home in Glendale. He handled Paige-Jewett, 
Dodge-Plymouth, Buick and Oldsmobile 
before retiring in 1955. He formerly repre- 
sented Southern California dealers on the 
— and GM National Dealer Coun- 
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5-Month Boost Nearly Doubles °57 
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British Car Sales in U. 


HE sales of British cars in the 
U. S. in May totalled 12,290 
units, bringing to 45,624 the num- 
ber sold in the first five months of 
1958, according to John T. Panks, 
president of the British Automobile 

Manufactures Assn. 
Records indicate that for the five- 
month period last year, sales 
amounted to 23,807 


Import units. 
Car Panks sai d sales 
of the Hillman, Mor-| 
News ris, Triumph sedan, | 


Vauxhall and the 
Metropolitan represented over 50 
percent of the total market sales for 
the January-to-May period. 

Sports cars, such as the Austin- 
Healey, Jaguar, MG and the Tri- 
umph TR-3, and the luxury cars, 
which include Bentley, Jaguar Mark 
VIII, Rolls-Royce and Rover 
showed substantial sales gains, he 
added. 

Figures indicate that the sales 
leaders are California, New York, 
Florida, New Jersey, Pennsylvania 
and Ohio, Panks said. 

> > > 
Renault 


—— Renault Dauphine once 
again topped all other cars in 
the under-1,000-c.c. class by winning 
first, second, third, fourth and fifth 
places in the 1958 Mille Miglia run 
in Italy. 

The Dauphine ran the 945-mile 
mountain course in record time and 
beat many bigger cars with engines 
up to 2,000 c.c., according to John 
Green, Renault distributor in the 
U. S. 

The four-door sedan previously 
won first overall in the Monte 
Carlo Rallye. 

> 


Goliath 
L. WHITE has been named 
* sales manager of the Goliath 
truck division, with headquarters 
in Burlingame, Calif. 

White formerly was director of 
sales for Howard Cooper Corp., 
distributors of road-building and 
fire-truck equipment. 

Kimnach Ford, Inc., 815 Poin- 
dexter St., South Norfolk, Va., has 
been appointed Goliath distributor 
in the Norfolk area. 

> * > 


British Motor 


Ss ters Motor Corp. announced 
that its two-millionth vehicle 
for export since World War II was 
shipped July 1 to Malaya. It was 
a seven-ton truck. 

The 1,999,999th, a Morris Minor, 
went to Sweden and the 2,000,001st, 
an Austin-Healey Sprite, was sent 
to the U. S., BMC reported. 

Sir Leonard Lord, BMC chair- 
man, said Australia was the top 











Mr. Auto Dealer: 
NOW You Can Stock 


HOLIDAY 
FIBERGLASS 
BOATS 


GREATEST NEW PROFIT 
OPPORTUNITY IN YEARS 


Pleasure Boat Sales are Booming. 


While other businesses are on the 
decline, boat sales in 1958 will hit an 
estimated all-time high of $2% billon. 























CASH-IN ON 
THE BOAT BONANZA 








Qualify as a franchised dealer of 
Holiday boats, the fastest selling fiber- 
glass boats in the industry. Popularly 
priced. Safety-designed for the family 
market. Orders filled promptly. 

For Fall Details, 
Write, Wire or Call Collect 


HOLIDAY PLASTICS, 
INC. 


1301 Fairfax Traficway 
MAyfair 1-5300 
Kansas City, Kansas 














importer of its vehicle since the 
war, getting 23.2 percent. 

Following are Europe, with 20.5 
percent; North America, with 17 
percent, South and Central Africa, 
with 8.2 percent, the Far East, with 
6.6 percent, and New Zealand, with 
6.1 percent, he said. 

Lord said BMC exports in the 
first quarter of 1958 set a new rec- 
ord, with a 21 percent increase over 


the corresponding period for 1957. | 


| $75,000 Fire Strikes 


* * = 


Volvo 


SERVICE school for Volvo 

dealers in Washington, Oregon 
and Idaho was held in Portland 
July 22nd and 23rd by Auto Im- 
ports, Inc., Los Angeles, Western 
distributor. 

The school was conducted by Don 
Cronbaugh, Auto Imports service 
manager, with the assistance of 
Robert Abbott and Ted Statter, 
company service representatives. 


All meetings were at the dealer-'! 





THIS YEAR 38.800 





S. Soaring 


ship of Joe Fisher. Subjects in-| 
cluded Volvo’s new four-speed 
transmission, which is offered as a| 
no-extra-cost option to the stan-| 
dard three-speed gear box, and the 
twin SU economy carburetors with | 
which all Volvos are equipped. 


* * * 


Volkswagen 


OLKSWAGEN has announced a} 
reorganization of operations in| 





Morehead Motors 


JEFFERSON, Ia.—Fire seriously | 
damaged Morehead Motors Co. 
here July 21, causing damage esti- 
mated at $75,000. Fifteen cars, in- 
cluding two new models were de-| 
stroyed. 

Morehead handles Buick, Pontiac, 
Opel and Studebaker. The fire 
started when gasoline fumes were 
ignited by the bulb of a trouble 
light. 
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order to step up production in 1959) gy 


to more than 650,000 units. 

All power plants will be produced 
in enlarged facilities at the Hann- 
over (Germany) plant, the firm 
said. All front-suspension parts will 
come from a new plant in Braun- 
schweig. 

Assembly operations will continue 
in the main factory in Wolfsburg, 
along with production of transmis- 


automated machinery also will be 
introduced, 

Volkswagen said more than 100,- 
000 units of the record 1959 output 
will be shipped to the U. S. No 
changes in the car or prices are 
scheduled in the next year, the firm| 
added. 





> * + 


Isetta 


A STANDARD production model 
of the BMW (iIsetta) 600 won| 
the Caltex Economy Run at Hock-| 


|enheim, Germany. 


In the continuous 12-hour run, 
the 600 copped first prize with 45) 
miles per gallon. 

Six 600’s were entered in the run} 
and all finished. 


LES ARE 


ABOVE THE 
NATIONAL 
AVERAGE! 


WITH AUTOMOTIVE SALES TOPPING 
$200 MILLION annuaity* 





COUNTY STATE 


Indianapolis (Marion) Ind. 
Minneapolis (Hennepin) Minn. 
Atlanta (Fulton) Ga. 
Seattle (King) Wash. 
San Francisco (San Francisco) Cal. 
Kansas City (Jackson) Mo. 
Denver (Denver) Colo. 
Boston (Suffolk) Mass. 
Columbus (Franklin) Ohio 
Louisville (Jefferson) Ky. 
New Orleans (Orleans) La. 


*SOURCE: Sales Management Survey of Buying Power, May 10, 1958, 
Leading Counties Section. 
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INDIANAPOLIS 
LEADS THESE 
MAJOR CITIES 
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Another Truck Center ~ 

n. 

Royal Dodge Truck Center, Inc., has , 
been opened in Elk Grove, Iil., to serve 

Dodge truck dealers in four Northwest con 

Indiana counties and in the Chicago crea. fac’ 

Ralph Goldenberg, left, coowner of the § has 

center, tests truck equipment for the bene- “W 

fit of M. L. Lawson, center, general man- - 


ager, and Maurice Goldenberg, president, 
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SALES 
$202,890,000 
196,721,000 
189,968,000 
186,414,000 
181,415,000 
181,280,000 
179,971,000 
174,669,000 
160,821,000 
152,360,000 
126,541,000 
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AUTOMOTIVE WASHINGTON 


Safety Slogan Fatigue’ 


Eased by a Few Facts 


By William Ullman 


‘ashington Bureau Chief 


eos genuine concern over the high traffic accident 
rate, auto dealers, editors and others with a stake in the 
industry frequently suffer from a complaint called “safety 
slogan fatigue,” brought on by an overdose of jingles, catchy 
phrases and righteous warnings asking us not to kill our- 






selves. Many have suspected® 
that slogans have little effect 
on accidents, but few have 
dared to call them baloney in pub- 
lic. That would be like endorsing 
sin. 

Now scientific survey teams have 
come to the rescue with a few hard 
facts. The Opinion Research Corp. 
has just completed a study called 
“What Motorists Really Think 
About Traffic Safety.” Financed 
and published by Pure Oil Co. and 
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likely to blow some fresh air into 
an area which occasionally gets a 
bit stuffy. 


“What does a typical traffic-safety 
slogan like ‘Drive Safely!’ mean to 
the driver?” asked the survey. 

The conclusion: “Nothing, prob- 
ably.” 

“The study indicates that he 
thinks those slogans are for ordi- 
nary, every-day drivers, the kind 
you run into in traffic jams,” re- 
ports OPC, “They’re certainly not 
for him: he’d be insulted at the 
suggestion that he doesn’t drive 
safely.” 

Opinion Research also found little 
evidence that “scare” slogans, ex- 
hibits of wrecked cars and death- 
toll statistics make people safer 
drivers. 

It’s possible, the survey suggests, 
that such warnings simply scare 
people without telling them what 
to do. “They create strong enough 
uted by The Pres-| emotional tensions, but the tensions 
ident’s Committee| go unrelieved and undirected.” 
for Traffic Safety, * *¢ *& 
headed by Gen- 
eral Motors Presi- 
dent Harlow H. 

Curtice. The ques- 
tions and answers 
it contains seem 


the American 
Trucking Assns. 
Foundation, it 
has been distrib- 


A New Approach? 


THE positive side, OPC found 

that people learn more readily 

if they realize their need for safety 
education. For instance, survey 
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AUTOMOTIVE SALES P 3lst 


PLAN TO BUY A 


NATIONALLY 
\ 


GREAT NEWSPAPERS 
GIVE YOU SATURATION COVERAGE 


You reach virtually every family in tt nigh-inc 
market through the pages of 
And these fam 
$6,865 


national average.” 


ies are 


income yeorty a 


As a bonus, The Star and The News 


=) 


effective coverage in the entire ey Cc unty 


area, selling to more than 56 £ the } 


automotive-minded fam 


THE INDIANAPOLIS STAR 


THE INDIANAPOLIS NEWS 


During 1958 


oF Sar 


IN POPULATION. 


12,700 Families Will Buy a New Car 
13,300 Will Buy a Used Car 
e 800 Will Buy a New and a Used Car 


e 9,000 Will Buy but haven't decided 


whether to buy new or used 


teams asked a number of motor- 
ists, “Who has the right of way 
on a traffic circle?” 


Motorists asked right back: 
“Well, how do you enter a traffic 
circle? That’s a good question. I'd 
like to know.” 


The survey also wondered: “What 
about safe driving as a way to 
happy motoring?” It’s possible the 
answer may surprise many in the 
industry. 

“Apparently,” Opinion Research 
reports, “adults find little pleasure 

in driving. Seventy-four percent 
of them disagreed with the idea 
that most people enjoy driving. 
Perhaps it is wrong to interpret 
safe driving as a way to happy 
motoring for adults.” 


OPC added, however, the teen- 
agers like to drive. Also, they are 
much more sold on driver educa- 
tion than their elders, though they 
feel that present driver-training 
programs are neither as compre- 
hensive nor as long-range as they 
should be. 

Other survey conclusions— 

Nobody is an average driver. 
Nine out of ten adults questioned 
rated themselves as better - than - 
average drivers; they said they 
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were better-than-average at obey- 
ing traffic laws, too. 

While 82 percent of people think 
it’s as wrong to break a traffic law 
as to steal, 64 percent suggested 
giving warnings instead of tickets 
for minor violations. 

More than half the adults 
thought that many traffic court 
judges are not very well qualified 
for the job. About half the people 
were sold on their own police force. 

One group of drivers thought 
police were “outstanding,” believed 
safety problems were “all psycho- 
logical” and favored driver educa- 
tion. This group, oddly enough, was 
made up of habitual traffic law vio- 


lators. 
* 


Handbook for Planners 


A SeeEs landmark study in 
traffic safety has been pub- 
lished by the American Automobile 
Assn. Called “Planned Pedestrian 
Program,” it is a handbook for 
community safety planners. Like 
the Opinion Research study, it in- 
dicates that education, not slogans, 
may point the way to fewer acci- 
dents. 

For example, AAA reveals that 
nine out of ten pedestrians over 
15 years of age who are killed in 
traffic accidents have never been 
licensed to drive. They are prob- 
ably unfamiliar with the limita- 
tions of both vehicle and driver. 
They don’t know how hard it is 
for a driver to spot them at night. 
They don’t know how quickly a 
car can stop at various speeds. 

“Education of non-driver pedes- 
trians on such matters can pay big 
safety dividends,” AAA observes. 

The driver group also noted that 

38 out of every 100 adult pedestri- 
ans killed in traffic are over 64 
years of age, and that 86 out of 
every 100 pedestrian deaths and in- 
juries. occur in outlying residential 
areas of U. S. cities. 

The 163-page AAA book was de- 
signed as a blueprint for a com- 
munity do-it-yourself program, and 
the association hopes it will aid in 
reaching its goal of cutting pedes- 
trian deaths by one-half in the next 
five years. 


> * 
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Roosevelt Returns 


BAc= in Washington for the 
third time is Franklin D. 
Roosevelt jr. First in the White 
House, then in the House of Rep- 
resentatives, he’s currently presi- 
dent of the Roosevelt Automobile 
Co., distributor for Fiat in nine 
southeastern states and the District 
of Columbia. 

Celebrating the grand opening of 
his new parts warehouse in Wash- 
ington the other evening, Roose- 
velt seemed at home in his new 
role of optimistic businessman, 

“We have 60 dealers in our 
area now,” he said. “They are 
solid, well-established dealers in 


(Continued on Page 29, Col. 1) 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your inventory! 
@ Step Up Sales Volume! 


@ Pian on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cars Are Located 
la Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 
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WHEN SOMEONE 
FINDS A WAY TO 
REACH, INFORM, 
ENTERTAIN AND 
SELL PEOPLE ON an 
THE ROAD BET- 
TER THAN RADIO 
DOES NOW...WE 
WILL MOVE OVER! 


Meanwhile, of all advertising 
media, radio alone is in the 
driver’s seat. And nationally, 
the CBS Radio Network de- 
livers radio’s biggest audi- 
ences to advertisers—41_per 
cent more listeners than the 
next network.* What’s more, 
these are listeners who really 
listen. The very nature of the 
whole program schedule tells 
you 80. And ‘we can | prove it 


CBS RADIO NETWORK 


RADIO ONLY! 
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11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
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1 3. Guard the of individual freedom, 
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else in the world. 


which made the U. S. A. 
more of the better things of life than anywhere 








Capsule Comments 


International crisis or near-crises almost always are fol- 
lowed _by new-car selling strength, a top industry market 


The Mideast crisis might beve a silver lining. 


Consumer confidence a held steady in the past six 
months and, perhaps, shown some improvement in the latter 
part of the period, reports the University of Michigan re- 
search center. 

Intentions to buy cars have shown a small increase 


since February. oe 


After 59 years as a ol’ name, Packard cars will 
go into mothballs at the end of the 1958 model year, S-P 
spokesmen confirm, but the name might be revised later 
next year. 

The limbo of famed onto somes grows larger. 


oo comand do seats ts tee 2. S. may show 
gains in the next few years, a steady growth 
of services (such as mechanics, doctors, realtors, etc.) is 
likely, an AUTOMOTIVE NEWS survey reveals. 
E in the service industries has increased the 
past year, while manufacturing workers fell 10 percent. 
* + +. 


ee spent cars fare on the used-car lot will determine 
foreign-make sales in the U. S., believes a vete- 
a new-car dealer. 
A good many American cars have failed to survive 
because they would not move on the used-car lot. 


With new-car stocks moving lower month by month, 
most dealers feel that the decks will be cleared for intro- 
duction of the 1959 models. 

Scarcity of ’583 this fall should concentrate consumer 
interest on 759s. 
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Coming 
Events 


Dealer Conventions 
Aug. &9—Montana Automobile Dealers 


ne East Glecier Hotel, Glacier Park, 

han "Tate euaie Independent Auto- 
mobile Dealers Assn, Bon Air Hotel, 
Augusta. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
oe prings. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 


Aug. 22-23—National Auto Auction Assn. 
annual convention, Hotel Bismark, 
Chicago. 

Sept. 5-7—Maine Automobile 
Assn., Eastland Hotel, Portland. 

. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. — New Hampshire Automobile 
Assn., Farragut House, Rye 


Dealers 


= 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 
Sept. 21-23—Ohio Automobile Dealers 
The Neil House, Columbus. 
Sept. 21-23—New York State Automobile 
ealers, Lake Placid Club, Lake Placid. 
Sept. 21-23—Automotive Trade Assn. of 
on Cavalier Hotel, Virginia Beach. 
Se 1-23—New York State Automobile 
En Inc. th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 
Sept. 22-23—Wisconsin Automotive Trades 
Schroeder Hotel, Milwaukee. 
Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Oct. 25-27—Arkansas Automobile Dealers 


Assn. 


Assn. wore Arlington, Hot Springs. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 


Atlantic City. 
jov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 
Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 16-18—Mississipp! Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 1618—National Independent Auto- 
mobile ced Assn., Edgewater Beach 
Hotel, Chicago. 
Dec. 3—Utah , Pahomeblip Dealers Assn., 
~~ Hotel, Salt Lake City. 
Dec. Milwaukee County Automobile 
Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4— National Automobile 
Dealers Assn., Chicago 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

March 15-1!7—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

* * * 


Auto Shows 


Oct. 419—Texas State Fair Automobile 
Show, Dallas. 

Nov. 5-16—Turin Auto Show, Turin, Italy. 
Nov. 21-30—Cleveland Auto Show. Public 
Hall, Cleveland. 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 

national Amphitheatre, Chicago. 
Jan. 22-27—Tampea Auto Show, Fort 
Hesterly Armory, Tampa. 
Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque. 
Apr. 61!—Denver Auto Show, Denver 
Auditorium, Denver. 
= <= * 


General 


Aug. 13-17—Rod and Custom World's 
Fair, industrial Arts BI Eastern 
States Exposition, West Springfield, 

ass. 

Sept. &1!—National Truck Leasi Sys- 
tem, |4th Annual Meeting, Blackstone- 
Sheraton Hotel, Chicago, 

Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
snow, Mechanics Exposition Bidg., Bos- 
ion, 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn. ac Muehlenbach Hotel, 
Kansas City, 

Jan. 25-Feb. Lae Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 


20 Years Ago... 


Ba Assn., 





Automotive Cartoon 
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"Things may get better when the new models come out— | 


but let's have the men do something besides waiting.” 


Letterbox 


‘Lowest-Priced . ... 


9 
. 
This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, 


Roadster Rumble 


About the lowest-priced sports 
car in America: The British-made 
70-mile-per-hour Berkeley is a 
sports car and, I believe, the lowest 
priced in the United States. The 
car sells for $1,695 here on the 
West Coast. 

This letter is not being written 
as an attempted criticism but I 
feel that, in all fairness and for 
the record, we do at this moment 
have the lowest priced sports car 
in the United States —Davp 
Forman, Berkeley Motor Cars, 
Ltd., Los Angeles. 

. > 


Plea for ‘Sensible’ Cars 


I’m getting a little tired of the 
half truths that creep into the 
columns of AN with reference to 
the position on European cars. I 
cannot at this moment give you 
issue and page without much look- 


The Big Stories 


Nearly 30 million motor vehicles running on three million miles of 
highways in the United States provide a livelihood for six million 
persons, according to the 1938 Automobile Facts and Figures pub- 
lished by the Automobile Manufacturers Assn. The workers were 
employed in manufacturing, selling and servicing cars and trucks, 
building roads and transporting people and goods, the association 
said. 


In a@ surprise move in 1938, price reductions as high as $26 were 
announced by Willys-Overland Motors, Inc. 

Motor vehicle registrations in Canada increased 79,578 in 1937 
over 1936, the totals being 1,319,702 against 1,240,124, according to the 


Dominion Bureau of Statistics. 


In 1938, more than 2.5 million motor vehicles were being operated 
by unlicensed drivers in five states, according to the National High- 
way Users Conference. The states which did not have drivers’ 


licenses laws were Florida, Louisiana, 


Wyoming. 


South Dakota and 


—From the files of Automotive News. 














Let me take a moment to tell 
you what I think. . 
I believe that very few 
in the U. S. want really 
cars. Some of them ride 


These could be made lower, but 
need not be longer. There is an 
ocean of room in mine. There is no" 
earthly reason for the long 1958 
tails we have. You can’t reach all 
the way into the trunks, and the 
tails are a nuisance in parking. 
Beautiful, yes, but practical, no! 
That may not be true when people 
need big station wagons, but it is 
true when they buy sedans. Nor is 
there any sense in the long front 
overhangs. Too much style, in my 
opinion. 

Wraparound front glass is a nui- 
sance to slide past, and in addition, 
it brings a thick corner post so 
near the eye that it bulks even 
thicker in city traffic. Fine for the 
country, but not for the city. And 
the wipers still have trouble clear- 
ing that piece of unnecessary style 
and cost. 


Trunks have been tapered down 
so low you can’t load decently. 
Trunk doors have been cut away 
as in the 1958 Chevrolet so you 
have to reach around corners, And 
style makes moldings in the trunk 
lids that cut into inside space. Styl- 
ing at the rear of the wagons cuts 
into loading space. Look at the 
current Ford wagon ads. You'll see 
the poor guy has to slide a 4 x 8 
piece of plywood in flat top of 


on 
(Continued on Page 29, Col. 1) 
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CERAMETALIX* BRAKE 
LININGS AND 
CLUTCH FACINGS 


Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF. 


Bendix sivisiox South Bend, wo. 
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Nuclear Energy Is Used 
To Check Furnace Level 


An electronic device which uses nuclear 
energy to “peer” through the hot walls 
of foundry furnaces to keep a constant 
automatic check on the level of material 
inside, has been developed by Nuclear 
Corp. of America. . 

Whiting Corp., Harvey, Ill., has been 
named exclusive sales agent to the 


foundry trade for the new unit. Called | 


the Indicon 1-100, the device projects 
gamma rays through the furnace to two 
Geiger counters, one mounted at the 
maximum fill level and the other at the 


minimum level. 
+ 


Braking System 


Hydrafiex, a brake unit which can be 
installed on any vehicle with hydraulic 


Engineering and Production 
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ew Products 





| brake system in approximately 20 min-| operated, %4-ounce injection molding ma- | 
| utes, has been introduced by Hydrafiex | chine is offered by British Machines & | 


| Corp., 5526 Dyer St., Dallas 6, Tex. The Foundry Supplies, Ltd., a division of 


oe iti i rp., Shore Rd., 
| unit is said to eliminate dangerous “brake | Sriich industries Corp, 80 
| . - Port Washington, N. Y. 
| grab” and reduce stopping distances as 7 . 
The company said the machine has 


l ds. 
ermadbentives an = — | been found to be extremely useful 


| checking mold cavities in the rough for 
New Clad Metal purposes of lineup, parting line modi- 
Cadium-silver clad phosphor 
| strip is the newest addition to the line | Of the mold cavity. 
lof clad metals produced by American - 
| Silver Co., 36-07 Prince St., Flushing 54,| 
N. Y. 


Niobium Rolling 


NEW YORK.— American Silver 
Co. has set up a special division for 
precision toll-rolling of niobium, a 
metal used in the nuclear, elec- 
tronic, missile and aircraft indus- 
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British Firm Offers 
"Mold-Check’ Machine 


* + 





The APM-21 “Mold-Check” hand- tries. 





Here’s how truck- 
makers have helped * 
hold the line on 


bearing 


Almost everything a truck-maker buys has 
shot up in the last few years (see right). But 
the cost of Timken® tapered roller bear- 
ings for trucks has stayed down. Truck- 
makers themselves helped do it by 1) 
standardizing on fewer bearing sizes so we 
could produce them more efficiently and 
2) using the new-design Timken bearings 
wherever they could. These are low-cost, 
capacity-packed bearings made in stand- 
ardized sizes by the most modern machin- 
ery and methods in the bearing industry. 
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GEE Timken bearing price index 
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| Alva Allen Introduces 
Milling Attachment 


A milling attachment for mounting on 
lathes, milling machines, turrent lathes, 
planers and boring mills has been an- 
nounced by Alva Allen Industries, Clinton, 
Mo. 

Called the model M, the unit is said 
to require very little space. Spindle is 
| mounted on Timken taper roller bearings 
|and has No. 3 Morse taper for tool. Six | 
| different speeds are available, ranging 
| from 200 to 900 r.p.m. 
* 


U. S. Rubber’s Cuban Plant 


| Produces Its First Tire 
NEW YORK.—U. S. Rubber Co. 














1955 1956 1957 


TOTAL VEHICLE COST OF PINION, DIFFERENTIAL, REAR WHEEL AND FRONT WHEEL BEARINGS 


announced that its Cuban tire 
plant built and cured its first tire 
just 10 months and 13 days after 
ground was broken for the plant. 

Erected at a cost of approx- 
imately $5 million, the plant has 
an annual production capacity of 
125,000 passenger car and truck 
tires. It is Cuba’s largest tire plant. 

* + * 





Industrial Compressor 
Announced by Davey 


A 100-horsepower Hydrovane rotary 
industrial compressor has been announced 
by Davey Compressor Co., Kent, O. De- 
signed for continuous operation at 100 
p.s.i., the unit delivers 420 c.f.m. at that 
pressure. It is also suitable for intermit- 
tent use at pressures to 125 p.s.i. 

Features, listed by the monvfacturer, 
include trouble-free operation and free- 
dom from vibration. The unit is light- 
weight and compact, occupying only 15 
square feet of floor space. Only a smoll 
3-inch outlet is required. Discharge air 
temperature is 180 degrees, which is 
considerably lower than reciprocating 
units. Automatic safety switch and time 
meter are stondard equipment. 

* * * 





Automatic Tube Tester 
Developed by Steel City 


Steel City Testing Machines, Inc., De- 
troit, Mich., has developed a fully auio- 
| matic cir tester for tubes which tests 
approximately 2,100 specimens an hour 





And here’s how they 
can help keep them 
at rock-bottom 


Here’s a section of our Bucyrus, Ohio plant 
that uses revolutionary machines and tech- 


over 30 million Timken 


bearings a year. From raw steel to finished 
bearings without a hand touching them. And 
we pass the manufacturing savings on to 
you. These missile age methods can keep 
your bearing costs down if you do two things. 
1) Standardize on still fewer Timken bearing 
sizes for trucks making our production even 
more efficient. 2) Use more Timken bearings 
and increase the manufacturing savings by 
keeping these machiiiés going full-tilt. The 
Timken Roller Bearing Company, Canton 6, 
Ohio. Cable address: ““Tmmrosco”. 





REG. U. S. PAT. OFF. 


TAPERED ROLLER BEARINGS 


with positive rejection of leaks. 

The pulley-operated hopper feeds tubes 
into slots of a 16 station drum. When the 
drum revolves to a filling position 50 
pounds air pressure is applied into the 
tube. Satisfactory parts complete a 260 
| degree cycle ond are ejected at the front 
of the machine. Leaking tubes ore avio- 
| matically ejected ot the rear of the mo- 
chine. 

* 





Allison-Campbell Announces 
Abrasive Cutting Machine 


Almost any ferrous or non-ferrous metal 
can be cut by the Serv-All, model 1-A, 
high-speed dry abrasive cutting machine, 
according to its manufacturer, Alilison- 
Campbell Division, American Chain & 
Cable Co., Inc., Bridgeport 2, Conn. 

Designed for use in metal-working 
shops, factories, mills, maintenance repair 
depots, etc., the device has the capacity 
to cut metals of practically all analyses 
up to 2 by 2 inch solids, 3 inch standard 
pipe, 3 by 3 inch angle iron and 4 inch 
channels, it is claimed. High quality 
cuts are made at the rate of three to 
six seconds per square inch of metal. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Decelopments 








Full-Dipping AMC's 100-Inch American— 


A drawing of the 12,000-gallon tank at AMC's Kenosha (Wis.) plant where Rambler American bodies receive a coat of 
primer. These bodies are completely submerged in the tank, while other Ramblers are dipped to only four inches above the 
belt line. Under the dip tonk is an 18,000-galion tank into which the primer paint can be dumped in case of fire. Each 


body uses 1.6 gallons of primer. 








Advance in Knowledge 
Called Prerequisite 


F THE auto industry doesn’t 

advance in knowledge, it can’t 
advance in application, according to 
George J. Huebner jr., chief re- 
search engineer for Chrysler Corp. 

In an AvtTomorive News inter- 
view, the articulate Huebner said, 
“You can keep building better and 
cheaper mousetraps, but maybe 
some day we won't need mouse- 
traps.” 

Asked about the status of re- 
search in the auto industry, 
Huebner said that it has been 
growing steadily, although not as 
fast as many people hoped it 
would. 

He continued, “There is a grow- 
ing consciousness in the industry 
of the value of research—of what 
it can do for us. You have to have 
faith and the automobile compa- 
nies are showing faith. However, 
many of us feel there must be 
more basic research. 

“There has been a gradual 
growth of basic research in the 

(Continued on Page 19, Col. 1) 
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| AMC 


ENOSHA, Wis.—American Mo- 

tors, encouraged by its experi- 
ence with its first body paint dip 
system in Milwaukee, has built an 
improved version of the system here 
for dipping the 100-inch Rambler 
American bodies. 


The major advancement in this 
system, which began operating sev- 
eral months ago, is that the bodies 
are completely submerged in the 
rust-proofing primer. 


In the Milwaukee installation, 
where all other Ramblers are 
dipped, the bodies are submerged 
to a point four inches above the 
belt line. 


Lincoln, the only other U.S. car 
to be dipped rather than sprayed, 
is submerged in 21 inches of a 
water-based primer. 

In considering the switch from 
“deep dip” to “full dip” in the 
Kenosha system, AMC concluded 
that only a small amount of extra 
equipment would be needed to dip 
the entire body. 

> > > 

T FIRST, however, little real 

necessity for dipping the entire 
body was seen because AMC studies 
revealed that most serious rusting 
occurred on the lower portions of 
U.S. cars. 

Discussing these studies, E. W. 
Bernitt, AMC vice-president of au- 
tomotive operations, told AvuTomo- 
tive News that his company decided 
three years ago that it wanted to 
improve the painting on its cars. A 
substantial number of cars—Ram- 
blers and all other makes — was 
brought in for body-rust studies. 
Particular attention was paid to 
cars from northern and coastal 


Engineering New Products 
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Near-Perfect Wheel Balance 


New machines for more effectively balancing wheel assemblies now 
are being used in 12 of Chevrolet’s assembly and manufacturing 


plants. 


E. H. Kelley, general manufacturing manager, said the new ma- 
chines balance wheel-tire and hub-drum combinations to 99.68 percent 
“perfection,” a degree of balance assertedly never achieved before 
on a production basis. He said this should result in the best ride, 
steering, handling and tire wear ever attained by Chevrolet 


production-line cars. 


The equipment consists of single-plane, precision balancing ma- 
chines to which mounted wheels and tires are fed automatically by 
conveyors. The machine measures any unbalance and gives its loca- 


tion on a dial. 


The operator applies compensating lead weights to the spot indi- 
cated onthe dial. Weights are always applied to the inside of the 
wheel where they will not show. Similar machines and methods are 
used at the manufacturing plants to balance hub and drum assem- 


blies. 
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Slowed by Advent 
Of Engine Rumble 


(Continued from Page 1) 


ing of the Society of Automotive 
Engineers in Atlantic City last 
month. 

That the auto industry dearly 
wants to and intends to increase 
compression ratios for better per- 


| formance and economy is an ac- 


knowledged fact. 

D. F. Caris, a top GM engine en- 
gineer and a leading authority in 
the auto industry, has declared, 
“Although the gains are approach- 
ing a point of diminishing returns, 





First: Full Body Paint Bath 


cities where there is a good deal|other manufacturing advantages, 


of road salt. 


Bernitt said, “In addition to the 
obvious fact that how a person 
cared for his car greatly affected 
its rusting, we also found that 
most rusting occurred from in- 
side the fenders, rocker arms and 
pillars—places where things stay 
damp. A great deal of rusting 
also occurs at sharp points, such 
as fender-body junctures. 

“We then asked ourselves, ‘How 
do you improve this situation?’ The 
answer was to get more protection 
inside these areas. And we selected 
the dip method of doing this.” 

- * > 


Other Advantages 


vo, while the deep dip ade- 
quately handled this problem, it 
was found that full dipping offered 


such as elimination of welding 
primer, thorough sealing of welded 
seams, reduced sealer operations 
and reduced overall paint cost from 
spraying. 

Along with these advantages, full 
dipping also had several disadvan- 
tages—the cost of additional rust- 
proofing primer; the belief that 
sags and runs would be difficult to 
eliminate and costly to repair, and 
the thought that the desired paint 
thickness would be difficult to main- 
tain in all parts of the body. 


About 1.6 gallons of primer are 
required for each American body 
with this system, compared to 15 
gallons if the primer is sprayed 
on. In the spray system, however, 
all of this paint does not stick to 

(Continued on Page 22, Col. 1) 





Output Problems Solved .. . 


Comeback for Magnesium? 


IDLAND, Mich.—Magnesium, a| 
metal that has been rudely | 
shoved out of the automotive lime-| 
light in the past year or so, may) 
make a comeback ih the next few) 
years. 
This lightweight metal, which is) 
only 25 percent as heavy as gray| 
iron and 67 percent as heavy as) 
aluminum, reached its peak usage 
in the U.S. auto industry in 1956) 
when 18 different car parts were) 
made of magnesium, Chrysler Corp. 
probably led the industry in mag- 
nesium use. 

However, the use of magnesium 
in cars declined in 1957 and again 
this year. Now, only a half a 
dozen car applications exist. 

Chiefly responsible for this de- 
cline and the simultaneous rise of 
aluminum consumption was the 
pricing of the two metals. 

About the time that magnesium 
rose four cents a pound to about 
37 cents, aluminum prices were 
pulled down to 21 to 24 cents a 
pound, largely because of the grow- 
ing use of secondary or scrap alu- 
minum. There is no secondary 
magnesium market. Another com- 
petitor, die cast zinc, costs only 
about 14 cents a pound. 

- = . 


Dew CHEMICAL, leading pro- 
ducer of magnesium in this 
country, feels that this metal will 
make a comeback in the auto in- 
dustry because of future process 





pricewise with other metals. 
William Cable, an official in Dow’s 





magnesium division, said, “We ex- 
pect to be a much bigger factor in 
the auto industry in the future 
because magnesium producing is a 
relatively new industry and there 
is a tremendous amount of room 
for new processes and techniques. 
We're about 20 years behind the 
aluminum industry. 

“Furthermore, we think this 
secondary aluminum market is 
abnormal, and magnesium enjoys 
the advantage of having a con- 
stant source of supply.” 


(Pure magnesium is extracted 


from sea water which is 0.12 per- 
(Continued on Page 16, Col. 1) 





a substantial improvement in ther- 
mal efficiency of modern engines is 
still possible though further in- 
creases in compression ratio.” 

” > = 


At THOUGH the compression 
ratio trend in the auto industry 
has always been upward, it took 
a sudden spurt in 1947 when GM 
announced its high compression 
power plants. This race has con- 
tinued. The compression ratio of 
the average U. S. car is now over 
9:1. 

Twelve makes — Buick, Cadillac, 
Chrysler, DeSoto, Dodge, Edsel, Im- 
perial, Lincoln, Mercury, Oldsmo- 
bile, Plymouth and Pontiac—have 
compression ratios of 10:1 or better. 

Besides giving greater power, 
higher compression engines pro- 
vided added fuel economy until 
about 1953. Since then, fuel econ- 
omy has declined because the en- 
gineers have diverted the engines’ 
greater thermal efficiency almost 
exclusively to performance and to 
the power-assist options. 

A good question is whether the 
improved efficiency that will come 
with future higher compression en- 
gines will be used to exploit the ap- 
parent trend for economical motor- 
ing in the current car market. 

A good bet is that the industry 
will talk economy this fall, but pro- 


duce performance mostly. 
. > > 


Economy Skepticism 
A SECRET report circulated 
among the auto makers and 
oil companies recently suggested a 
compression-ratio and octane- 
number program for the next few 
years that took cognizance of the 
apparent demand for more econ- 
omy and less power. 

The auto firms flatly turned down 
the report probably mindful that 
while relatively few buyers insist 
on more pickup, none is content 
to leave every stoplight last. 

On the other hand, the oil re- 
finers approved of the economy 
report, possibly influenced by the 
$1 million to $2 million it takes 
to add one octane to today’s pre- 
mium fuel. 

Regardless of the outcome of this 
situation, we are still going to have 
higher compression engines for the 
next several years. And, there are 
signs that this trend may accelerate 
—providing the rumble barrier can 
be conquered. 


Discussing GM tests with engine 
(Continued on Page 38. Col. 1) 


GM Tests Compression Ratio of 25:1— 

and technique improvements that| Experimental cylinder headd and pistons used in recent GM tests in which com- 
will make it more competitive) pression ratios of 25:1 were reached. Peak thermal efficiency appeared to be 17:1. 
The desired compression ratio was set by changes in the depth of the chamber in 


the piston. 








16 





AUTOMOTIVE NEWS, JULY 28, 1958 





Output Problems Solved .. . 


Comeback for Magnesium? 


(Continued from Page 15) 


cent magnesium. The supply is al- 
most inexhaustible—a cubic mile of | 
seawater contains 12 billion pounds | 
of magnesium. 

+ > 
New Techniques 


ICAL of the technological | 
progress which Dow officials en- | 
vision for magnesium is a metering | 
device which Dow introduced last} 
year after 13 years of developmental 
work. | 
This device, considered a major 
advancement in the mechanization 
of magnesium cold-chamber die 
casting, replaces the old process in 
which the molten “shot” for each | 
die cast piece was laboriously and 
slowly ladeled in by a workman. 
While this appears to have been 
a rather obvious advancement, it 
was held up for many years by 
the need for a suitable molten 
metal valve that would overcome | 
a number of special problems. 


* 





Coated Bearings 
New Departure Reports 


Film Hikes Life 


BRISTOL, Conn.—New Departure | 
division of General Motors an- 
nounced that tests with a new coat- 
ing film show promise of allowing | 
jet-engine ball bearings to operate 
for several hours after a lubrication- 
system failure. 

The division credited the discov- 
ery to a research team within its 
engineering department through 
extensive studies conducted in co- 
operation with GM's Allison division 
at Indianapolis and the Wright Air} 
Development Center, Dayton, O. | 

The retainer film can be placed 
on ball bearings such as those used 
in missiles, New Departure said, 
and with one shot of fluid lubrica- 
tion may make possible the opera- 
tion of those bearings for required | 
operational time, thus eliminating | 
bulky lubrication pumps, sumps, 
pipes, etc. 


i 
' 


Oh the Sie Look Cars 





CHRYSLER 


THERE iS A 


Another potential area of devel- 
opment in magnesium die casting 
is in the newer cold chamber ma- 


|chine in which the metal injection 


pump is not submerged in the 
molten metal as it is in the hot 
chamber machine. 

Dow officials say they can now 
duplicate the quality of the hot 
chamber casting machine in their 
cold chamber machine. 


*- = * 
—o=s important improvements 
are also expected in the cost of 
conversion, in which pure magne- 
sium is converted into aluminum 
alloy. The standard magnesium die 
casting alloy, AZ91B, contains about 


90 percent pure magnesium, 9 per- 
cent aluminum, one percent zinc 


;}and minute amounts of other min- 


erals. | 


Dow officials feel that magnesium 
use is bound to grow in the auto) 


-|industry because of these charac-| 
| teristics: 


1. It is lighter and will give 
greatly increased efficiency in the} 
car of the future in terms of re-| 
duced fuel consumption and better | 
getaway. 

2. It has excellent machina- 
bility. This pays dividends in the | 
form of producing pieces faster | 
with less power. 

Earl Shaper, also in Dow's mag- 
nesium department, said, “Most! 
|machines are not built to operate 
|fast enough for magnesium. Our 
| customers say that tooling life is 10 
|times greater with magnesium. 
| This, of course, reduces down time 
and tool grinding costs. 

“Despite this, it has mechanical 
properties, such as tensile strength, 
yield strength and elongation, that 
are équal to aluminum. This excel- 
lent machinability is due to mag- 


nesium’s crystal structure.” 
> > > 


Long-Term Stability 
3 IT HAS good dimensional sta- 
“e bility, meaning that it doesn’t 


change with ordinary aging. 

4. It doesn’t become brittle in 
cold temperature. 

5. It can be finished similarly to 
other metals. The same paints or 
other finishes may be used. 

6. Lower shipping costs because 
of less weight. 

7. Existing aluminum or zinc 
casting dies can be used. 

8. It has a lower maximum heat 
content than aluminum and most! 
other metals and consequently can 
be used to produce pieces faster 
because less cooling time is re- 
quired. 

= = = 
O* COURSE, magnesium has a 
number of disadvantages and 
many production engineers find it 
difficult to use because of some of 
these characteristics: 

1. It is inflammable under cer-| 

tain conditions. Machining chips,| 





must not be too fine and they must! New Speedway in Daytona Beach— 


This is an aerial view of the new Daytona Beach International Motor Speedway 
now under construction in Daytona Beach, Fia. The layout consists of a 2%-mile 
high-speed, steeply banked course. The speedway will have accommodations for more 
than 50,000 people. The infield will feature a two-mile road and an artificial lake. 
According to Bill France, president of NASCAR and the speedway, the first race on 
the speedway is planned for Feb. 22, 1959. The speedway dwarfs the dog track to 


be quickly removed from the work- | 
ing piece. Cutting tools must be} 
kept sharp and cutting speed must} 
be limited to 650 feet per minute) 
on precision work. 
2. It is a poor performer around 
water and other fluids. If a fire 
occurs, it must be extinguished 
only with gray iron chips; water, | 
foam or sand must not be used. 
However, prolonged tests of un- 
protected magnesium on car | 
underbodies has revealed that | 
corrosion of magnesium by road | 
salts in such cities as Cleveland 
and Detroit is not of sufficient 
severity to restrict its application. | 
3. It cannot be used for parts | 
exposed to very corrosive fluids) 
such as coolants and brake fluids} 
unless protective chemical treat-| 
ments or coatings are applied. | 
4. It expands more than twice as! 
much as steel when heated. 
5. It has less elasticity than alu-| 
minum or gray iron. 
6. It is susceptible to abrasions) 
and scratches from dirt or sharp| 
corners and wears rapidly in cer- 
tain high-load uses. 


* > 
VW Is Top User 
OMMENTING on the automo-| 
tive applications of magnesium, ' 


i 


the right. 


Shaper said that it could be used| 


in most aluminum applications ex-| 
|the rear axle. This is practically 


cept cooling systems. 

He estimated that over the years 
some 200 to 250 different parts on 
U.S. production and foreign cars 
have been made from magnesium. 

Among these items are clutch 
housings, torque convertor hous- 
ings, transmission parts, oil seal 
plates, steering column shrouds, 
steering column brackets, fan 
spacers, convertible folding top 
pillars, rails, hinges, instrument 
panel housings and bezels and 
generator end plates. 

The champion user of magnesium 
currently is the West German 
Volkswagen which uses 36 pounds, 
principally for its rear-end crank- 
case and transmission housing so as 


to reduce the rear-end weight. 
« > - 


MAINTAIN idea! steering 
control and directional stability, 


it is necessary to have more 
weight on the front axle than on 


impossible to achieve with a rear 
engine. With these magnesium 
parts, Volkswagen gets 45 percent 
of the weight on the front axle 


|with two passengers and 42 per- 


cent of its weight on the front axle 
with four passengers. 

Other magnesium parts on the 
Volkswagen are the steering gear 
cover, oil pump housing, trans- 
mission support bracket, rear axle 
and camshaft timing gear. 

Because of the demands for high, 
economical performance and this 
rear-engine situation, European 
cars tend to use more magnesium. 

These same factors make likely 
the use of magnesium in any forth- 
coming U.S. small car, if any of 
the Big Three decides to go into 
such a program. 

—JosePpH M., CALLAHAN 
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STAINLESS STEEL BRIGHTWORK 


Helps you sell by promising 
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DIFFERENCE 


Maximum Corrosion-Resistance 





Stainless steel provides greater corrosion-resistance than any other trim 
metal. The reason, of course, is that stainless steel is solid. It has no applied 
surface, coating, or coloring to crack, chip, peel or fade away. Stainless 
depends on nothing but its own toughness and inherent strength. 

You can assure your customers that their new car will retain its sparkling 
beauty wherever stainless is used —not only this winter but for years 
beyond. Tell them to wash the stainless trim along with the rest 
of the car. No waxes or chemicals needed to restore its 
original lustre. No lacquers required to protect it afterward. 

And don’t forget when the car comes back to you in trade, stainless 
steel will make it easier to recondition and re-sell. 

Know the stainless steel trim on your product. Then sell the 
corrosion-resistance that only stainless steel can promise. 


REPUBLIC STEEL Gi: 


GENERAL OFFICES « CLEVELAND 1, OHIO 


IN BRIGHT TRIM...INSIST UPON STAINLESS 












Better looking for car buyers 
...and better selling for you! 

















ne No other inside-mounted mirror gives 
such perfect vision for safe night driving! 


9 With this amazing E-Z-I Mirror, head- insite clad Not just two positions, but three! 
nm lights behind you are distinct, yet g/are- 123 ; 
ean free. You can judge more accurately (1) DAYTIME, you get a clear, soothing yellow-green image. 


rth, how near the headlights are behind you. (2) NIGHT IN CITY, you filter out low-beam headlight glare. 
of . ° ° . 
into No guessing, no blinding. Safer! It’s (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 
WN optically better because it’s a front-sur- 
face mirror—you only see one image. * SOLD THROUGH NEW CAR DEALERS ONLY. 


No other outside-mounted mirror gives you such perfect 
vision in clear or rainy weather! 


CROMIR 


Cromir is a front-surface, chromium-alloy-type mirror. It provides 
clean, sharp, single images. No ghosting! No blurred reflections! 
A Cromir gives you better day-night vision than ordinary back- 
surface mirrors. It’s clearer in wet weather because moisture droplets 
run off the front-surface coating. Available from manufacturers of 
outside mirrors. The mirror is guaranteed for as long as the first 
owner keeps the car. 


* SOLD THROUGH NEW CAR DEALERS ONLY. 





LIBERTY MIRROR DIVISION 


Brackenridge, Pennsylvania 





Tune in The PERRY MASON SHOW Saturday Evenings 
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knock quality of a gasoline is by| (1) changing the engine design, (2) 


Engine Engineers Perplexed . . . 
Rumble Slows High-Ratio Pursuit 


(Continued from Page 15) 


compression ratios of up to 25:1, 
Caris said: 

“The results of this study have 
shown that the thermal efficiency 
of the test engines peaked at a 
compression ratio of 17:1 and that 
further increases resulted in a de- 
crease in thermal efficiency.” 

* a * 

V ETERAN engine specialists 

point out that the auto makers 
usually feel that maximum engine 
efficiency is usually two or three 
ratios above the current compres- 
sion ratio, but here is a prominent 
engineer who feels that peak effici- 
ency is six or seven ratios above 
the present level. 

How much of a problem is rumble 
now? 

Briefly, it’s a minor problem now 
for cars on the road which have 
compression ratios of 9.5:1 and 
above. But it’s a major problem 
among the engine engineers and 
the petroleum engineers. Their labs 
and dynamometer rooms have been 
reverberating with rumble of in- 
creasing intensity for the past 
couple of years, with little signs of 
real relief. 

The time is fast approching 
when they will either have to get 
@ sound economical solution or 
stop introducing higher compres- 
sion ratios. 

A severe knot that partly keeps 
the rumble problem from unraveling 
is that one of the leading solutions 
to the anti-knock problem in recent 
years— the use of aromatic-based 
fuel stocks is one of the principal 


producers of rumble. 
Sa > > 


Caused by Carbon 


Se ALL of the prinpical 
facts are not known about 
rumble, there is rather general 
agreement on these: 

1. Rumble is sometimes called 
pounding, thud, crank bump and 


2. It is a form of surface ignition 
caused by carbon deposits on top 
of the piston. Knock differs greatly 
from rumble in that it is caused by 
detonation —a sort of spontaneous 
combustion of the fuel in the por- 
tion of the combustion chamber far- 
thest from the spark plug. 

3. It is a by-product of high 
compression and results from (a) 
peak pressures and (b) the 
rate of pressure rise caused 
multiple ignition sources such 
might result from simultan- 
firing of a number of spark 
plugs in the same cylinder. 
4. It generally occurs in engines 


preue 


which have compression ratios of | 
95:1 and higher, although it has| 


been found in some engines with 


8.75:1 ratios. At compression ratios | 
of 11:1 and 12:1 rumble becomes) 
more frequent and more difficult to! 


eliminate. 

5. It is definitely a low-pitched 
noise, with a frequency of 1,000- 
1,400 cycles per second, compared 
to the 4,800-6,000 cycles per second 
frequency of knock. 

6. Engineers say that rumble em- 
anates from the lower part of the 
block, apparently caused by vibra- 
tions in the engine’s lower struc- 
ture, the crankcase or the crank- 
shaft areas. In contrast, knock is 
believed to result from vibrations 
of the head. 

> > r 
RUMBLE most often occurs at 

* about % throttle and above 
and in other heavy-load situations. 

For instance, it will occur fre- 
quently while hill climbing or with 
a loaded vehicle. 

8. It occurs in all higher com- 
pression engines and is most pro- 
nounced in the 2,800-3,200 rpm 
range. Of course, every engine is 
different. Thus, rumble will appear 
at different times and at different 
intensities in each engine. 

9. So far most engineers say 
rumble is influenced only slightly 
by an engine’s mechanical fea- 
tures. It appears just as fre- 
quently in all three major types 
of current combustion chambers 
—machined hemisphere, modified 
hemisphere and wedge-shaped. 
Big Three engineers have unsuc- 
cessfully tried to eliminate rum- 
ble by using “saucer,” “pagoda,” 
“pancake,” “undercut pot” and 
“bathtub” shaped combustion 
chambers. 


H. V. Lowther, of the Socony Mobil 
Oil Co. research and development 
lab, said recently: 


‘It is believed possible to influ- 
ence rumble tendency through com- 
bustion chamber design.” 

10. Although rumble is usually 
reduced or eliminated by three or 
four accelerations, it normally is 
reactivated by about 200 miles of 
additional deposit- building urban 
driving. 

+ * + 
Affected by Air Mix 
1 RUMBLE can be controlled 
* to some extent by retarding 
the spark. 

12. Rumble is affected by the air- 
fuel mixture. Tests by Standard Oil 
Co. of Ohio engineers revealed that 
rumble increased as the air-fuel 
ratio was stepped up from 10-1 to 
12.5-1. When the air-fuel ratio was 
increased beyond 12.5-1, the rumble 
decreased. However, the most effi- 
cient air-fuel ratio for this engine 
was 12.5-1. 

13. Many tests indicate that as 
the lube oil viscosity increases 
the intensity of rumble decreases. 

One Big Three engineer said last 
week, “Rumble will be most fre- 
quently encountered on a current 
model 10:1 compression ratio engine 


Chrysler Chiefs 
Meet Field Men 


DETROIT.—Some 1,200 repre- 
sentatives of Chrysler Corp.’s 
nationwide field sales force are 
discussing the company’s 1959 sales 
plans and products in five separate 
area meetings. 

The first meeting was held in 
Detroit July 24-25 for area sales 
directors and regional managers 
from the company’s five sales areas 
and for all field representatives 
from the central area. 

Other meetings for area repre- 
sentatives are scheduled for New 
York, Chicago and Atlanta today 
and tomorrow (July 28-29) and Los 
Angeles tomorrow. Corporation 
sales executives and divisional rep- 
resentatives are participating in the 
meetings. 
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on the first day of a trip, after sub- 
stantial deposits have been built up 
by several thousand miles of low- 
load city driving. 

“On the second day of the trip 
the driver probably wouldn’t notice 
it because the highway driving 
would have blown all the deposits 
out. Then, it would occur at infre- 
quent intervals, whenever he accel- 
erated to 50 or 70 miles an hour 
to pass another car. Generally, it’s 
intermittent—comes in bursts. Also, 
you may get some hissing from the 
exhaust, in addition to the sound 
which is like a fouled connecting 
rod bearing.” 


= > 
A PETROLEUM company engine 
expert said rumble sounds like 
a Hollywood rauffler and that many 
buyers are now being pacified by 
being told that this is just a high- 
powered sound coming from their 
high-powered engines. 

The use of aromatic-based gaso- 
line stocks was clearly pointed out 
as a primary cause of engine rum- 
ble by a Socony Mobi! test some 
time ago. 

An 11:1 compression V-8 engine 
was operated on a laboratory stand 
for 220 hours on a light-duty cycle. 
Every 24 hours the engine was ac- 
celerated and a “rumble rating” 
was taken. A value of 10 was as- 
signed if heavy rumble occured 
each time. A value of 0 indicated 
no rumble on any acceleration. In- 
termediate values indicated a rum- 
ble level between those extremes. 

Tests results showed that a 
100 percent paraffinic gasoline 
caused no rumble. Fuel contain- 
ing 45 percent aromatics and 55 
percent paraffins gave a rumble 
rating of 1.6, while a fuel con- 
taining 65 percent aromatics and 
35 percent paraffins produced a 
rating of 7.4. 

However, this severe rumble was 
reduced to 4.6 by adding a small 
amount of phosphorous additive 
“A” and to 3.2 when additive “A” 
was doubled. . 

It’s an unfortunate fact that one 
of the most economical methods of 


increasing octanes and the anti- 
> > . 
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Cities Service First to Announce 





ANTI-RUMBLE 


GASOLENE! 


Finds both cause and solution 
of the newest problem and biggest mystery 
confronting motorists! 
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First Answer to Rumble Problem?— 

A fyll-page ad appeared in the July 16, 1958, issue of The New York Times in 
which Cities Service announced its anti-rumble gasoline. This company is the first 
However, R. H. Perry jr. and! to offer the public its solution to this growing problem. ‘ 


increasing its aromatic content. 
* * > 


Must Live With It? 


ee _ _  : an engineer will 
suggest we’ll just have to live 
with rumble in our future high- 
compression cars. This is consid- 
ered impractical because car buy- 
ers are becoming increasingly 
noise-conscious. 

Sound engineers are becoming in- 
creasingly skillful in reducing body 
and other noises, and engine noises 
now probably are making up a big- 
ger part of the total amount of 
noise than ever before—even with- 
out rumble. 

Furthermore, the power and 
fuel loss caused by rumble could 
not be tolerated for long, particu- 
larly if rumble becomes much 
greater. 

Another major disadvantage of 
rumble is that there is a danger 
that the piston deposits could cause 
the ignition system to be by-passed 
and that “runaway surface igni- 
tion” would occur. This could cause 
serious overheating and structural 
damage to the engine. 

Most engine engineers emphati- 
cally say that they know of no case 
of rumble-induced runaway which 
caused any engine damage. How- 
ever, they do admit that it is an 
ever-present danger with compres- 
sion ratios of 12:1 and above. 

. * + 

ewevan, Shell Oil Co. engi- 

gineers report that in tests 
with compression ratios of 11.9 and 
12.5, rumble has persisted after a 
large number of accelerations and 
frequently led to runaway surface 
ignition, and gasket and piston 
burning was encountered in several 
cases. 

Asked what effect the aluminum 
engine would have on rumble, one 
petroleum expert said the net ef- 
fect would be about the same. Alu- 
minum is less rigid than iron and, 
therefore, might cause more rum- 
ble. But this metal’s more uniform 
temperature would probably reduce 
it, 

What are the possible solutions 
for rumble? 





changing the lubricating oil or (3) 
changing the fuel. 

Although rumble occurs in all the 
current combustion chambers, 
many engineers feel that some new 
design could eliminate or reduce 
the problem. Possibly, some auto 
company has such a design right 
now and understandably is not talk- 
ing about it. 

It is generally agreed that sti/f- 
ening the engine structure to stop 
the rumble vibration is not a satis- 
factory solution, since this would 
merely mask the noise and not 
eliminate the deposit-influenced 
surface ignition as a source of run- 


away preignition. 
+ + +. 


Phosphorous Added 


A* FOR controlling rumble 
through better lube oils, most 
of the experts feel that oil with 
higher viscosity will reduce the 
problem, but will not really solve 
it as the compression ratios go 
higher. 

The consensus among both auto- 
motive and petroleum engineers is 
that the real solution to rumble lies 
in some new fuel, produced either 
with different base stocks of petro- 
leum or with different additives. 
The base stocks could control the 
fuel burning better and the addi- 
tives could scavenge the deposits. 

Thus far, the most effective 
answer to rumble (but still not 

a satisfactory answer) is the use 
of phosphorous additives in the 

fuel. The big disadvantage of 

phosphorous is that is shortens 
valve life if too much is added. 

The problem was neatly synthe- 
sized in a recent SAE paper by 
J. A. Robinson, M. D. Behrens and 
R. G. Mosher, all Ford Motor Co. 
engineers, 

“The occurrence of rumble in 
present-day engines is a warning 
that the problem is becoming more 
severe,” they said. “Whether rum- 
ble stays with us will depend on 
how skilled we are in designing, 
fuels, oils and engines for the 


The problem can be attacked by) future.” 


News to Note... 


Engineeri 


Herbert M. Bevans has been ap- 
pointed executive engineer for 
chassis, electrical and truck, and 
William R. Rodger has been named 
to succeed him as chief engineer— 
vehicle testing, in Chrysler Corp.’s 
engineering division in Detroit. 


Bevans had been chief engineer 
—vehicle testing since 1956. Prior 
to that appointment he was resi- 
dent engineer of Chrysler’s Indiana 
plants in Indianapolis, Kokomo and 
New Castle for one year. 


Rodger had been assistant chief 
engineer—chassis, since 1955 with 
responsibility for drive train, gear, 
suspension, steering, brake and hy- 
draulic system development. 

> * * 


Inland Steel Acts to Boost 


Tin-Plate Output 60 Percent 


CHICAGO.—Inland Steel Co. has 
announced a new expansion move 
it says will step up tin-plate pro- 
duction capacity by more than 60 
percent, enable it to treat two- 
thirds of all tin-mill products by 
continuous annealing and to deliver 
the metal in coils to can manu- 
facturers. 

Joseph L. Block, president, said 
Inland will make use of existing 
abxiliary equipment and include 
new coil-handling equipment in the 
hot-and-cold-strip mills that will 
also be used for products other 
than tin plate. Work on the tin- 
mill expansion is due to be com- 


pleted in 1960. 
* * *# 


Drilling of Small Holes 


Is New Sheffield Service 


DAYTON, O.—Contract drilling 
of small holes up to 44 inches deep 
and ranging in size from % to % 
inch in diameter is a new service 
offered to industry and government 
by Sheffield Corp., a subsidiary of 
Bendix Aviation Corp. 

Work will be done with a deep- 
hole drilling machine capable of 
performing close-tolerance drilling 
throughout its entire range, Shef- 
field said. In materials of consistent 





ng Briefs 


structure, hole straightness has 
been held within .001 of an inch 
per foot through 44 inches and 
diameter tolerance to .0003 of an 
inch, the firm said. 

. > > 


Briney Boring Head 

PONTIAC. —A precision boring 
head that reportedly can either 
finish bore a hole on the withdrawal 
stroke or retract its tool-bit to pre- 
vent marking of the finished bored 
hole as the head is withdrawn is 
announced by Briney Mfg. Co., 1165 
Seba Rd., Pontiac. 


Union Carbide to Proceed 


With Chemical Laboratory 


NEW YORK.—Union Carbide 
Corp, has announced that construc- 
tion will proceed on the Union Car- 
bide Chemicals Co, technical service 
laboratory originally planned at its 
Westchester County property at 
Eastview, near Tarrytown, N. Y. 


It is anticipated that construction 
will begin before mid-August and 
that the laboratory will be ready 
for occupancy by late 1959 or early 
1960. In February, Union Carbide 
deferred its plans to develop the 
Westchester site pending further 
study. The laboratory will be a 
three-story building located on a 


280-acre tract. 
* ” ” 


Awards Dinner Scheduled 


In Plastics Competition 


NEW YORK.— Winners of the 
1958 Bachner Award competition 
for the most unusual new uses of 
molded, extruded or formed plas- 
tics will be honored at a dinner to 
be given in Chicago Nov. 18th by 
Chicago Molded Products Corp. 
according to John Bachner, presi- 
dent of the company. 

A plastic plaque will be awarded 
to the manufacturer of the winning 
entry, Bachner said, and a $1,000 
cash award will go to the person 
or persons in the company desiz- 
nated as having been most respon- 
sible for the achievement. 
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Turnings © ee By Joseph M. Callahan 


(Continued from Page 15) 


industry. We always had some at 
Chrysler. But it has been better 
organized since the war.” 
* + + 

S AN EXAMPLE of the im- 

proved organization, Huebner 
cited the reorganization of research | 
at Chrysler Corp. 18 months ago.) 
Basic research was put on its own 
as one of the two major groups in 
the research department. Before} 


turbines, although this isn’t the 
only project he’s currently inter- 
ested in. 

“I guess I was the first person 
at Chrysler to work on the gas 
turbine,” he said. “I became con- 
vinced of its future and, as yet, 
have lost none of my enthusiasm 
for it.” 

Returning to the subject of basic | 
research, Huebner said. “There are | 


expect to find something that will 

affect a company’s profit, research 

is like gold mining—sometimes you 

strike it and sometimes you don’t. 
+ * * 

UEBNER NOTED, “One thing 

that is making basic research 


more saleable is the fantastic |™& 
shrinking of the time between dis-| 7 
covery of something and its appli-|; 
cation. This is probably due to}} 


today’s rapid communication and 
transportation and to the current 
competition.” 

As an example of this, he men- 
tioned Einstein’s 1905 nuclear dis- 
coveries which led to the first 
A-bomb only 40 years later. 

“It’s taking less and less time 


that, basic research was spread out|two kinds. One is the kind you do| to reach the point of application 


through the company in a number | 
of departments. 


No new projects were added, but} 
the existing projects were consol-| 
idated under Dr. Clayton Lewis, 
chief engineer of the basic science 
laboratory. The other major lab- 
oratory, applied research was 
headed by Edward R. Mason. (Mr. 
Mason was killed July 12 in an 
auto accident.) 

As part of the reorganization, 
Huebner inaugurated the “coordi- 
nation system” for the accomp- 
lishment of a specific job. In this 
system a “coordinator,” who may 
be anyone in the organization, di- 
rects a task force of men from 
several activities until a project 
is completed. 

He said that this is a sort 
of compromise between the two 
schools of thought on research 
organization. Ordinarily research 
staffs are organized either accord- 
ing to function or project. Huebner 
said Chrysler’s system combined 
the best features of both. 


Retains Enthusiasm 


For Gas Turbine 

a being the executive en- 
gineer for research, Huebner 

is the chief coordinator for gas 


Ford Buys Back 
600,000-Mile 


Car for Scrutiny 


COLUMBUS, O—In what it 
termed an “unprecedented” pur- 
chase, Ford Motor Co. saved from 
the junkyards and bought back for| 
study a 1953 Ford V-8 two-door 
sedan that had piled up 600,000 
miles of service for the suburban, 
city of Whitehall. 


Ford engineers will tear down the 
retired police car and examine 
minutely each of its parts to try) 
to find out the secret of its longev-| 
ity. 

Except for siren, red light, and) 
two-way radio, the car is a stock) 
two-door sedan. Six Whitehall) 
patrolmen drove it at various) 
times in its career. For its last 
57,000 miles, it was painted white) 
and turned over to the suburb’s 
fire chief. 

Two weeks ago Whitehall sold| 
the car to the Marlan Salvage & 
Equipment Co., Columbus. Before 
the company could junk the car, 
Ford heard about it and arranged 
to buy it back for $225. 


4-Seat T-Bird Ineligible 


For NASCAR Events 


DAYTONA, BEACH, Fla— 
Thunderbirds have not been made 
eligible for NASCAR-sanctioned 
late-model competition, according to 
Bill France, president of the stock- 
car group. The Thunderbird is 
listed as a sports car in the 1958 
rule book which was issued prior 
to the announcement of the four- 
passenger T-Bird. 

France said there have been re- 
quests to use the new Thunderbird 
in late-model competition, Automo- 
tive authorities generally agree 
that the car should be classified as 
& production sedan, and NASCAR 
officials will consider this as speci- 
fications are discussed for 1959 
competition, he said. 


Telecomputing Buys Autron 


LOS ANGELES.—Telecomputing 
Corp, has acquired Autron Engi- 
neering, Inc., Los Angeles precision- 
instrument manufacturing firm. 
Autron facilities and personnel have 
been integrated into Telecomputing 
Data Instruments division to step 
up production of “Neuron” coun- 
ters, the firm said. 


on a pure gamble. For example, 
you might tackle the hydrodynamic 
problem of making a torque con-| 
verter do a better job. 

“The other kind of basic re- | 
search is used to support an in- | 
vestigation for a particular prob- 
lem. You might work on the 
properties of a semi-conductor. | 
“In most cases, you start by say-| 
ing ‘It would be nice if | 
Of course, one of the big dangers| 
in selling research is in overselling | 
it—many people become over-| 
enthusiastic.” 


He said that although you always | 


because there are a greater num- 
ber of possible applications and 
because competition is greater,” 
he said. 

Commenting that other indus- 
tries have a much greater range 
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compulsions which can be natural 
or scientifically-induced.” 
* * + 


Lack of Leisure Class 


A Handicap in U. S. 


MERICA is at somewhat of a 
disadvantage in this respect 
because it has never had a leisure 
class, he said, although it has had 
a moneyed class which works as 
hard or harder than other groups. 
“It takes the tradition of a lei- 
sure class,” he explained. “In Eu- 
rope the wealthy couldn’t go in for 
trade, so they became scholars. 
This contributed to their fund of 
ideas. Wernher von Braun. (former 
German and now U. S. missile ex- 
pert) is an example of this. His 
father was a baron. And he’s not 
an isolated case.” 
Huebner said there is a lesson 
. for the auto industry in the 
Caryster 7 Heebe wee , | plight the railroads are in now. 
George J. Huebner jr., Chrysler Corp.'s | “Their current situation is not 


of possible product applications| chief research engineer, examines an/ norely a result of their lack of 


scope that DuPont or General 
Electric has. ‘ 

Asked about the all-important 
matter of new ideas, Huebner said, 
“I deny the frequently-made state- 
ment that there are not as many 
ideas per capita today. However, 


| than the auto industry, he said that| °s<illoscope in the electrochemical labora-| basic research,” he asserted. “But 
probably no auto company has the| '°rY 


eo this was a big factor. We have 

learned that we (the auto industry) 

the really basic ideas come from/ don’t dare get on the flat part of 
very few people. | a cure. 

“You know, an idea is a strange “There is also a danger in re- 
thing. It is born out of a peculiar | strictive legislation for this indus- 
set of factors, including innate|try. This also was a factor in the 
intelligence, ability and special | railroad’s plight.” 


Meet Frankie Frisch, member of Baseball’s Hall of Fame, sportscaster, 
and Quaker State salesman. On six broadcasts over the Mutual Radio Network 


each weekend, Frankie’s ‘‘Sports Flashes’’ pre-sells millions of car owners on 


the advantages of Quaker State. This kind of hard-hitting national advertising 


brings in 
products. 


more sales and bigger profits for dealers who stock Quaker State 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 





FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 93 OF A SERIES 


When customers ask: 


SAFETY GLASS—Ford is the only automotive company that manu- DEEP-DISH STEERING WHEEL-—Sturdy, impact-absorbi 
factures its own glass, flat as well as ‘“‘wrap-around”’—and is there- steering wheel bends under pressure; it minimizes chest injuries 
fore able to control the production and processing of its safety glass. protecting the driver from the steering post. 




















‘fHow safe is this car?” 


om 


...what do your salesmen tell 
them about the Ford Family 
of Fine Cars? 


Do they tell them that all of the Ford Family of Fine Cars are rugged and 
dependable because they’re designed and built that way? Do they explain how 
parts, bolts, metal and glass are formed, tested and fitted in Ford Motor Com- 
pany’s own plants to meet rigid specifications—that safety is built right into the 


car as it rides along the assembly line? 


These are some of the built-in safety features they should point out: Lifeguard 
Frame construction, safety glass all around, deep-dish steering wheel, Lifeguard 


door latches, front-seat track stop, dual headlamps and safety taillights. 


Be sure they mention, too, the wide range of optional extras customers can 
get as safety features, including: seat belts, safety-padded dash and sun visors, 
speed-warning device, warning lights to signal if gas or oil is low, and self- 
adjusting brakes. 

It’s an impressive list . ... one your customers should hear about. Make a 
special effort to acquaint them with Ford Motor Company’s safety-feature story. 


It’s a good way to clinch a sale! 








sorbi LIFEGUARD FRAME—Our Lifeguard Body Frame flares out to SAFETY DOOR LATCHES— Made with interlocking device that 
ries form a protective “Safety Zone”’ around the passengers, unlike the X- holds door and pillar securely together. Tests show they will hold 
type automobile frames that offer hardly any passenger protection. doors closed under three times as much impact as those formerly used. 


FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD e EDSEL ¢ MERCURY ¢ LINCOLN ¢ CONTINENTAL MARK Ill e ENGLISH FORD LINE 
GERMAN FORD LINE e FORD TRUCKS ¢ TRACTORS « FARM IMPLEMENTS « INDUSTRIAL ENGINES 












22 








AUTOMOTIVE NEWS, JULY 28, 1958 


Advance for Rambler System... 





AMC First: Full Body Paint Bath 


(Continued from Page 15) 


the body, and some can be recov- 
ered and used again. 

To get more experience with the 
system, AMC engineers built an ex- 
perimental dip tank, filled it with 
a specially formulated prime paint 
and installed a paint circulation 
system. 

Although initial tests were not 
completely successful, they did in- 
dicate that sagging and the thick- 
ness problems could be adequately 
handled by carefully controlling the 
viscosity, paint and air temperature 
and ventilation. 

* + * 
IRE followed a trial-and-error 
period in which several produc- 
tion bodies were full dipped and 
given extensive testing at AMC’s 
proving ground in Wisconsin. 


Early in the tests it was found 
that one of the problems was to 
sink the body in the paint in the 
time allotted to it by the speed of 
the conveyor. The body proved to 
be an excellent boat and tended to 
float. A related problem was that 


some of the air and paint scooped | 


be 
' 


The solution to both of these 
problems was the placement of a 
number of holes at key points in 
the body—varying from the size 
of a pencil point to a dime—that 
would permit the air and paint 
to enter and exit properly from 
the inside of the body. These 
holes are plugged later. 

At present the most important 
problem for AMC process engineers 
is the elimination of dirt which 
comes into the dip tank on the 
bodies. Some of this dirt floats on 
the surface and is filtered out in 
the paint circulating system. The 
settled dirt remains on the bottom 


Ford Plant Honored 


DEARBORN.—Ford Motor Co.’s 
Indianapolis steering-gear and cold- 
heading plant has received the 
Award of Merit from the National 
Safety Council. The plant worked 
from Oct. 3, 1957, to March 12, 


1958, a total of 2,198,352 man-hours 
without a lost-time injury. 


ja (e ooo 


a 


up by the body in the dip process|of the tank, which is emptied and 
was being trapped in a number of | cleaned out weekly. 
concave areas. 


The principal part in the Kenosha 
dipping process is the 12,000-gallon 
tank which is sunk into the first 
floor. Bodies come through a con- 
tinuous tunnel from the dry-off 
oven to the prime paint oven. 

* * om 


Design Crucial 


fbr potential “floatability” of the 
body, plus the difficulty that 
would result if a body was acci- 


dentally unhooked in the paint tank, | 
made the design of the overhead) 


carrier of major importance. Body 
retrieving equipment also was in- 
stalled in case a body did fall off. 

One of the more important com- 
ponents of the process is the paint 
circulation system. Paint is intro- 
duced at various locations in the 
bottom of the tank and drained off 
at overflow holes at the top of the 
paint level. 

This system, which produces 
three changes of paint an hour, 
(1) adds fresh paint to the tank, 
(2) filters out dirt, (3) agitates 
the paint so the right pigment is 


te PLS, 











S-P of Canada Asked 
To Study British Car 


HAMILTON, Ont.—The British 
manufacturer of a small car “so 
new the British public hasn’t 
seen it yet,” has asked 
Studebaker-Packard of Canada, 
Ltd, to study its marketing pos- 
sibilities in Canada. 

A model is being shipped for 
studies, K. A. Grant, industrial 
commissioner, announced at a 
general meeting of the Hamilton 
District Industrial Commission. 





maintained and (4) keeps the 
paint at a constant viscosity and 
temperature. 

Heat tends to build up in the 
paint tank because of the warm 
bodies entering it and because of 
the circulating pumps, This heat is 
reduced by cool water in a heat 
exchanger. Chemical coolants were 
used in the Milwaukee dip system. 

* * * 


KEY feature of the system is 

an automatic “snifter” which 
continually takes samples of thin- 
ner vapors from three points in the 
tank and analyzes it to make sure 
that it does not exceed the allow- 
able limit of 25 percent of the 
lower explosive limit, The snifter 


Sheil help you close the sale...she recognizes 


the beauty and comfort in 
upholstery of Du Pont Nylon 


She already knows and loves the beauty and comfort of upholstery of Du Pont nylon in her 
own furniture. Nylon upholstery, whether in her home or car interiors, offers her the all-season 
comfort of woven fabrics plus beauty and practicality. And versatile nylon brings all these other 
advantages to upholstery fabrics: longer wear . . . easier care ...a new look that lasts longer . . . 

a wider selection of colors, designs, textures. Point out all the extras Du Pont nylon gives 


automotive upholstery. It helps sell your customers . . . helps close sales! 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


REG. U.S. PaT. OFF 


SELL UPHOLSTERY OF DUPONT NYLON 


makes a graphic record of the con- 
centration. A certain fume concen- 
tration is required for best painting 
results, 

Because the primer, Ferrochrome, 
is highly inflammable, elaborate 
fire prevention methods have been 
taken. Among these is an 18,000- 
gallon dump tank under the paint 
tank. 

In case of fire the entire tank of 
paint would be drained through 
three eight-inch valves into the 
dump tank in three-to-four min- 
utes. The paint circulating pumps 
can return the paint from the dump 
tank to the dip tank in about an 
hour. 


If a fire occurred, seven tons 
of carbon dioxide would immedi- 
ately be set off, the paint would 
be dumped, the conveyor would 
stop, paint circulation would 
cease and buzzers and warning 
lights would go off throughout 
the plant. 


The Kenosha tank is 49% feet 
long, 8% feet wide and seven feet 
deep. The entire system cost $350,- 
000 and can handle 50 bodies an 
hour. 


In evaluating the system, Bernitt 
said, “This is the best advance in 
car painting since bonderizing was 
introduced 20 years ago.” 


Snap-On Denies 


FTC Charges of 


Trade Restraint 


WASHINGTON.—Snap-On Tools 
Corp. has denied Federal Trade 
Commission charges of entering 
into and enforcing illegal restraint- 
of-trade agreements with its deal- 
ers. 

Answering the FTC complaint of 
Apr. 10, Snap-On said its dealer 
agreements, practices and opera- 
tions “are fair methods of compe- 
tition, reasonable and necessary 
practices to protect the customers, 
dealers and respondent’s property 
rights; and on the contrary tend 
to intensify competition in the 
trade rather than lessen competi- 
tion as alleged.” 

The complaint had alleged that 
these agreements, required from 
Snap-On’s independent dealers who 
sell to users, contain the following 
restrictive provisions, among 
others: (1) Each dealer may sell 
only at the retail price fixed by 
Snap-On; (2) he must confine sales 
to his allotted territory; (3) he is 
not allowed to sell to certain per- 
sons or firms named in his agree- 
ment, and (4) his agreement may 
be terminated by the company at 
any time, and he is forbidden to 
engage in a similar business in the 
same state for one year after the 
termination. 


According to the company, the 
first, second and fourth provisions 
were in the agreement before Jan- 
uary, 1958, and the third never was; 
only the first and second were in 
the agreement utilized after Jan- 
uary; while only the second ap- 
pears in the latest agreement. 


Snap-On denies that any of the 
provisions, both previously existing 
and presently in force, are illegal. 


Air Pollution Congress 


Postponed Until 1959 


NEW YORK.—A change in plan 
for the Second International Con- 
gress on Air Pollution has been 
announced by G. V. Williamson, 
chairman of the committee on Air 
Pollution Controls of the sponsoring 
American Society of Mechanical 
Engineers. 


The conference, originally sched- 
uled for Sept. 4-5 in New York, 
has been postponed until Sept. 9-10, 
1959. The main reason for the post- 
ponement, according to Williamson, 
is that many of the speakers who 
will be travelling from abroad to 
present papers at the congress have 
not yet received clearance or funds 
from their governments. Among 
those scheduled to attend were one 
French and four Russian authors. 


Metal Congress Scheduled 


LOS ANGELES.— The Western 
Metal Exposition and Congress will 
be held in Los Angeles March 16- 
20 by the American Society for 
Metals, according to Ray T. Bay- 
less, assistant secretary. The expo- 
sition will be in Pan-Pacific Audi- 
torium and special annexes, and the 
technical sessions in the Ambassa- 
dor Hotel. 
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DETROIT TIMES TOTAL CIRCULATION 
For 6 Month Period Ending March 31, 1958 


WEEK DAYS: 


400,874 


Detroit Times records largest circulation growth of all 
Detroit papers, compared to the same period a year ago. 


DETROIT PAPER 
TIMES "N" 


SUNDAYS: 


306,252 


Detroit Times records largest circulation growth of all 
Detroit papers, compared to the same period a year ago. 


PAPER 
"NWN" 


REPRESENTED NATIONALLY BY HEARST ADVERTISING SERVICE INC. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
12 1 


"56 =°S7 
Dee. 


"56 "57 


Sept. Nov. 


Prices of "57s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 


"58 
Jan, 


"57 °58 
Feb. 


"57 °58 
March 


"57 °S8 
Apr. 


Figures alongside bars represent dollars. 


consignment was 264.2 units, com- 
pared with 2465 units a week 
earlier. The sales ratio was 72.5 
percent, compared with 71 percent 
in the previous week. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 

With 58s, which went down $53, | drive, and (ps/ indicates power 
and ’55s, which lost $7, the only | steering. 
two models selling at prices lower 2 ey = 
than in the previous week, the NEW YORK CITY 
overall average still dropped $5. Skyline Auto Auction. 

The prices of "Sis and "Sis re- | day 


’ strong for healthy cars Average cars 
mained unchanged, while °5@8 | continue to hold line, Sold 102 units from 


Market Trend 


Extensive losses on °58 models 
were largely responsible for weak- 
ening of the overall average price 
of used cars sold at wholesale 
auction last week, according to 
Automotive News’ index. 


Sale every Tues-| 
Prices are for sale of July 15. Very} 


| 


went up $2; "54s advanced $12; i238 consignments. 
63s moved ahead $2, and ‘52s | BUICK—'56 RM 4-dr., $1,120* (ps); 2-ar., | 
added $3 to their average. sete (pe). oan 
’ 55 uper viera, g ps). 

The loss on "58s was great ‘53 Super Hardtop, $575* (ps), §400°*. 
enough to establish a new low for ‘52 Super 4-dr., $135° 
that model, wiping out the pre- ‘51 Super conv., $150°. 
vious low recorded June 30. CHEVROLET—'57 Two-ten 2-dr., $1,160, 

$1,150 

At a group of representative 'S6 Two-ten 4-dr., $900, $890; 2-dr., $890. 

auctions last week, the average $875, 2 at $860; One-fifty 2-dr., $680. 









COLORADO __ MASSACHUSETTS —__ 





DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
75 So. Santa Fe Littleton, Colo. 
Ph: SU 1-4673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 
We issue Auction Checks and Titles Are 


Guaranteed by Empire Auction Insurance 
Agency 


The East Coast's Leading 
Auto Auction 


TANGLEWOOD 


“ACTION AT THIS AUCTION" 


Every Tuesday — 1:00 P.M. 
Insured Checks *& Insured Titles 
LENOXDALE, MASS. 

Exit 2 Mass. Tpke.—1 Mi. Off US-20 
5 Miles South of Pittsfield 
Auctioneer: Arnie Johanson 
Tel. 
lee 1240 * Pittsfield 8145 








_ MICHIGAN 





CONNECTICUT la 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





FLORIDA — 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 





GRAND RAPIDS AUCTIONS, INC. 


North-East-South-West On M2i—One Half mile west of Grandville, 


. 
Automotive News EVERY TUESDAY—CHECKS INSURED 


At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best’ 

Phone: ARdmore 6-4720 


“Leading Used-Car Auction Direc- 


tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 














An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 




















$675, $650. 
$640*; Two-ten 2-dr., 


"55 Two-ten sedan, 
54 Bel Air 4-dr., 


$490; station wagon, $520; One-fifty | 
sedan, $375. 

'563 Two-ten 4-dr., $490°, $225, $195; 
One-fifty 4-dr., $300; 2-dr., $210; Bel 
Air 2-dr., $400. 

"52 Bel Air sedan, $275. 

’51 4-dr., $275°. 

*49 sedan, $125. | 

OHRYSLER—’55 Windsor Newport, $950* 
(ps). 

"52 NY 4-dr., $350° (ps). 

DeSOTO—'53 Firedome 4-dr., $195* (ps). 

'52 Custom 4-dr., $120. 

DO D G E—’54 Meadowbrook 4-dr., $160, | 
$150. 

FORD—’'58 Fairlane (8) 500 Hardtop, $2,- 
200° (ps). 

‘57 station wagon, $1,540*; Custom 4- 
dr., $1,275°*. 

'55 Country Squire, $1,065°*, $850; Cus- 
tom 2-dr., $820°. 

"54 Custom 4-dr., $500*, $320°; Crest 
conv., $425*°; Main 2-dr.. $430. 


"52 Country sedan, $375; Custom 4-dr., 


$150; Main 2-dr., $200 


"51 4-dr., $109. 
LINCOLN—'S4 Capri Hardtop, $650*° (ps). 
MERCURY—'57 Montclair Hardtop, $1,900* 


(ps). 


'55 Montclair conv., $1,000*. 





LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
columa—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 


MISSOURI 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 





NEW JERSEY 


CROSSROADS OF THE EAST 


NADE 


3!e e 


ates 11 A. ve 


NATIONAL AUTO 
DEALERS EXCHANGE 








NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 








Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 


EVERY TUESDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 

pick you up. 
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July 16. Prices remain firm. °53 and '% 
model cars still at an all time high. Sharp 
well-detailed cars also bringing top do!'ar, 
Sold 331 cars from 419 consignments 
BUICK—’57 Roadmaster 4-dr. Riviera, *2,- 
010* (ps); Century 2-dr. Riviera, <«1,. 
910* (ps); Special 4-dr, Riviera, 41,- 
| 750° (ps). 
*56 Century station wagon, $1,550* (ps); 
2-dr. Riviera, $1,300*; Special 4-dr, 
Riviera, $1,465* (ps); 2-dr. Riviera, 
$1,435*; Super 2-dr. Riviera, $1,-50* 
(ps); Roadmaster conv., $1,400* (js), 
’55 Century 4-dr. Riviera, $1,140*; Super 
2-dr. Riviera, $1,100* (ps), ‘$1,050 
(ps), 2 at $975° (ps); Special 4-dr., 
$1,025*, $1,000*; 2-dr. Riviera, $865*, 
54 Super 2-dr. Riviera, $850*. 
| CADILLAC—’55 (62) coupe de Ville, $2,- 
150* (ps); 4-dr., $1,900° (ps). 
"52 (62) 4-dr., $430*. 
"51 (62) conv., $540°; 4-dr., $430°; 2. 
dr. Hardtop, $405* (ps). 
CHEVROLET—’58 Impala (8) 2-dr. Hard- 
top, $2,400* $2,075; conv., $2,350* (ps); 
Delray (6) 4-dr., $1,600. 
’57 Bel Air (8) 4-dr., $1,600°%; 2-dr, 
Hardtop, $1,550*; 2-dr., $1,350; Two. 
ten (8) 4-dr., $1,570*, "$1,400*; 2- dr., 
| $1,485*; One-fifty (8) 2-dr., $1, ‘190 4 
"57 °S8 "67 °58 "57 °58 | dr., $1,060*. 
May June duly to Date ’56 Corvette 2-dr., $2,500*; Two-ten (8) 
4-dr. station wagon, $1,400*; Bel Air 
(8) conv., $1,390*, $1,290*; Delray (6) 
2-dr., $900. 
(Copyright, 1958, by Automotive News) ’55 Bel Air (8) station wagon, $1,060*; 
conv., $1,140*%; 4-dr., $1,000°; 2-dr., 
'54 Monterey 4-dr., $500*, $760, $735; Two-ten (8) 4-dr., $780, 
'53. Monterey conv., $465*; Hardtop, ona” te 2-dr. "oe a ae 
$275°. el Air (6) 2-dr., $600; Two-ten 
2-dr., $540; 4-dr. station wagon, $800; 
| NASH— 54 Ambassador Hardtop, $375*. One- fifty (6) 2-dr., $470. 
| OLDSMOBILE—’54 (98) conv., $900* (ps). | CHRYSLER—’56 New Yorker 2-dr, Hard. 
"52 (98) 4-dr., $280° (ps). top, $1,630° (ps). 
"51 4-dr., $100°. DeSOTO—’'56 Firedome 4-dr., $1,375* (ps). 
| PACKARD—’55 Caribbean conv., $1,250° *51 Custom 4-dr., $200, $145. 
(ps) DODGE—’56 Coronet (8) 2-dr. Lancer, $1,- 
’53 Cavalier Hardtop, $350*. 285°. 
’52 4-dr. $300°. *54 Coronet (8) 4-dr., $540°. 
| PLYMOUTH—'56 Savoy 2-dr., $750; Plaza *53 Coronet (8) 4-dr., $210, $200°, $195, 
2-dr., $525. "52 Coronet (6) 4-dr., $165*. 
"55 Savoy 2-dr., $420; station wagon, "51 Wayfarer (6) 2-dr., $135. 
$560°*. "50 Meadowbrook (6) 4-dr.. $115*. 
’54 Savoy 4-dr., $425, $400. FORD — ‘58 Thunderbird, $3,650° (ps); 
’53 Savoy station wagon, $355; Cran- Fairlane (8) 500 conv., $2,250°*. 
brook sedan, $275, $230. ’57 Country sedan, $1,680*; Fairlane (8) 
*52 club coupe, $165. Hardtop, $1,600* (ps); Custom (8) 4 
PONTIAC—'56 Chieftain 4-dr., $1,250*°; 2- dr., $1,430°, $1,395*, $1,390°. 
dr., $735; Star Chief Hardtop, $1,160* *56 Country sedan, $1,410*, $1,200*; Fair- 
(ps). lane (8) Victoria, $1,455° (ps), $1,350°, 
'53 Chieftain 4-dr. $175. $1.320*, $1,275*; conv., $1,355°, $1,- 
"51 sedan, $175°. ' 170*; Ranch Wagon, $1,140*%, $925°*; 
MISCELLANEOUS — '56 Chevrolet %-ton Custom 4-dr., $1,070* 
$575*; Ford Courier, $250*. "55 Country sedan, $1,130*, $980°; Fair- 
’55 Chevrolet %-ton pickup, $275*. lane (8) conv., $1,010*, §$900°, $850°, 
$800°*; Custom 4-dr., $990*, $700 
BORDENTOWN N J HUDSON—'53 Hornet 2-dr., $305*. 
* ’ * J "52 Jet 4-dr., $275. 
National Auto Dealers Exchange. Sale| IMPERIAL—'S7 4-dr., $2,780° (ps). 


every Wednesday. Prices are for sale of (Continued on Page 26, Col. 1) 








NEW YORK PENNSYLVANIA 








MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


NEW YORK CITY'S 


Shyline Aulo Ah Auctions 


A 
ik 
= . 


%& Dual Lane Selling 


| he %& Auction Checks Issued 
- ¥% Titles Guaranteed 
EXCLUSIVELY FOR AUTO DEALERS | 
You are 100% safe because all titles Patronize the 
and checks are insured. NATION'S LARGEST AUCTION 


EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 | 


Auctioneers—David B. Spielman 
John W. Becker 


Phone Manheim MOhawk 5-240! 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 
NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
Dealer Auto Auction 100% Insured—No Registration Fee 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
"Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 











Bill Johnson Bob McConkey 
OHIO 
WEST VIRGINIA 
Dealers’ MID-ATLANTIC 


Automobile Auction 
SPORTS ARENA 


TOLEDO, OHIO 
Every TUESDAY 12:00 NOON 


DEALER AUCTION 
FEL 


Wed. - 1 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 


Pre Mig Be ape vable ‘Asset || MID-ATLANTIC DEALER AUCTION Box 84 


HUNTINGTON, W. VA. 








c. 


urnpike 


ae eee 








Rambler Moves From 
12th Place To 7th Place 
In Less Than One Year: 


Top *“* 


registrat 
New-cor © vio sta 


Make 


539,205 Cher 


~~ 413,830 
167,717 
141,525 

+a 120,978 


WOULDN’T YOU LIKE 
TO SELL THE ONE CAR THAT... 


RAMBLER NOW IN 
7th PLACE 
IN REGISTRATIONS 


SOURCE: AUTOMOTIVE NEWS, JULY 21, 1958 


MB 
For As Little i 


¢ Costs Less to Operate—Rambler is the Recognized 10° 
Economy Leader... 


e Has Top Resale Among All Low-Priced Cars .. 


¢ Combines Big Car Room and Comfort with 
Small Car Economy and Handling Ease. 


We have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises Also Available In Canada and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


MONTH 


*S Not incly 
sg. 


7 ne 


Director of Dealer Development 


American Motors Sales Corporation 
Detroit 32, Michigan 
Gentlemen: Will you please provide me with more complete information 
about the Rambler and Metropolitan franchise. | understand that | am 
under no obligation and my inquiry will be held in the strictest confidence. 
i licincetents 
I Acsinisiemicieangupiteiacs sll seals site cbieesesibesdle 

SONG cence 
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$640*, $505; Two-ten (6) conv., $525; 





. . "sd Bel ‘nr ér., $375°; ‘Two-ten Model Breakdown 

U sed -Car Auction F rices ‘Bi coupe, "$200"; f-dr., $150", Of Auction Averages 
ome r. ° 

pesrarion, $250" (Pe = Tae = 


‘52 Deluxe (6) club coupe, $100*° (ps). 
DODGE—’53 Meadowbrook (6) suburban, 





$2,519 $2,561 $2,619 

















(Continued from Page 24) $250; Coronet (6) 4-dr., $250. 1,608 1,653 1,612 
FORD—’57 Fairlane (8) Victoria, $1,570* 1,168 1,191 1,164 

*651 conv., $200°. Savoy 4-dr., $700; Plaza 4-dr., $575, (ps), $1,450° (ps), $1,310 (ps); Cus- ’ ’ , 
LINCOLN—’55 Capri 2-dr. Hardtop, $1,290* $540; 2-dr., $510. tom 300 (8), $1,230*. 894 918 899 
(ps). PONTIAC—’58 ‘Star Chief Hardtop, $2,535*| ‘56 Custom (8) 2-dr., 2 at $840*, $800; 584 586 589 

54 Capri 2-dr. Hardtop, $1,290* (ps); (ps); Chieftain Hardtop, $2,425* (ps). Custom (6), $675. 364 361 

4-dr., $825° (ps). ’57 Chieftain Hardtop, $1,675°. 55 Fairlane (8) station wagon, $1,025* 346 

MERCURY—’56 Montclair Hardtop, $1,- ’56 Star Chief Hardtop, $1,310* (ps). (ps); Victoria, $870* (ps); 4-dr., $810* 232 228 232 
375*; Monterey 4-dr., $1,090%, $980°; ’55 Star Chief conv., $1,030*; Chieftain (ps), $785. 171 193 174 
Hardtop, $1,195°*; Medalist Hardtop, conv., $850°; 4-dr., $905°. 54 Crest (8) Victoria, $705*; Main (8) 
$880. ’53 Hardtop, $370°*. station wagon, $600; Crest (6) Vic- 

*55 Montclair ht: ean aan oS, toria, $630". e Average $ 940 $ 962 $ 956 
(ps); 4-dr., ps); conv., ’ WE AT M FI 53 Custom 2-dr., 90. 
$860*. . gece ST P BEACH, po MERCURY—’55 Cree 4-dr., $660. 

‘53 Hardtop, $500*°; 4-dr., . West Palm Beach Auto Auction. ’51 Custom 4-dr. 4 

‘51 4-dr., $235°. every Thursday, Prices are for sale of | OLDSMOBILE—'5é (98) Holiday, $1,675*| vty Thursday. Prices are for sale of July 

NASH—'56 Ambassador 4-dr., $1,070*. July 17. 83 percent sold—Upsurge on (ps); (88) 2-dr., $1,150°*. DORE 58 Soect isd $2,500" ( ) . 

53 Statesman 2-dr., $130. clean cars! Best sale to date. 5S (98) Holiday, '$1,150* (ps). ‘a Gener Enviera, 61.600°" 31 o75° 

OLDSMOBILE—'58 (88) Super Hardtop, | BUICK—'57 Special 4-dr., $1,575. 54 (88) Super Holiday, $885* (ps). 57 Super Se ae $1'935° 
$2,775* (ps). '54 Super 4-dr.; $635" (ps). 53 (88) 4-dr., $450° (ps); (98) Holiday, (ps), $1,895° (ps); caer’ 4 

"57 (98) Holiday, $2,350° (ps); (88) ‘53 Super conv., $410*. $405* (ps). (ps); Special conv., $1,9 (ps); 4- 
Super Holiday, $2,160 (ps); (88)| ‘51 Special 4-dr., $265*; 2-dr. Riviera,| °52 (88) 4-dr., $240* (ps), $220° (ps).| ,_ F., $1,650°, $1,745°. a 
Holiday, $1,900* (ps). $255°*. PLYMOUTH—'57 Belvedere (8) conv., $1,- 66 Century Riviera, $1,495° (ps), $1,- 

"56 (88) 4-dr. Holiday, $1,600* (ps), $1,- *50 Super Riviera, $150. 675* (ps); club coupe, $1,330*; Savoy 280°; RM Riviera, $1,425 (ps) ; Spe- 
560° (ps), $1,530* (ps), $1,500* (ps), | CADILLAC—’58 (62) 4-dr., $4,375* (ps). (8) Hardtop, $1,460°, cial Riviera, $1,325°, $1,000 (vs). 
$1,440* (ps); 2-dr. Holiday, $1,580° "54 (62) coupe de Ville, $1,850*° (ps). "56 Belvedere (8) 4-dr., $955°; Savoy 55 Century Riviera, $1,005*, $955 (ps) ; 
(ps). ’53 Eldorado conv., $955* (ps); (62) (8) 2-dr., $850*. Special Riviera, $945*; 2-dr., $685*, 

‘5S (98) conv., $1,450° (ps); 2-dr. Holli- coupe de Ville, $780* (ps). 55 Belvedere (8) Suburban, $875*; Sa- ‘ $680°; RM Riviera, $780*° (ps). 
day, $1,285* (ps); (88) Super Holiday, "52 (62) 4-dr., $505* (ps); 4-dr. Hard- voy (8) 4-dr., $545. 54 Super Riviera, $805* (ps), $475; RM 
$1,270* (ps), $1,180* (ps); sedan, top, $425* (ps). RAMBLER—’57 Super (8) 4-dr., $1,300. Riviera, $660° (ps). 
$950°. CHEVROLET—’58 Impala (8) 2-dr. Hard- 51 Custom (6) Hardtop, $140. *53 RM Riviera, $465* (ps); 4-dr., $405° 

"54 (98) 4-dr., $700° (ps). top, $2,325* (ps); Delray 4-dr., $1,-| STUDEBAKER—’55 Champion (6) club (ps), $250° (ps); Super 4-dr., $430*, 

PACKARD—’53 Clipper 4-dr., $120*. 780°; Biscayne sedan, $1,640. coupe, $540. $400*, $275*, $240°; Riviera, $360*. 
PLYMOUTH — '57 Belvedere (8) Hardtop, "57 Bel Air (8) conv., $1,480°; Two-ten| WILLYS—’53 (6) station wagon, $460°*. CADILLAC—’58 (62) conv., $4,650* (ps). 
$1,725* (ps), $1,640°, $1,540*, $1,525°; (8) 4-dr., $1,300°. MISCELLANEOUS—’53 Chevrolet Carryall, "ST (62) 4-dr., $3,275° (ps). 
Suburban, $1,500°; Savoy (8) 4-dr., "56 Two-ten (8) station wagon, $1,265*; $365. "56 coupe de " Ville, $2,600° (ps); (62) 
$1,380*, $1,310°, $1,225; 2-dr., $1,225°. a $965*, $880°; One-fifty (8) 2- "55 Ford %-ton pickup, $675. 4-dr., $2,060*° (ps), $1,925° (ps). 

56 Belvedere (8) 4-dr. Hardtop, $1,250*; $725. "655 coupe de Ville, $1,880° (ps); 4-dr., 
2-dr. Hardtop, $1,230*; 2-dr. sedan, +55 Bei Air (8) 4-dr., $780°; Two-ten (8) CHICAGO $1,680* (ps); (60) Special 4-dr., $1,- 
$950°; Savoy 4-dr., $900; 2-dr., $850. 2-dr., $715°*. 600* (ps). 

"5S Belvedere (8) 4-dr., $1,000°, $875; "54 Bel Air (6) conyv., $685° (ps); 2-dr., Greater Chicago Auto Auction. Sale "54 coupe de Ville, $1,540* (ps). 








THE CASE OF THE PUZZLED ENGINEER 
(A Cold Bonderite* Story) 


The plant heating engineer, wondering at the diminished demand on his heating 
plant, set out through the plant to find the cause. All was normal until he met the 
finishing superintendent. “Haven’t you heard?” asked that happy gentleman. 
“We've installed Cold Bonderite* in our finishing line. Steam use is down 90% 
and water use is down 50%!” 


*“Cold Bonderite” is the commonly used term for a phosphate 
coating system developed by and exclusive with Parker Rust 
Proof Company. Its use is saving many manufacturers thou- 
sands of dollars a month. 


PARE ES Pre navsuces sero, wcncan 


BONDERITE BONDERITE and BONDERLUBE PARCO COMPOUND PARCO LUBRITE TROPICAL 
corrosion resistant aids in cold forming rust resistant ‘wear resistant for friction heavy duty maintenance 
paint base of metals surfaces paints since 1883 





*Bonderite, Bonderlube, Parco, Parco Lubrite, —Reg. U.S. Pat.Of.  °, 


’53 coupe de Ville, $900* (ps); 4-dr., 
$805* (ps). 

"51 (62) 4-dr., $240*. 

CHEVROLET—'58 Bel Air (8) sport sedan, 
$2,200* (ps), $2,140* (ps); Brookwood 
station wagon, $2,145*. 

’57 Corvette, $2,750* (ps), $2,575*; Bel 
Air (8) station wagon, $1,820*; conv., 
$1,805* (ps); sport sedan, $1,00*, 
$1,785* (ps), $1,780*, $1,765*, $1,710; 
sport coupe, $1,710, $1,700* (ps), $1,- 
685*; Two-ten (8) station wagon, $1,- 
775*, $1,430; sport sedan, $1,540*; 4. 
dr., $1,505*, $1,155*; 2-dr., $1,450, 
$1,300, $1,235, $1,115; One-fifty (6) 
2-dr., $1,045. 

56 Bel Air (8) conv., $1,315*; sport 
coupe, $1,300* (ps); Bel Air (6) 4. 
dr., $1,190*; Two-ten (6) station wag. 
on, $1,275, $1,255; 2-dr., $1,100, $1,- 
070*, $955; Two-ten (8) 4-dr., $1,225¢; 
2-dr., $1,225*. 

’55 Bel Air (8) sport coupe, $1,080* 
(ps); conv., $985*; 4-dr., $855; Two- 
ten (6) 4-dr., $620. 

’54 Bel Air station wagon, $790*; sport 
coupe, $725*; conv., $530°; Two-ten 
4-dr., $345*. 

’53 Two-ten station wagon, $675, $415; 
Bel Air 2-dr., $535* (ps), $500* (ps), 

CHRYSLER—'56 Windsor hardtop, $1,265* 
(ps), $1,225°*. 

DeSOTO—’57 Fireflite Sportsman, $1,695*. 
‘56 Firedome Hardtop, $1,250* $985*. 
"53 Firedome 4-dr., $235*; 2-dr., $200*. 

DODGE—’57 Royal 4-dr., $1,445*. 

55 Coronet Lancer, $850*. 

"54 Royal 4-dr., $520°*. 

FORD—’58 Country sedan, $2,250* (ps). 
’57 Thunderbird, $2,920* (ps); Retract- 

able Hardtop, $2,305* (ps); Country 
sedan, $1,790*, $1,500; Fairlane (8) 
500 Victoria, $1,665*, $1,605*, $1,505* 
(ps), $1,490°; sedan, $1,610° (ps) 
$1,530*, $1,500*, $1,415* (ps), $1,240*, 
$1,465*; Ranch Wagon, $1,450°, $1,- 
220; Custom (8) 300 2-dr., $1,380*, 
$1,350*, $1,330°, $950, $900; 4-dr., $1,- 
285, $1,200; Custom (6) 300 2-dr., $1,- 
100, $1,065*. 

"56 Thunderbird, $2,360° (ps); Country 
sedan, $1,350*, $1,270*, $1,140*, a 
075*; Fairlane (8) Victoria, $1,325" 
$1,190*, $1,135*; conv., $1,270° (ps), 
$1,135*, $860° (ps); 4-dr., $ 
$955°; 2-dr., $840°; Custom (8) 2-dr., 
$1,060*, $795, $775, $700; Ranch Wag- 
on, $845°; Custom (6) 2-dr., $620°, 


$595. 

SS Fairlane (8) Victoria, $960°, $890*; 
Custom (8) 2-dr., $605°. 

"4 Ranch Wagon, $595*; Crest conv., 
$435; Custom 2-dr., $400, $370. 

"53 Crest Victoria, $5380° : Custom 4-dr., 
$395°; 2-dr., $275*; station wagon, 


$535°. 
"52 Victoria, $325°; 2-dr., $310°; Rane 

Wagon, $310. 

HUDSON — ‘55 Hornet Hollywood, $680*; 
Wasp 4-dr., $550*. 

IMPERIAL — ‘57 Southampton, $3,275° 
(ps); 4-dr., $2,600° (ps). 

LINCOLN — ‘57 Premiere conv., $2,930" 
(ps). 


"56 Premiere conv., $2,280° (ps). 
MERCURY—'57 Monterey 4-dr., $1,540*; 
coupe, $1,500; 2-dr., $1,555°, $1,544*. 
"56 Monterey coupe, $1,330*°, $1,295*, $1,- 
280°, $1,125° (ps); Custom station 
wagon, $1,200*; coupe, $935; Medalist 
2-dr., $730. 
"55 Monterey 4-dr.. $1,030°; Montclair 
coupe, $1,030°, $1,030° (ps), $880*, 
(Continued on Page 27, Col. ) 


Used Imported 


Cars 


Jenison, Mich. 
Opel—'58 2-dr., $1,725. 


Albany, N. Y. 


Jaguar—'5S7 coupe, $2,310. 
Volkswagen—'58 conv., $1,700. 
"53 conv., $705. 


Littleton, Colo. 


"56 Minx, $810. 
MG—'57 Roadster, $1,525. 
Volkswagen—'58 Sun Roof, 2 at $1,725; 
2-dr., 6 at $1,720. 
"56 conv., $1,415. 


Portland, Ore. 


Volkswagen—'56 2-dr., $1,195. 
55 2-dr., $900. 


Chicago 


’57 2-dr., $1,520, 


West Palm Beach, Fla. 


Anglia—'57 2-dr., $925. 
Hiliman—'54 conv., $470. 
Volkswagen—'57 coupe, $1,415. 


New York City 


Hiliman—'57 sedan, $1,000. 
Jaguar—’56 Roadster, $2,175. 
Metropolitan—'57 Hardtop, $895. 


Seattle 


MG—’57 Roadster, $1,830. 
ee 56 2-dr. , $1,270, $1,150, $1,- 


Los Angeles 


Austin-Healey—'54 Roadster, $1,250. 
Hiliman—’'54 conv. 
MG—’'57 Roadster, ‘$1, 825. 

"54 coupe, $710. 
Mercedes-Benz—'56 Roadster, $2,700. 
Renault—'56 4-dr., $825. 
Volkswagen—’55 2-dr., $1,080, $850. 
Volvo—’57 2-dr., $1,450. 

"56 2-dr., $1,365, $1,265. 


Flint 
Austin—’57 sedan, $1,060. 
daguar—’54 coupe, $1,200. 
Lioyd—’'58 bus, $806. 


Warehouse Point, Conn. 


Hiliman—'56 Husky, $700 

Renault—’58 Dauphine, $1, 225, $945. 
’57 Dauphine, $920. 

Volkswagen—’56 2- dr., $1,025, 
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Used-Car Auction Prices 
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$850*; conv., $885*; Custom 2-dr., 
$685*, $630*, $600*, $595. 
54 Monterey coupe, $500*. 


OLDSMOBILE—’58 (88) 4-dr., $2,150°*. 


‘57 (88) Super Holiday, $2,130* (ps), 
$2,095* (ps), $2,080* (ps), $1,700*; 
conv., $2,060*; (98) Holiday, $2,115* 
(ps). 

‘56. (88) Super Holiday, $1,600* (ps), 
$1,570* (ps), $1,325*, $1,125*; conv., 
$1,500* (ps), $1,480* (ps); (98) Holi- 
day, $1,500* (ps). 

‘65 (98) Holiday, $1,190* (ps), $1,175* 
(ps); (88) Super Holiday, $1,175*; 
(88) 4-dr., $820* (ps). 

54 (98) conv., $1,000* (ps); Holiday, 
$850* (ps); 4-dr., $780* (ps), $700* 
(ps); (88) Super 4-dr., $870* (ps), 
$850* (ps); (88) 4-dr., $630*. 

53 (88) Super Holiday, $425* (ps). 


‘52 (98) Holiday, $290*. 

PACKARD—'55 Constellation Hardtop 
$960* (ps); Clipper 4-dr., $805*, $700*, 
$655°*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,290*, 
$1,285*, $1,230*, $1,190, $1,175, $1,- 
100*; Hardtop, $1,210*; $1,050, 
$1,025. 

"56 Suburban, $1,250*, $1,200°; Belve- 
dere 4-dr., $1,050* (ps); conv., $1,040. 
‘55 Plaza (6) station wagon, $445. 


2-dr., 





PONTIAC—’57 Safari, $1,875*; Chieftain 
Catalina, $1,765*, $1,760°, $1,675* 
(ps). 

56 ‘Star Chief conv., $1,650*° (ps); Cata- 
lina, $1,355*, $1,210* (ps), $1,100°, 
$975* (ps), $780*. 

‘55 station wagon, $830*%; Chieftain 2- 
dr., $670°. 

RAMBLER—'57 Cross Country, $1,700. 

'56 Super 4-dr., $880". 

*S4 2-dr.. $425. | 

STUPDEBAKER—’57 Champion (6) 4-dr., 
$985. | 

'55 President 2-dr., $725° (ps). | 

64 Champion 2-dr., $425. 

MISCELLANEOUS—'53 Ford %-ton panel, 


$290. 


DANVILLE, VA. | 


Danville Auto Auction. Sale every Wed- 


nesday. Prices are for sale of July 16. 
Search for clean cars is getting harder 
each week. 


BUICK—’'55 Century 2-dr., $1,180°; Special 
2-dr., $1,105°, $800 | 


"54 Century 2-dr., $780°. 

"52 Super 4-dr., $400°; Special 4-dr., 
$310°. 

CADILLAC—'52 (62) 2-dr., $725° (ps). 

CHE VROLET—'57 Bel Air (8) 2-dr., $1,- 
840°; Two-ten station wagon, $1,605; 


sedan. $1,185, $1,135 | 
$1,370°; Two-ten 


‘56 Bel Air (8) 4-dr.. 
(8) 4-dr., $1,105*, $970; 2-dr., $1,160°, | 
$1,105°. 

"SS (8) station wagon, $1,155; Bel Air 


(8) conv., $995°; sedan, $960°, $905°; 
4-dr.. $965°, $710; Two-ten (8) 4-dr., 
735°, $665, $630, $605. 

"S4 Two-ten (6) 2-dr., $555, $415. 

"53 Bel Air (6) 2-dr., $615*, $380; Bele 
Air (8) 2-dr., $680°, $455; 4-dr., $605; | 
Two-ten (6) 2-dr., $505°, $410. 

"62 2-dr., $465. | 
CHRYSLER—'53 Windsor 4-dr., $305°. | 
DeSOTO—'57 Fireflite Sportsman, $1,705°| 

(ps) 

"55 Fireflite 2-dr., $855. 
FORD—'5S Fairlane (8) 2-dr.. $2,080. i 
"ST Fairlane (8) 500 4-dr., $1,.660°, $1,- 

415°; 2-dr., $1,480*; Custom (8) oe. 

$1,355, $1,120. 
"S56 Fairlane (8) Victoria, $1,195° (ps); | 
2-dr., $1,255*. $1,150° $1,075*; Custom 

(8) sedan, $1,180. $855; Main (6) 2- 


dr., $730. | 
"S55 Fairlane (8) sedan, $915; conv., $855; | 
Custom (8) sedan, $900, $750; Main 
(8) 2-dr., $505. | 
"54 Custom (8) sedan, $530, $445, $425. 
$405; Main (8) 2-dr., 2 at $430, $375. | 
"53 Custom (8) 2-dr., $285; Main 2-dr.,| 
$530 


"52 Custom sedan, $280, $255, $215. 


LINCOLN—'55 Capri 2-dr., $1,105* (ps). | 
"54 Capri 4-dr., $430°. 
"53 Cosmopolitan 2-dr., $365. 
MERCURY—’55 Montclair 2-dr., $1,075* 
(ps). | 
"53 Monterey 2-dr., $405° (ps). | 
"52 Monterey 2-dr.. $255 


OLDSMOBILE—’56 (88) 2-dr., $1,075: (88) | 
Super Holiday, $1,.580°; 4-dr., $1,255*. | 
"55 (S8) 4-dr., $1,320*, $1,230°, $1,225°, | 
$1,170, $1,005*; 2-dr., $1,255*, $1,190°. | 

"53 (88) 2-dr., $530°. 





PLYMOUTH—’57 Belvedere (8) 2-dr., $1,- 
530° (ps) 
"56 Savoy (8) 4-dr., $840. 
"54 Belvedere 4-dr., $475; Savoy 2-dr., | 


$345*; Plaza 2-dr., $120. 
"52 Cranbrook 4-dr., $175. 
PONTIAC—'57 Chieftain 4-dr., $1,735*. 
"55 (8) station wagon, $985°*. 
"54 Chieftain 2-dr., $815*, $505°. 
"53 Chieftain conv., $475; 2-dr., $310. 
"52 2-dr., $240° 


MISCELLANEOUS —'55 Chevrolet 3100 
._ Pickup, $695, $680. 
53 Ford %-ton pickup, $545. 
LITTLETON, COLO. 
Colorado Auto Auction, Inc. Sale every 


Monday. Prices are for sale of July 14. 
BUICK—'57 Special Riviera, $1,870*, 

"56 RM Riviera, $1,310* (ps). 

"55 Century 4-dr., $1,095* (ps); RM 4- 
dr... $1,085* (ps); Super Riviera, $875° 
ps). 

"52 Super 4-dr., $360*. 

CADILLAC—'58 (62) 4-dr., 
sedan de Ville, $4,775* (ps). 

"ST (60) 4-dr.. $3,970* (ps); (62) conv., 
$3,285* (ps); coupe, $3,245* (ps). 

"56 (62) conv., $2,365* (ps). 

CHEVROLET —'58 Impala (8) Hardtop, 
$2,850* (ps), $2,750* (ps); Brookwood 
station wagon, $2,500* (ps); Bel Air 
(8) 4-dr., $2,125*, $2,075* (ps); Bis- 
Cayne (8) 4-dr., $1,835*, $1,790, $1,- 


775. 

Bel Air (8) Hardtop, $1,760*, $1,- 
750*, $1,695, $1,665, $1,605*; Bel Air 
(6) 4-dr. station wagon, $1,695. 

(8) station wagon, $1,400*; 


$4,875* (ps); 


"57 


'56 Two-ten 
Bel Air (8) 4-dr., $1,315, $1,275*, $1,- 
205*; One-fifty (6) 2-dr., $795. 

’55 Bel Air (8) station wagon, $1,305*; 


Hardtop, $1,255*%; Two-ten (6) 4-dr., 
$695. 
‘54 Bel Air Hardtop, $835; station wa- 
gan, $725*. 
‘53 Bel Air 2-dr., $490*, $385* (ps); 
Two-ten 4-dr., $425*. 
DODGE—’57 Coronet (8) 2-dr., $1,625*, 





$1,600*. 

"53 2-dr., $290. 

FORD—’58 Thunderbird, $4,000* (ps), $3,- 
950* (ps), $3,800* (ps), $3,700* (ps); 
Fairlane (8) 500 conv., $2,200* (ps). 

"57 Fairlane (8) 500 Hardtop, $1,955* 
(ps), $1,915* (ps), $1,860*, $1,780; 
Custom (8) 4-dr., $1,335*, $1,190. 

"56 Fairlane (8) Hardtop, $1,275*; conv., 
$1,100* (ps); Custom (8) 4-dr., $1,- 
040°, $925, $715, $705. 

’55 Fairlane (8) Crown Victoria, $1,050*; 
Country sedan, $1,125* (ps), $885°; 4- 
dr., $960°. 

"53 conv., $405*. 

*51 Victoria, $265. 


LINCOLN—’'57 Premiere Hardtop, $3,040* 
(ps). 
’56 Premiere Hardtop, $1,940* 
‘54 Capri 4-dr., $875* (ps). 
MERCURY—’ 57 Montclair Hardtop, $1,940* 
(ps), $1,775* (ps). 
"56 Montclair Hardtop, $1,430° (ps). 
* Custom station. wagon, $1,135; 2-dr., 
675. 
"54 Monterey station wagon, $835*. 
’52 Custom 2-dr., $350. 
NASH—'53 Ambassador coupe, $540°*. 


(ps). 


OLDSMOBILE — ’58 (88) station wagon, 
$3,445* (ps); 4-dr., $2,420°*. 
"57 (88) Super Holiday, $2,150* (ps); 
2-dr.. $1,900° 


56 (98) conv., $1,545* (ps); (88) Holl- 


Cash in on the rock-solid trend towards economic 
transportation. Sell and service the complete line 
of VESPA motor scooters and commercial three- 
wheelers. Offer a wide range of models priced within 
everyone’s reach. VESPA’s sales producing prices 
are scaled to offer your customer much more for 
less, guaranteeing you the widest possible margin 


of profit. 


Join the present network of Vespa Distributors and 
Dealers already profiting from VESPA’s million 
dollar advertising, promotion and publicity cam- 
paigns. You will benefit from VESPA’s command- 
ing sales lead, your own exclusive territory, vigorous 
cooperative advertising, mechanics schools, a com- 
plete program designed with sales in mind. Definitely 
the prestige scooter in the booming motor scooter 
market. You will sell the best when you sell VESPA. 
Interested parties may obtain further information 
the Sales Manager. 


by writing 





VESPA DISTRIBUTING CORP. 
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day, $1,535° (ps), $1,335*, $1,295*, 
$1,180*. 
"55 (98) Hardtop, $1,295* (ps); (88) 


Hardtop, $1,125*. 
*54 (98) conv., $895°. 
PACKARD—’ 57 Clipper 4-dr., $1,650° (ps). 
PLYMOUTH—’57 Savoy (8) 4-dr., $1,340*, 
$1,300*, $1,190. 
’566 Savoy (8) 2-dr., $1,000*. 
’55 4-dr. station wagon, $1,060; Savoy 
4-dr., $650. 
"53 (6) 4-dr., $320, $310. 
PONTIAC—’ 57 Chieftain Hardtop, $1,770*; 
4-dr., $1,585*. 
56 Star Chief Hardtop, $1,435* (ps); 
Chieftain sedan, $1,185*, $1,075*, $1,- 
° 


000°. 
'55 Star Chief 4-dr., $1,035* (ps); Chief- 
tain 4-dr., $750. 
RAMBLER—’58 station wagon, $2,495. 
STU DEBAKER— 54 Commander 4-dr., $475. 
WILLYS—’ 52 Jeep, $800. 
MISCELLANEOUS—’56 Chevrolet cab and 
chassis, $1,400*. 
"52 Chevrolet cab over engine, $545. 
’51 Ford cab over engine, $125; panel, 
$250. 
"50 Chevrolet 2-ton, $535. 


PORTLAND, ORE. 


Portiand Auto Auction, Sale every Tues- 
day. Prices are for sale of July 15. 
BUICK—’57 Special Riviera, $2,015* (ps). 

’56 Special Riviera, $1,300*. 

"55 Special Riviera, $1,215*; Century 
Riviera, $1,200*; RM Riviera, $1,170*° 
(ps); 4-dr., $825* (ps). 

’54 Super Riviera, $870* 
4-dr., $825°. 


(ps); 


’53 Century conv., $515*; RM Riviera, | 


$485* (ps); Super Riviera, $425°*. 
CADILLAC—'55 (62) coupe de Ville, $2,- 
280° (ps). 


SELL 


Century | 


3 EAST 54th STREET 





"52 (62) conv., $925* (ps). 
*651 (62) 4-dr., $525°. 
*49 4-dr., $475*, $390°. 
CHEVROLET—’'58 Biscayne (8) 4-dr., $2,- 
235° (ps), $2,145* (ps); Delray (6) 2- 


dr,, $1,800°. 

’57 Bel Air (8) Hardtop, $1,895*; 4- 
dr., $1,710*%; Two-ten 4-dr. station 
wagon, $1,830°; 4-dr., $1,545*; One- 
fifty (8) 2-dr., $1,410*, $1,265. 

’56 4-dr. station wagon, $1,570*, $1,410* 
(ps); Bel Air (8) Hardtop, $1,535*, 
$1,440°*. 


’55 Bel Air (8) 4-dr., $1,215* (ps), $1,- 
125*; Bel Air (6) conv., $1,120*; Two- 
ten (8) 4-dr., $975°, $720, $680; One- 
fifty (6) 2-dr., $740. 

’54 One-fifty (6) station wagon, $790; 
Two-ten 4-dr., $650. 

"53 Bel Air Hardtop, $745* (ps); 4-dr., 
$495; Two-ten 4-dr., $380. 

*51 Bel Air Hardtop, $375°. 

CHRYSLER—’55 Windsor 4-dr., $1,200*. 

"53 NY 4-dr., $725* (ps). 

*51 Windsor Hardtop, $180°*. 

DeSOTO—’'56 Firedome Sportsman, $1,705* 
(ps); 2-dr., $1,550° (ps). 
*53 Firedome 2-dr., $520° (ps). 
DODGE — '57 Coronet (8) conv., $2,000° 
(ps). 

"56 Coronet 2-dr., $1,185*. 

’55 Royal 4-dr., $1,085*. 

"53 Coronet 4-dr., $250°. 

FORD—'58 Fairlane (8) 500 Hardtop, $2,- 
320° (ps). 

’57 Fairlane (8) 500 Hardtop, $1,950*° 
(ps), $1,930* (ps); 4-dr., $1,785*° (ps), 
$1,675; 2-dr., $1,700°%; station wagon, 
$1,705*; Custom (8) 300 2-dr., $1,575°*; 


4-dr., $1,535*; Custom (6) 2-dr., $1,- 
250. 

"56 Fairlane (8) conv., $1,280° (ps); 
Custom (8) 2-dr., $1,065*; 4-dr., $1,- 
020°. 

"55 Thunderbird, $2.000°: Fairiane (8) 
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2-dr. Hardtop, $1,185*; 4-dr., $1,020°; 
Custom (8) sedan, $780°, $745. 
"564 Custom Ranch Wagon, $875; 4-dr., 
* 


(6) 


- Ranch Wagon, $640*°; conv., 

435°. 

LINCOLN — '57 Premiere coupe, $3,000*° 
(ps). 


’53 Cosmopolitan Hardtop, $705* (ps). 
MERCURY — '56 Monterey station wagon, 

$1,700*; Custom 4-dr, station wagon, 
— Medalist 2-dr. Hardtop, $1,- 
15°. 

‘55 Monterey Hardtop, $1,175*; 4-dr., 
$800*. 

*54 Monterey conv., $855°. 

‘53 2-dr. Hardtop, $625°. 


OLDSMOBILE—’57 (88) Super Hardtop, 
$2,180° (ps). 
"56 (88) 2-dr. Hardtop, $1,685* (ps). 
’55 (88) Holiday, $1,415* (ps), $1,265°; 
(98) 4-dr.. $1,130°. 
54 (88) Super conv., $1,075* (ps). 


PACKARD—’53 Mayfair coupe, §575*. 

’52 4-dr., $210°. 

PLYMOUTH— 57 2-dr. station wagon, $1,- 
675. 

’56 2-dr. station wagon, $1,195°; Savoy 
(8) 4-dr., $1,010; Belvedere (8) 2-dr., 
$990°. 

'54 Belvedere Hardtop, $470. 

°49 station wagon, $345. 

*31 4-dr., $205. 

PONTIAC—’55 Star Chief Hardtop, $1,185* 
(ps), $1,085° (ps); Chieftain 2-dr., 
$935°, $630. 

"54 Chieftain sedan, $580. 

RAMBLER—’57 4-dr. station wagon, $1,- 


905°. 
'56 4-dr. station wagon, $1,515*. 
‘54 4-dr. station wagon, §$1,060°. 


STU DEBAKER—’58 Scotsman 2-dr., $1,350, 


"55 Commander coupe, $775. 
"51 4-dr., $150, $110°. 


(Continued on Page 28, Col. 1) 








the largest selling 
motorscooter 
in the world! 
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... the only way of saying motor scooter 


NEW YORK 22, N. Y. 
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WILLYS—’49 station wagon, $225. $1,615*; One-fifty (6) 4-dr., $1,100. 
MISCELLANEOUS—’'56 Ford \%-ton pickup, ’56 Bel Air (8) sport coupe, $1,375* (ps); 
$860, $705". Bel Air (6) 4-dr., $1,105°; Two-ten 
‘64 Ford %-ton pickup, $625°, $600, (8) 2-dr., $1,070; Two-ten (6) 4-dr., 
$555; GMC %-ton pickup, $420; Stude-| $1,105. 
baker %-ton pickup, $600. 55 Two-ten (8) station wagon, $1,190*; 


"50 Ford %-ton pickup, $320. Delray coupe, $835; Bel Air (6) 2-dr., 


"49 Studebaker %-ton pickup, $205°. $975*; One-fifty (6) 4-dr., $635. 
"48 Ford %-ton pickup, $165, $155. ’54 Bel Air station wagon, $835* (ps); 
sport coupe, $675*; 4-dr., $675, $670, 


$570; Two-ten sedan, $700, $610, $610*, 


ALBANY 


$460. 

Tim Anspach Dealer's Auto Auction. Sale ‘63 Two-ten station wagon, $670; sedan, 
every Monday. Prices are for sale of July | $400, $265; conv., $330¢: Bel Air 4-| 
14. dr., $440, $400; coupe, $350; One-fifty 

The car market here today showed a 2-dr., $270. 


"51 4-dr., $185. 

| CHRYSLER—’54 Windsor 4-dr., $580° (ps). 
DeSOTO—'53 Firedome 4-dr., $320°*. 
‘51 Custom Carry-All, $110. 

.| DODGE—’54 Meadowbrook 4-dr., 


continuation of dizzy prices as car sales 
soar at a terrific pace for clean, ready- 
teo-seli units. Sold 133 units from 179 


consignments. 
BUICK—’56 Special Riviera, $1,460° (ps) $535°* ; 


$1,320°, $1,200°; 4-dr., $1,150°; Cen-| Royal 4-dr., $540*. 

tury 2-dr., $1,350° (ps); Super 4-dr.,| FORD—'58 Fairlane (8) 500 conv., $2,335° 

$1,375°* (ps), $1,220° (ps). (ps). 
"55 RM Riviera, $1,210° (ps); Special "57 Fairlane (8) 500 conv., $1,750° (ps); 





conv., $1,170°; Riviera, $1,040°, $990°, | Fairlane (8) 2-dr., $1,430°; Ranch 
$796*; 4-dr.. $710; Century 2-dr., Wagon, $1,400*. 
a, "56 Fairlane (8) conv., $1,400* (ps); | 
"654 Special 4-cdr., $425*. Victoria, $1,375*; Crown Victoria, $1,- 
*53 Special Riviera, $360. 260°; Country Squire, $1,600° (ps); | 
"62 Special 2-dr., $230°. Country sedan, $1,325; Ranch Wagon. | 
"51 Special 4-dr.. $140. $1,100*; Main (6) 4-dr., $520; 2-dr., | 
CADILLAC—'5S6 (62) coupe, $1,860° (ps). $760*; Custom (8) 4-dr., $1,100°. 
"53 (62) coupe. $725°. "55 Country sedan, $1,235*, $1,150°*, 
OCHEVROLET—‘5s Bel Air (8) 4-dr., $2,- $925*: Custom (8) 4-dr., $1,140*, 
250° (ps). Ssao* . 
"57 Bel Air (8) conv., $1,850°; 4-dr., "54 Crest (8) Victoria, $710, $560°; 





Ranch Wagon, $540*; Custom 4-dr., 
$650; 2-dr., $640; conv., $400°. 
’563 Custom sedan, $330*, $300, $210; 
Main (8) 2-dr., $235. 
’52 station wagon, $350. 
LINCOLN—’53 Capri coupe, $260* (ps). 
MERCURY—’57 Montclair sport coupe, $1,- 
700*; Monterey 2-dr., $1,495. 
’56 Monterey station wagon, $1,650°; 4- 


dr., $1,215*; Custom coupe, $1,075*. 
‘55 Monterey station wagon, $1,300*. 
*54 Monterey 4-dr., $470; 2-dr., $400*. 
NASH—’54 Ambassador 4-dr., 0. 
OLDSMOBILE — ’°57 (88) conv., $2,110* 
(ps); Holiday, $1,914* (ps). 
’56 (88) Holiday, $1,475* (ps), $1,300*, 
$1,195°. 
"55 (88) 4-dr., $1,150*; Holiday, $960* 
(ps), $815°*. 
*54 (88) Holiday, $825°. 
"52 (88) 4-dr.. $335°. 


PLYMOUTH—’57 Plaza (8) 2-dr., $1,220*; 


’56 Belvedere (8) coupe, $1,100*; Savoy 
(8) 2-dr., $975°; 4-dr., $910. 

55 Belvedere (8) coupe, $900*%; 4-dr., 
$900* (ps). 


"54 Savoy 2-dr., $425, $365. 


"53 Cranbrook Belvedere, $340°; 4-dr., 
$325. 
PONTIAC—’57 Chieftain 4-dr., $1,750*. 
"56 Star Chief conv., $1,285°*. 
"55 Chieftain Catalina, $950*; 2-dr., 
$695. 
'54 Chieftain 4-dr., $530*, $400. 
‘53 Chieftain conv., $370°*. 
RAMBLER—'56 4-dr., $1,150°*. 
"55 Cross Country, $725. 
| MISCELLANEOUS — '53 Chevrolet %-ton 


pickup, $440. 


JENISON, MICH. 


Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of July 15. Market 
very solid. Cars in short supply, but bidding 
very active throughout. Sold 115 cars from 
144 offerings. 

BUICK—'56 Super Riviera, $1,410* (ps); 


New steels are 
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top-grade muffier service 


... WITH MUFFLERS MADE OF ARMCO ALUMINIZED STEEL 


Installed as replacements, mufflers made of Armco ALUMINIZED STEEL give the trouble-free 


service that builds good will—brings customers back. 


Actual road tests show that mufflers made of this special steel outlast ordinary carbon 


steel mufflers at least 2-to-1 on the average. 


The combination of two metals makes the difference. The strong steel base and hot-dip coating 
of aluminum form a heat- and corrosion-fighting team that ordinary carbon steel can’t match. 


Ask for ALUMINIZED STEEL 


Next time you order mufflers, ask for those with key parts made of 
Armco ALUMINIZED STEEL. They can mean more satisfied customers . . . more profits for you. 


Armco Steel Corporation, 2588 Curtis Street, Middletown, Ohio. 


Southwest Stee! Products 





ARMCO STEEL 


Armco Division « Sheffield Division - The National Supply Company » Armco Drainage & 
Metal Products, Inc. « The Armco International Corporation « Union Wire Rope Corporation 
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Special Riviera, $1,350*, $1,150°; RM 
Riviera, $1,275* (ps). 

’55 Special 2-dr:, $1,025*; Century Rivi- 
era, $905* (ps); Super Riviera, $730* 
(ps). 

’54 Special Riviera, $710*, $665* (ps); 
2-dr., $440; Super 4-dr., $635°*. 

'53 Super 2-dr., $400*. 

"50 4-dr., $125°*. 

CHEVROLET—’58 Impala (8) coupe, $2,- 
310* (ps). 

’57 Bel Air (8) 4-dr., $1,730*, $1,350*°; 
2-dr., $1,440*%; Two-ten (8) 4-dr., $1,- 
350°. 

'56 Two-ten $1,375, 
$1,175; 4-dr., $870*; 
2-dr., $955. 

’55 Two-ten station wagon, $1,085*%; 4- 
dr., $880*, $805*, $705*; 2-dr., $815. 
$710; Delray coupe, $750; Bel Air (8) 
sport coupe, $1,000°. 


(8) station wagon, 
$1,255*, $1,075*, 


CHEVROLET—'54 Two-ten 4-dr., $605*, 
$535; Bel Air 4-dr., $520*; One-fifty 
2-dr., $265. 


*53 4-dr., $455° (ps). 

CHRYSLER—’54 Windsor 4-dr., $415* (ps). 

*52 Windsor 4-dr., $225°. 

*50 Windsor 4-dr., $215*. 

DeSOTO—'56 Firedome 4-dr., $1,140. 
DODGE—’53 Coronet 2-dr., $200. 
EDSEL—’58 Ranger 4-dr., $2,075* (ps). 
FORD—’58 Country sedan, $2,345°. 

’57 Fairlane (8) 500 4-dr., $1,650*°; Vic- 
toria, $1,415; Custom 300 Ranch Wag- 
on, $1,435; sedan, $1,375, $1,175. 

*56 Country Squire, $1,495* (ps); Country 
Sedan, $1,250, $1,255* (ps); Fairlane 
(8) sedan, $1,190, $1,140°, $860, $855°*; 








Crown Victoria, $1,100* (ps); Custom 
4-dr., $1,070*, $925°; 2-dr., $995°*, 
$685; Main 2-dr., $640*. 

’55 Fairlane (8) conv., $1,035* (vs), | 
$925* (ps); Victoria, $930*; Country 
sedan, $985*; Custom sedan, $680*, 
$650*, $585. 

"54 Custom sedan, $495, $440°; Crest 
conv., $475°*. 

"53 4-dr., $375. 

"52 4-dr., $200*, $140°; 2-dr., $180°. | 


"51 coupe, $150*. 
KAISER—’53 2-dr., $155°. 
MERCURY—’57 Monterey 4-dr., $1,765*. 
"51 coupe, $250. 
OLDSMOBILE—’ 57 


(98) Holiday, $2,300*° 


(ps); (88) Holiday, $1,835*. 
"56 (98) conv., $1,475* (ps). | 
"54 (98) conv., $800* (ps); (88) 2-dr.,| 
$550 
PACKARD—’52 coupe, $225*. 
PLYMOUTH—’58 Suburban station wagon, 
$1,875. °57 Suburban station wagon, | 
$1,320; Plaza bus coupe, $1,050. 
"56 Suburban station wagon, 


$1,095°*, 
$770; Savoy 2-dr., $820. } 
'55 Savoy 2-dr., $595°. 
"54 conv., $600. 


| PONTIAC—'56 Star Chief 2-dr., $1,290*. 
'55 Chieftain coupe, $1,050* (ps); conv., 
$975°*. 
| RAMBLER—’'56 station wagon, $1,365*. | 
STU DEBAKER—’'57 Silver Hawk 2-dr. 
coupe, $1,235°. 


"54 station wagon, $655°. 

"52 Commander 2-dr., $125. 

"51 Champion 4-dr., $115*. 
WILLYS—’55 station wagon, 


DETROIT 


Motor City Auto Auction, Sale every 
Friday. Prices are for sale of July 11. | 
Market is steady. Sold 111 cars from 206) 
consignments. | 
BUICK—’55 Special Riviera, $1,055*,| 

$840°; sedan, $890, $820°, $810; conv.,| 
$950*; Century Riviera, $1,100*. 

"54 Special 2-dr., $550. 

"52 2-dr., $355°. 

"50 Hardtop, $100. 

CADILLAC—'53 (62) Hardtop, $850. 

"48 (62) 4-dr., $225°. | 
CHEVROLET—-58 Bel Air (8) 4-dr., $2,-/ 


$1,035, 


150*, $1,815; Yeoman station wagon, | 
$1,900. | 
’57 4-dr. station wagon, $1,840*; Bel 


Air (8) 4-dr., $1,495°; Two-ten sedan, | 


$1,250, $1,180, $1,150. | 


"56 Two-ten 2-dr., $945, $860. | 

‘55 Bel Air sedan, $990*°, $970°; Two- 
ten 2-dr., $700. 

"54 Bel Air 2-dr., $485°*. 

"53 2-dr., $485. | 

"51 4-dr., $210°. | 

CHRYSLER—'55 Windsor sedan, $950* 

(ps) 

"53 NY 4-dr., $285, $275°; 2-dr., $200°| 
(ps) 


DeSOTO—'57 Fireflite conv., $1,985° (ps). | 
‘55 Fireflite conv., $925* (ps). | 
"53 Firedome 4-dr., $300°. 

DODGE—'57 Royal 2-dr., $1,780° (ps). 
"55 Coronet 4-dr., $825° (ps). 

"53 2-dr., $225. 

FORD—'57 Retractable Hardtop, $2,250°; | 
Fairlane (8) 2-dr., $1,680°, $1,665°| 
(ps); 4-dr., $1,425°, $1,425° (ps). 

"56 Fairlane (8) conv., $1,290° (ps);/ 
Victoria, $1,150°; 4-dr.. $835. 
"55 Ranch Wagon, $1,050, $850; 2-dr., | 


$700*; 4-dr.. $690; Fairlane conv., | 
$775. 

* station wagon, $635; 2-dr., $625, | 
410. 

LINCOLN—’'53 Capri 4-dr., $425° (ps),| 
$290°. | 

MERCURY—'56 Monterey conv., $1,225*| 


(ps); 4-dr., $1,100*. 
"54 Monterey Hardtop, $650*, $475*. 
"53 2-dr., $350. 
NASH—'53 Statesman 2-dr., 
OLDSMOBILE — ‘56 (88) $1,555* 
(ps); 2-dr., $1,100*. 
"55 (98) conv., $1,090* (ps); Hardtop, 
$1,165°, $1,140; (88) 2-dr., $925* (ps). 
PACKARD—’53 4-dr., $415*. 
PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 


$130. 
conv., 


570°; Belvedere (6) 2-dr., $1,200°*. 
"55 4-dr. station wagon, $800*; Savoy 
4-dr., $490°, $435. 
"54 station wagon, $490. 
bag A $315; 4-dr., $175; Suburban, 


PONTIAC—’55 station wagon, $960* (ps), 
$850* (ps); Chieftain sedan, $965*, 
$875*, $635°. 

"54 4-dr., $490° (ps). 
"53 sedan, $415, $360*, $335. 

STUDEBAKER—’55 2-dr., $475. 

"52 4-dr., $145. 
"51 sedan, $100°*. 
a - acee Chevrolet pickup, 
’55 Ford pickup, $505. 
* * * 


— Auctions in Brief — 
MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday (July 16). Market still strong 
and higher on all models. Western buyers 
here in numbers, Sold 117 cars from 141 
consignments. 

* * * 


VALDOSTA, GA. 











price for the sellers, The weather was hot, 
but clear, Sold 85 percent of the con- 
signment. 






* * * 


DYER, IND. 

Len Pollak’s Dyer Auto Auction. Sale 
every Friday (July 18). Sold 169 cars from 
247 consignments. 

* 





| yon 
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EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 


Thursday (July 17). Market stil retail for An 
clean, ready-to-go autos. Sold 71 units from to 
88 offered. Fiz 
* + * * 
y I 
WAREHOUSE POINT, CONN. de: 
Southern Auto Sales, Inc. Sale every 
Wednesday (July 16). We need more cars I « 
to satisfy our top dollar buyers. Sold 147 Fis 
cars from 196 consignments. 
* * * ma 
FLINT Ri 
Flint Auto Auction, Inc. Sale every ene 
Wednesday (July 16). Still plenty of action Roo 
in the used car market, New car dealers had 
are buying rather heavy at present. Sold 
207 cars from 286 offered. ian 
* * Ital: 
MANHEIM, PA. ome 
Manheim Auto Auction. Sale every Fri- m 
day (July 18). The strong wholesale de- of J 
mand for cars continues. 84 percent of FE 
538 cars registered were sold. The late 
models and especially the ‘58s are selling ing 
much better. No signs of the usual tapering stor 
off of prices and demand after July 4th. Fla 
Wondering how new-car and truck pro- sche 
duction and sales are making out? AUTO- son! 
MOTIVE NEWS gives you the entire story, tour 
plus many other pertinent facts concerning 
the automotive industry, every week | 
throughout the year. FR: 
——— ———_—_——— = F 
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Dealers? 


CARS RENTAL SYSTEM might 
be described as a fraternity for 
new car dealers. 

*All of its members have at- 
tended college together. . . 
three-day Seminars in renting 
and leasing to learn all they 
need to know to enter that 
lucrative business. 

*All of its members are author- 
ized new car dealers exclusively 
. no others can belong. 
*All of its members are sin- 
cerely interested in the renting 
and leasing business and are 
acceptable to the other members 

of CARS. 
CARS is exclusive . . . less than 
two percent of all dealers can 
























































Tom Hewitt Auto Auction, Sale every 
Friday (July 18). We had a real good sale 
today. We have just the good clean cars 
needed for the buyers and the top selling 
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Auto Washington 





(Continued from Page 9) 


American makes, and we hope 
to get more of them to take on 
Fiat soon. By the end of Septem- 

ber, we should have 110 or 115 
dealers, and then we'll level off. 
I expect sales of 1,000 to 1,500 
Fiats in our area in the current 
market.” 

Roosevelt’s opening party, enliv- 
ened by his brother, Rep. James 
Roosevelt, California Democrat, 
had an Italian flavor, with an Ital- 
jan caterer, a sampling table of 
Italy’s finest wines, and exhibits of 
Italian crafts. A score of lovely 
models, however, appeared to be 
of American origin. 

FDR jr. also said he is establish- 
ing a second parts depot and car 
storage facility in Jacksonville, 
Fla., as well as a mobile training 
school, staffed by Fiat factory per- 
sonnel. The mobile school is already 
touring his sales area. 

* = = 


FRB Finds a Friend 


EN. Wallace F. Bennett, Utah 

Republican and ex-Ford dealer 
in Salt Lake City, has told the Sen- 
ate that the policies of the Federal 
Reserve Board could not in any 
way be responsible for the reces- 
sion. 

The “tight money” moves of 
the FRB in 1956 and 1957, he said, 
were “about as mild a policy as 


Letterbox 


(Continued from Page 12) 
the seats. Nonsense! Wagons were 
made to work. 

And those stupid, half blocked 
rear sedan doors! Try watching 
an old lady get into a car or 
cab!! And why squash the hats 
of rear-seat passengers with such 
low roofs? Or move them for- 
ward to gain headroom at the 
cost of legroom. There’s too 
much “let’s go him one better” in 
styling and in adding on extras, 
and not enough thoughtful pro- 
vision of transportation that looks 


tty good. 

Nor do I think many of us want 
real economy and no power. Gas 
is cheap enough here. But we don’t 
want nine to 12 m.p.g. either. Even 
the experts in the Mobilgas Run 
couldn’t do very well with anything 
but the Chryslers. 

I believe we want sensible auto- 
mobiles which can still be good 
looking instead of gimmicked and 
overstyled, and cars of reasonable 
size. I think we’d find an enormous 
market for something built in the 
U. S. between a great, overstuffed 
chariot with five-inch-thick doors 
that only fits into a 14x22-foot ga- 
rage, and a tiny import. 

Your magazine has occasionally 
noted that some people say U. S. 
cars are no good. That is another 
half truth. All that’s wrong with 
them is they are too soft and cost 
too much. There isn’t enough dif- 
ference in the ride between stylish 
14-inch tires and 15-inch tires to 
matter, and you almost have to use 
power steering on the soft 14s. 

ra cost. 

Don’t tell me the big power steer- 
ing sales are anything. but need. 
You can’t steer soft tires quickly 
or safely without it, and I'm no 
hotrod driver. My cars are the 1954 
Plymouth and a 1951 Studebaker. I 


ern without going to extremes. 
That’s what is building sales for 
AMC and for Europe. 

This is now the third consecu- 


Sure, Chevrolet is selling cars to 


People who have the habit and to 
eae he have to buy the newest. 


sides, Chevrolet is so like Buick 


that you’d be a fool to buy a Buick. 
It isn’t a matter of snooting sports 
cars. I do too. It is a matter of 
simple, reliable transportation at 
reasonsable cost.—J. U. S. 


could have been adopted” in the 
face of inflation. 

The real cause of our economic 
difficulties, concluded Bennett, was 
the decline in the sale of autos and 
other consumer durables, the drop 
in private spending on capital 
equipment, and a fall in inventories. 

+ = + 


FTC Works Harder 


Federal Trade Commission 
is stepping up its pace. At the 
end of fiscal 1958, it reported a 
sharp increase both in complaints 
and orders aimed at halting mon- 
opolistic and deceptive business 
practices. 
In the 12 months ended June 30, 


Haron Plans Expansion 


FRESNO, Calif.—Charles Haron 
sr. announced that Haron Motor 
Sales, Inc., foreign-car dealership, 
will spend $55,000 on expansion of 
its building at 2222 Ventura. 








FTC issued 270 complaints against 
deceptive practices—m ainly false 
advertising—against 187 issued the 
year before. Antimonopoly com- 
plaints jumped to 86 from 55 in 
1957, and antimonopoly orders 
totalled 46, compared with last 


| year’s 32. 


“The explanation is a simple 
one: the staff simply has been 
working harder and more effi- 
ciently,” commented Harry A. 
Babcock, FTC’s executive direc- 
tor. 


Meanwhile, the other agency re-| 


sponsible for antitrust enforcement, 


the Department of Justice, ran into) § 
sharp fire from Senator Hubert! 
H. Humphrey, Minnesota Democrat, | 


and his special small business sub- 
committee. 


The Senate group criticized Jus-| 


tice for settling 83 percent of its 
antitrust cases last year with con- 
sent decrees. It said the judgments 
permit violators to avoid the triple 


damages that may be assessed in| 


antitrust suits, and discourage pri- 
vate businesses from trying to 
prosecute antitrust charges. 

Humphrey said the object of the 
report was to “take the profit out 
of these antitrust violations.” 





| Volvo Dealers Meet on West Coast— 





Northern California, Oregon, Washington and other western dealers for the 
Volvo met in San Francisco to hear Eugene V. Klein, board chairman, Auto Imports, 
Inc., Los Angeles, Volvo distributor, outline advertising and promotion plans for the 
coming months. At the head table of the banquet hosted by Klein above are, from 
left, Ron Pearson, Auto Imports northern division service manager; Richard Harris, 
| northern division sales manager; Klein; Dave Boxter, San Francisco radio personality; 
Kent Goodman, president, Advertising Agencies, Inc., Studio City, Calif., Volvo ad 
agency, and David Crawley, agency general manager. Klein told the dealers Volvo 


| sales were running well ahead of last year. 





In hundreds of Midwest towns this 
Summer, women are flocking to a new 
kind of fashion show. The exhibits shown 
are not dresses, hats, hairdos, home decor 
—but new fashions in kitchens. 

The show is sponsored by an appliance 
dealer, or a utility, and was originated by 
SuccessFuL Farminc. The women who 
attend see the prize winning filmstrip, 
“Planning Your Farm Kitchen,” and get 
a copy of the SF brochure, “Farm Kitchen 
Ideas.” The dealer has the opportunity to 
demonstrate his ranges, dryers, automatic 
washers, cabinets, dishwashers, furniture 
—and book orders. 

After the initial showing, the filmstrip 
is loaned to women’s clubs, church grou 
extension classes, and home economists. 
One dealer alone showed the film to more 
than 4,000 people during one week. 

The meetings are based on SuccessFuL 
Farminc’s editorial program of center by 
center kitchen modernization; 9 separate 
and efficient work areas are suggested as 
the key to better farm kitchens. The woman 
attending learns how she can modemize her 
kitchen piecemeal as her budget permits. 

Dealers participating in the SuccessruL 
Farminc Kitchen Modemization promo- 
tion are listed in the March and September 
issues of the magazine; and provided with 





two seasonal kits of display material The 
filmstrips are sold at $9.95, and the “Farm 
Kitchen Ideas” booklets at 12¥2¢ a copy. 

To date this promotion has had the 
enthusiastic cooperation of more than goo 
dealers, who spent their own money for it 
—for the simple reason that it works. It is 
making additional sales for them, and 
providing prospects for years to come. 

SF housewives are more interested in 
kitchens than their urban sisters, spend 
more time in their kitchens, and prepare 
more meals for larger families. 

Fifty years of helping farm families earn 
more and live better gives extra influence 
to everything published in its pages, extra 


response to every advertisement it carries. 

With better prices and bumper crops, 
SF families are having a prosperous year. 
Their average estimated cash farm income 
for more than a decade has been around 
$10,000. There is no lack of buying power 
in Successrut Farminc’s market. 

For better business this year, and to 
balance national advertising in a segment 
of the U S market where general media lack 
impact, buy Successrut Farminc. Any 
SF office will give you the details. 


Meredith of Des Moines . . . America’s 


biggest publisher of ideas for today’s living 
and tomorrow's plans. 


The big build up! 


13% added one or more rooms, 


31% installed new siding, 
55% did outside painting, 
76% did interior painting, 


in a three year period ending Jan. 1, 1957. 
Know any better building market 

than these Successful Farming families? 
Their estimated average cash farm income 


was $10,870 in 1957— 
will be higher this year. 
Having helped farm families live better 

for 56 years, Successful Farming 
has unmatched influence — 


and gives balance to national advertising 


where general media are spotty. 


Call any SF office for details. 


Successful Farming. ..Des Moines, New York, Chicago, Detroit, 
Philadelphia, Cleveland, Atlanja, San Francisco, Los Angeles. 
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EST BY TEST! 


_— 


LONGER TREAD LIFE... test driven under similar con- 
ditions for same length of time, rayon cord tire (right) 
shows much less tread wear than nylon cord tire. 


QUIETER RIDE... graph taken from oscilloscopes shows 
difference in octave noise levels of rayon cord tires (right) 
versus nylon under normal operating conditions. 


——— ~ —< Mca: * 2 = , al mas A i ws ‘ee ee 

GREATER BLOWOUT PROTECTION... rayon cord tires, 
3} tested by smashing into six-inch granite curb at 60 mph, 
, show no _trace of cord rupture even under microscopic 
ef examination. 


No wonder new 1958 


RAYON CORD TIRES 
pay off for 


HOLMES MOTOR SALES, Inc. 


Major Ford agency in Southern Michigan 


Greater Heat Resistance ...new rayon tire cord actually 
grows stronger as tire heat builds up at high road speeds. 


Quieter Ride . . . tires ride up to 33 per cent quieter, reduc- 
ing danger of “highway hypnosis.” 

More Stability ...no troublesome flat spotting or “‘morn- 
ing thump” ...safer, easier steering control. 


Longer Tread Life .. . controlled tests prove rayon cord 
tires give up to 26 per cent longer tread life. 


Retreadability ... comparative retreading tests prove rayon 
cord tires take more retreads, with greater mileage per 
retread. 


Dave Holmes, president of Holmes Ford, is past president 
of the Michigan Auto Dealers Association, and is currently 
a director of NADA for Michigan. He has this to say 
about new 1958 RAYON CORD TIRES: “Ever since I 
can remember, all our new Fords have been sold with rayon 
cord tires as standard equipment. And for very good reason: 
they guarantee customer satisfaction! Many good customers 
have made a point of telling me how very satisfied they are 
with the fine features of rayon cord tires. At trade-in time, such 
enthusiasm as that brings customers back—and I guess that’s 
the most impressive proof of rayon cord tire’s popularity!” 


RAYON CORD TIRES ARE STANDARD EQUIPMENT ON ALL MANUFACTURERS’ 1958 MODELS. 


AMERICAN RAYON 
INSTITUTE, INC. 


390 Fifth Avenue, New York 1, N. Y. 
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iCK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
$3,041; 4-dr, 2-seat 


hardtop, $2,744; conv., 
stat, wag., $3,145; 4-dr. 2-seat hardtop 


Weeks Optimistic; 
Says Economy Is 


At ‘Edge of Woods’ 


WASHINGTON.—The economy is 
“right on the edge of the woods” 
as far as the recession is concerned, 
Commerce Secretary Sinclair Weeks 
told a news conference. 

He added, “The economy may run 
along with only slight changes dur- 
ing the summer vacation period, 
but a definite upswing seems in the 
cards for the fall.” 

Weeks said businessmen and 
consumers are more confident than 
in recent months. He also pointed 
to an improvement in the employ- 
ment picture. 

Manufacturing employment 
increased 150,000 in June, he said, 
adding that it was an across-the- 
board increase, including durable 
goods as well as soft goods. It was 
the first increase since December, 
1956, according to Weeks. 

He also noted that the length of 
the work week increased from 38.6 
hours in May to 39.2 hours in June, 
the second successive monthly in- 
crease. In previous recessions, 
Weeks said, an increase in the 
factory work week has indicated 
a turning point in the decline. 

Weeks said industrial production 
went up in May and probably did 
in June. He said it was the first 
increase since May, 1957. 


Horn Tootin' 
Membership Boost Is Goal 


Of Dealer Group 

AUSTIN, Tex—A booklet de- 
Signed primarily as a “selling” 
Piece for use in soliciting new 
members has been published by the 
Texas Automotive Dealers Assn. 

Recent TADA achievements in 
issues affecting dealer members 
and services offered by the associa- 
tion are outlined in the publica- 


Sam H. White, TADA president, 
has called on every member to 
sign at least one new member 
during 1958 “to perpetuate” serv- 
ices offered by TADA. 
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stat. wag., $3,261. —4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3, 368; conv., $3, ; 4-dr, 2-seat hardtop 
stat. wag., $3.831, Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Readmaster 75 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., ,680. Limited—4-dr, hardtop, 
$5,112; 2-dr, hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flght-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2- dr. hardtop, $4,784; conv. $5,454 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de. Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 

Special—4-dr. hardtop, $6,232, Series 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power 
power brakes standard on all models.) 


CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr, util. 


hardtop, $2,511; 2-dr. hardtop, $2, 447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. ©orvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 

Saratoga - 


dr. 3-seat stat. ., $3,803. 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 


sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 

CONTINENTAL—4-dr, sed., $6,072; 4- 
dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, oe: 2-dr, hardtop, $3,- 
177.50; conv., $3,488 Firefiite — 4-dr. 
sed. $3,582.50: 4-dr. nasdtep $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071: 
conv., $4,369. (TorqueFliite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed.. $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. CUustem 

Royal—4-dr. -, $3,030; 4-dr. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr.. hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr. 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr. sed. $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2.678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, 
Clitation—4-dr. hardtop, $3,615; ao a 


top, $3,535; conv., $3,801. 
—Roundup— 


$3,346. | 


$3,190; 


4-dr. 3- 
(Automatic transmission 
standard on Corsair and Citation.) 


Bermuda—4-dr. 
seat, $3,247. 


2-seat, 


FORD — (Prices are for six-cylinder 
models, For V-8s add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custom 
300—4-dr. sed., oe 2-dr. ood. $2,055; 
business sed., $1,96 Fatriane—4-dr. sed., 
$2,275; 2-dr. sed., "soon: 4-dr, hardtop, 
$2,418.73; 2-dr. hardtop, $2,354.12. Fair- 
lane 500—4-dr. sed., $2,427.72; 2-dr. sed., 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 standard), §$3,- 
162.69. Station Wagons 2-dr. 2-seat 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 


Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr., 3-seat 
Country Squire, $2,793.90. Thunde: — 


(V-8 standard)—2-door hardtop, $3,630.85; 
conv., $3,913.85. 


IMPERIAL — Imperial —4-dr, sed., $4,- 
945; oa. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
ion. * $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr, sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Fiite, power steering, power brakes stand- 
ard on all models.) . 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803 
Premiere—4-dr. sed., $5,565; 4-dr. ‘hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo- Drive, 


an 1 models. ) 


MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. ™ 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr, hardtop, $2,769; conv., $3,- 
081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; e 
hardtop, $3,498. 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matiec standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat. wag. ‘$3,284; 4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr, sed., $3,112; 4-dr, hardtop, $3,339; 
2-dr. hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk -—2-dr. hardtop, $3,995. 
(Flightomatic and power brakes are stand- 
ard on all models.) 


PLYMOUTH—(Prices are for Ce 
models. For V-8s, add $107.) Piaza—4-dr. 

gsed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, '$2.- 
399.50; 2-dr. hardtop, $2,328.50, Belvedere 
—4-dr. sed., $2,439.75; ; 2-dr. sed., , $2,388.50; 


er steering, power brakes standard on/| i-dr. hardtop, $2,527.50; 2-dr. hardtop, 


| 


456.50; conv. (V-8 std.), $2,762. 2 
2-dr. hardtop (V-8 std.), $3,066.50, 
tion Wagons (Suburbans)—2-dr. 2-seat 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, 
485.50; 2-dr. 2-seat Custom, §$2,55 
4-dr. 2-seat Custom, $2,607; 
Custom, $2,747; 4-dr. 2-seat Sport, 
759.75; 4-dr. 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr. sed., $2 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr, 
2-seat stat. wag., amie: 4-dr, 3-seat <tat 
wag., $3,088. ‘Chief—4-dr, sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. har. top, 
$2,880. Star Chief—4-dr. sed., $3,071. 4 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 


RAMBLER — American — Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874, 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr, 2-seat stat. wag., $2,506 Six 
—4-dr. 4-dr, 2-seat stat, 
wag., V-8—Super — ‘-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., 
636. Custom — 4-dr. sed., $2,457; 
hardtop, $2,532; 4-dr. 2-seat stat, wag., 
$2,751. — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. ‘hardtop, $2,. 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr, 
2-seat hardtop stat. wag., $3,116, 


STUDEB. ¢@—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag., $2,055. Champion 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-§ 

—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat’ Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed.,” $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; ‘Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scoteman. ) 


pat 
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New Commercial Car Registrations, 
18 States for June, 1958-1957 
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“The e information contained in this report 


Station W: 
2-dr. "2-seat, $2,876. Villager | a ~ to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is publi shed. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 


4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 





New Passenger Car Registrations, 17 States for June, 1958-1957 
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SAVE ON 
PENNANTS 


AS LOW AS 75¢ PER 30-FT. SET 
buy pennants direct from the manufacturer and 
gave both time and money. 30-ft. set of twelve 
12” x 18” flags in 6 colors from 75c to $1.30 
per set, including only pennants made with full 
60-day guarantee. 

FREE CAR LOT DISPLAY CATALOG 


Shows wide variety of ovtdoor display items 
manufactured and sold direct by Pratt— 
pennants, banners, posters, vertical and mobile 
displays, and letter-banners. Write for your 
copy. 
For lower prices, faster delivery and 
guaranteed quality, buy direct from . . . 


The Pratt Poster Co. 


PRINTCRAFT BUILDING ° TIDIARAPOLIS 4, » 


Take al New vy Look 
at BUFFALO 
and its Suburbs 


asc CITY tome 
fo--+- 
Beftele City “Sent envowses 


»».-a Concentrated, 
Fast-Growing 
Market 
for your products 


Eight counties make up the complete | 
Buffalo Market extending up to 60 miles 
from the heart of the city. 


But 1,054,535, or over 62% of the 
8-County population, live within 15 


miles of Buffalo City Hall. Population 
has grown 20% since 1950. 


Here, then, is a new picture of Buffalo 
and the suburban residential area, which 
extends virtually without interruption 
beyond the City and the ABC City Zone. 
It's a continuous, concentrated, fast- 
gtowing market made up of families who 
earn their livings within the area and 
look to it for all their shopping needs. 


WRITE for this 
interesting new study, 
“Buffalo and Subur: 3,” 
based om the local 
Situation as it actually és. 
It’s a study to give 

Bai 4 true picture of 

mide strictly from a 
al, ep Bocpes 


ROP COLOR available both daily 
and Sunday 
Member: Metro Sunday Comics and 
Sunday Magazine Networks 


Buffalo Courier-Express 


Western New York's Only Morning 
and Sunday Newspaper 


Representatives: Scolaro, Meeker & Scott 
Pacific Coast: Doyle & Hawley 


| were: 


AUTOMOTIVE NEWS, JULY 28, 


Jurisdiction Broadened ... 


More Dealers Covered 
By NERB Rules 


(Continued from Page 3) 


set if contract talks show a lack 
of progress. 

The union and GM, Ford Motor 
Co. and Chrysler Corp. have been 
deadlocked since talks began late 
in March and have settled only a 
few minor issues. 

Once committed to a strike, the 
UAW would probably go through 
with it if the companies remain 
firm in their resistance to union de- 
mands for improvements on the 
industry’s offer of a two-year con- 
tract offer. 

It is expected that the union will 
soon call together its executive 
board to decide on a strike dead- 
line. However, such a deadline will 
not become official until it is sub- 
mitted to and approved by the 
councils representing local unions 
in the UAW’s GM, Ford and Chrys- 
ler departments 

Although the executive board is 
not due to hold another regular 
meeting until September, there is 
nothing to prohibit the union 
from calling it into special session 
at any time. Should the union do 
that, it would be an indication 
that the union is ready decide 
whether it wants to issue a strike 
deadline. 

The UAW announced that strike 
votes at all Chrysler plants have 
been completed. Union members in 


French Cars Win 
5 of 6 Classes in 


Economy Run 


NEW YORK. — Lightweight 
French cars took top honors for 
gasoline economy in the first trans- 
European version of America’s 
famed Mobilgas Economy Run. 

This was revealed as judges 
posted results on the 1,700-mile con- 
test which started near the Brus- 
sels World's Fair on July 14 and 
wound up at Biarritz in Southwest- 
ern France on July 18 after pass 
ing through six countries. 

Of the six weight classes, five 
were won by French cars—all op- 
erated by French drivers. Sweep- 
stakes winner was a Panhard 
driven by Francois Hebrard, with 
67.00326 ton miles per gallon. 


By weight classifications, winners | 


Class I (lightest), a two- 


horsepower Citroeon; Class II, the| 


sweepstakes - winning Panhard; 
Class III, a Peugeot 203; Class IV, 
\a Peugeot 403; Class V, a Citroeon 
|ID 19 P; Class VI (heaviest), a 
| British Standard Sportsman. 


During the five days, the cars 
passed through Belgium, Holland, 
Luxembourg, Switzerland, Italy and 
France. Because French laws for- 
bid motoring events on primary 
highways during summer months, 
the competing cars had to thread 
their way over picturesque second- 
ary roads. 


580 Teachers 
Take GM Course 


DETROIT.—Five hundred eighty 
teachers of automotive courses in 
high and vocational schools re- 
ceived instruction in latest auto- 
motive advancements in classes just 
closed in the fourth Automotive 
Teacher Summer Workshop con- 
ducted in General Motors Training 
Centers, 


“This was the most successful 
session to date,” said Myrle E. St. 
Aubin, director of the service sec- 
tion of General Motors. “A total 
of 79 weekly programs covering 27 
subjects was completed in 14 of 
the 30 GM Training Centers. Sub- 
jects included air suspension, fuel 
injection, air conditioning, acrylic 
paint, Diesel engines and many 
others, 

Each year the GM service section 
works closely with state directors 
of industrial and vocational educa- 
tion and offers the facilities of the 
Training Centers and the services 
of instructors without charge. 


33 UAW Chrysler locals voted 94.92 
percent in favor of striking if 
necessary to support their bargain- 
ing demands. 

A tabulation of votes showed 40,- 


and 2,144 voted against it, the union 
said. Chrysler locals were the first 
of the Big Three locals to complete 
balloting. 


New-Car Dealers Form | 
Association in Abilene | 


dealers here have organized the 
Abilene Authorized New Car Deal-| 
ers Assn. 

Officers are J, M. Manly (Pon-| 
tiac), president; James Berg 
(Lincoln-Mercury), v ic e-president; | 
Jake Moore (DeSoto-Plymouth), 
secretary-treasurer, and Fred| 
Hughes (Dodge-Plymouth) and| 
Horace Holly (Chrysler-Plymouth), | 
directors. 


ABILENE, have organized the| ‘ 
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SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 


(Larger shops multiply number mechanics by $188.00 


A he) KNOW HOW > personally tro 


lest motion, non-prod 


customer Backed by our 7? 


Mee Prk 


complaints 


trie 


A complete dispatcher package for 


chase plan. Resuits are guoronteed or yo 


2170 South Canalpeort Avenve, 
Dept. AN-189, Chicago &, Ill. 


=Js5 0 


LUCITE adds drama to design! The sparkling tail lights of the 1958 
De Soto are visible for great distances because of the superior optical prop- 
erties of Lucrre acrylic resin. And the jewel-like beauty and color will last 
for years because Lucrre is strong and weather-resistant. 

Available in a wide range of colors, Lucrre can be molded easily and 
economically to precise geometric patterns. For more information, write: 

E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Department, Room 


37, Wilmington 98, Delaware. 
In Canada: Du Pont Company of Canada (1956) Limited, Box 660, Montreal, Quebec. 


LUCITE’ 


acrylic resin 


8£6.y, 5. pat.ort 
BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 
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Dub Richardson’s Oklahoma ‘Ranch’ .. . 


‘Faith in Future’ Triggers Move che 


space, Richardson’s claim may be|the base of the “T”, directly behind 


Eprror’s Note: This is the third 
in a series of articles on dealers 
who have decided to relocate 
their facilities. Next week: Mon- 
arch Buick, Indianapolis. 

* *” * 
By Mary Lou Risen 
Staff Correspondent 
oo CITY.—“I certainly 
have faith in the future or I 
wouldn’t be spending this kind of 
money!” 

Those are the words of Dub 
Richardson, owner of Dub Rich- 
ardson Ford, whose new $150,000 
sales and service building will open 
this fall at Thirty-Six and May 
here. 

Richardson is moving his deal- 
ership from a downtown location 
that has grown congested. The 
new structure, occupying Rich- 
ardson’s former used-car lot, is 
being billed as the “Southwest's 
largest car and truck ranch.” 

With a 270-foot building frontage 
and 28,000 square feet of floor 





Detroit Eyes ’60s, 
But 3 Makers 
Like Early 1900s 


DETROIT.—While Motor City 
manufacturers look ahead to the 
1960s, three auto makers have 
turned the clock back to the early 
days of the 20th Century. 

American Air Products Corp. and 
Starts Mfg. Co., both of Fort Lau- 
derdale, Fila. are building 1901 
Oldsmobiles for the consumer mar- 
ket, and Dyer Products Co., Canton, 
O., has introduced the Surrey, a 
1959 version of a 1903 auto. 

AAP says its car is being built 
from plans supplied by General 
Motors, and the firm hopes to turn 
out 5,000 in the next two years. The 
Starts version is about two-thirds 






E. W. Bliss Co., Canton, is build- 
ing Dyer’s Surrey. An imaginative 
press agent notes that a fringe top 
may be an optional equipment item. 

All three cars have tail lights 
and sealed-beam headlights. The 
kerosene lamps of the originals do 
not conform to today’s laws. 

The AAP sales organization in- 
cludes Nickey Chevrolet Sales, Inc., 
Chicago, and Summer-Whitin, Bev- 
Hills, Calif. Both are author- 
to sign up dealers. Dyer said 
Surrey will be sold through 
ers on a franchise basis. 
priced its Oldsmobile at 
e Surrey is $1,095, and the 
is $895. The Surrey 
be offered in a knocked- 
assemble-it-yourself kit for 


BREE 
‘ Res 


Starts 
also 
down, 
$895. 





Dave Collier, left, president, Orlando 
(Fia.) Used-Car Dealers Assn., and Grady 
Chance, president, Orlando Automobile 
Dealers Assn., go to work during the “You 


during the campaign, on a 
he sold more new cars than 
other day during his history as a 


well founded. 
= * + 

A* departments will get more 
space in the T-shaped struc- 
ture. The service shop, stretching 
181’ by 70’ in the top of the “T”, 
will have 28 stalls and a washrack. 
Truck servicing will receive special 
attention, and the shop will provide 
two booths each for front-end 
work, wheel alignment and brakes. 
Nearly tripled in size, the parts 
department will occupy the rear of 


NIADA Delays 
‘Sticker’ Meeting 


WASHINGTON. — The meeting 
of the National Independent Auto- 
mobile Dealers Assn., scheduled 
here July 20-21, drew a last-minute 
postponement by President C. E. 
Pitts. 

The delay was requested by two 
officers unable to participate until 
later, according to Eva Mosley, ex- 
ecutive secretary. 

Miss Mosley said the meeting 
would be held probably early this 
week. 

It is expected that a principal 
item on the agenda will be the new 
auto labeling law. 


More Mileage 


the showroom and sales and book- 
keeping offices. 

A new Assort-O- Post (Ford) 
stock purchase control is being 
installed, which will have a card 
on every item in stock, This will 
enable the dealership to keep a 
complete stock of parts at all 
times. Parts Manager George 
Schoenfeld estimates that 21,000 
cards will be required. 


Red brick and anodized alumi- 
num will be used to enhance the 
display room exterior. A sales 
meeting room adjons the display 
area. 

+ * = 


LAST-MINUTE change in the 

architect's plans was a hallway 
running tae front length of the 
building. The sales office will be 
accessible from the showrooms as 
a result, without requiring passage 
through the bookkeeping depart- 
ment. 

Walter L. Nicol, general manager 
of Dub Richardson Ford, reports 
that consolidating the new-car and 
used-car operations at one location 
will permit better control over ad- 
vertising and the business in gen- 
eral. 

As Richardson says, “Things are 
looking much better the closer the 
new building gets to completion.” 


at Less Cost 


Claimed for Today’s Gas 


NEW YOR K.—Improvements in 
gasoline are providing the Ameri- 
can motorist with more real mile- 
age than ever before and at a 
marked saving in fuel costs, Ethyl 
Corp. said a study shows. 


Tracing the increasing value 
of gasoline over the years, Ethyl 
said its study revealed that the 
average car today gets 70 percent 
more real mileage out of a gallon 
of gasoline, and at 18 percent less 
unit cost exclusive of taxes, than 
did its counterpart in 1930, 


As a result, the study declared, 
the average motorist realizes an 
economic saving of 475 gallons of 
gasoline a year. This is the addi- 
tional gasoline he would need for 
the amount of driving he does in 
a year, if gasolines and automobiles 
had not been improved since 1930, 
Ethyl said. At prevailing prices, 
that much gasoline represents a 
saving of over $140 a year, it was 
said. 


Advances in fuels and engines 
are responsible for the greater 
power, improved fuel economy and 
better engine performance of to- 
day’s automobiles, the study ob- 
served. 


However, it noted, the increased 
average weight of cars tends to 
obscure the greater mileage a 
gallon of gasoline today delivers. 
In fact, a typical present-day car 
weighs 1.77 tons as against 1.39 
tons for a comparable 1930 model. 
Accordingly, Ethyl’s study was 
based on an analysis of ton-miles 
per gallon—the distance a gallon 
of gasoline will move one ton of 
automobile. 


In 1930, the study found, a gallon 
of gasoline gave the average car 
25 ton-miles at a constant speed of 


12 Dealers Get 
SAAB Franchises 


NEW YORK.—Appointment of 12 
dealers has been announced by 
SAAB Motors, Inc., U. S. importer 
of the Swedish auto. They are: 

Steben Motors, West Hartford, 
Conn.; Fenn Motors, Inc., New- 
buryport, Mass.; Royal Motors, Jer- 
sey City, N. J.; Motor Mart, Inc., 
New Hyde Park, N. Y.; Karen 
Motors, East Setauket, N. Y.; Dick 
Winkler, Inc., Bay Shore, N. Y. 


Merit Motors, Inc., Yonkers, 


.|N. Y¥.; Lee Heffner, Inc., Temple, 
.| Pa.; Yohe Motors, Jersey Shore, 


Pa.; Horlacher & Sherwood Chev- 
rolet, Inc., Montrose, Pa.; A & B 
Motors, Woodstock, Vt., and Car- 
penter & Mayforth, Inc., South 
Burlington, Vt. 


40 m.p.h,. By 1957, the average car 
was getting 43 ton-miles, a gain of 
70 percent. 


This gain, the study shows, is due 
largely to today’s efficient high 
compression engines which have 
been made possible by the improve- 
ment in gasoline quality. 


“It is particularly striking when 
you consider that the available 
horsepower of passenger cars has 
more than doubled just since 1952. 
This has given the American public 
a new level of safety for meeting 
the conditions of modern driving. 


“Moreover,” the study contin- 
ued, “gasoline now provides the 
energy for so many convenience 
accessories, such ag automatic 
transmissions, power brakes, 
power steering, air conditioning 
and super generators. Some of 
these accessories were not even 
available 10 years ago; yet every 
one of them operates indirectly 
from the gasoline tank.” 


To move a ton of automobile, the 
study showed, gasoline today costs 
the car owner only 0.54 cents a mile, 
excluding taxes. In contrast, it cost 
0.66 cents a mile for gasoline in 
1930, on the same basis. 

“Therefore,” the study said, “gas- 
oline is actually 18 percent cheaper 
today than it was in 1930 in terms 
of the work it is doing for the 
public.” 





il 


Out in the Open— 


This unusual open display room was built by C. Nick Baker, Inc. (Renault-Borgward- 
Porsche-Volvo), in Ogden, Utah. The showroom was built two feet above the ground 
in order to place the cars on display at eye level. The wall at the rear of the show- 
room is covered with oil paintings, featuring scenes from several national parks. 


DETROIT.—Plymouth this month 
looks backward and forward— 
backward to 30 years of achieve- 
ment in the auto industry and for- 
ward to what it hopes will be even 
greater success. 

Division historians pored over 
their scrapbooks to tell the story 
of the car’s first 30 years. They 
found that car shipments grew 
from 58,031 in 1928 to a record 
636,841 last year. 

Plymouth also claims that its 
Detroit assembly plant was the 
largest producer of passenger cars 
in 1957. The plant is said to be 
capable of turning out an automo- 
bile every 20 seconds. 

Some 10 million Plymouths have 
been built, and division statisticians 
say that 5,050,000 of them still are 
on the road. 

The Plymouth story began in 
1928, a big year for the then three- 
year-old Chrysler Corp. which had 
been formed by Walter P. Chrysler 
out of the reorganization of Max- 
well Motors Corp. Chrysler ac- 
quired Dodge in 1928 and set up 
Plymouth and DeSoto divisions. 

Engineering planning for the 
Plymouth began in 1926. Among 
the men behind the project were 
Chrysler, F. M. Zeder, O. R. 
Skelton, Carl Breer, K. T. Keller 
and B. E. Hutchinson. 

On June 16, 1928, Detroit news- 
papers noted that Chrysler would 
bring out a low-priced car and that 
its name would be Plymouth. The 
name was selected because it was 
symbolic of the hardy Pilgrims who 
were the first American colonists. 

The public first saw the car in 
July in the Chicago Coliseum. It 
had such engineering features as 
four-wheel hydraulic brakes, full- 
pressure engine lubrication, alu- 


2) > . > 





Old-Timers Greet an Old-Timer— 


Fourteen employes who helped build the first Plymouth were on hand recently to 
welcome the car back to the assembly line at the division's Detroit plant. The 1928 
car was returned as part of Plymouth’s observance of its 30th anniversary. From left 
are: F. J. (Hap) Hill, Raymond L. Clark, Louis P. Kelos, William Elkins, P. D. Jones, 
Fred Baker, Joe lambert, William Cox, H. F. Schummer, John Mieszczak, James Cald- 
well, Albert Rutz @nd Hilmer Moe. In the driver's seat is John Reardon. 


Important Dates Recalled .. . 


Plymouth’s 30th Birthday 









minum alloy pistons and independ- 
ent hand brake. 

In 1929, Plymouth shipments 
climbed to 102,347. 

A giant step in Plymouth mer- 
chandising was taken in 1930 when 
Chrysler Corp. announced that all 
Chrysler, Dodge and DeSoto deal- 
ers would be dualed with Plym- 
outh. 


The dualing setup is still in 
force. On Jan. 1, 1958, Plymouth 
had 7,695 dealers, and 7,500 of 
them handled at least one other 
Chrysler Corp. line. 

A Plymouth “first” in 1931 was 
“floating power,” a patented method 
of suspending the engine in balance 
on rubber mountings. 

The following year saw the cor- 
poration invest $9 million in tooling 
at the Detroit plant and open a 
Plymouth assembly plant in Los 
Angles to serve the West. 

Plymouth’s six-cylinder engine 
appeared in 1932, and the one 
millionth car was assembled in 
August, 1934. 

D. 8S. Eddins became Plymouth 
president that year and held the 
position until he retired in 1952. 

Shipments passed the half-million 
mark in 1940, and Plymouth won 
an award from the Eastern Safety 
Conference for safety in automotive 
design. Another safety contribution 
came in 1941—the adoption of 
Safety Rim wheels for greater se 
curity in case of a blowout. 

Auto assembly ceased after 
Pearl Harbor and Plymouth 
turned to the manufacture of 
airplane landing gears, antiair- 
craft guns, tank parts and other 
items of war materiel. 

Among its postwar achievements, 
Plymouth lists the first all-steel 
station wagon. 

These include pushbutton auto- 
matic transmission, Torsion-Aire 
suspension, ignition-key starting, 
Oilite fuel filter, dual-cylinder 
front-wheel brakes, electric wind- 
shield wipers as standard equip- 
ment, splayed mounting of rear 
springs and Oriflow shock absorbers. 

Plymouth suffered an embarrass- 
ing setback in 1954 when it lost 
third place in sales to Buick, Plym- 
outh had held that spot since 1931 
After three years in fourth, Plym- 
outh fought its way back to third 
in 1957 and is holding that position 
this year. 

John P. Mansfield became pres 


ident of Plymouth when Eddins re 


tired in 1952 and remained in that 
post until last April when he was 


transferred to the staff-of Edgar 


C. Row, Chrysler Corp. first vice- 
president. 

Present general manager of the 
division is Harry C. Chesebrough, 
formerly director of product volume 
planning for the corporation. 

“During the past 30 years, there 
have been tremendous improve 
ments in quality, styling, engineer- 
ing, economy, safety and perfor- 
mance. We dedicate our future 
efforts to using the knowledge 
gained during our first 30 years to 
ae the finest car possible,” he 
said. 
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Report on ‘Auto Buy oe 





93% of Drives Click 


NEW YORK. — Sales increases 
ranging from good to “phenomenal” 
were announced by 93 percent of 
gdties reporting in a survey of Auto 
Buy Now results, according to the 
Bureau of Advertising of the 
American Newspaper Publishers 
Assn. 

Chamber of Commerce executives 
were contacted in the survey con- 
ducted by one of the automotive 
empanies, the bureau said. 

Edward A. Falasca, bureau 
ereative vice-president, said in- 
greases were reported by 199 of 

214 executives who responded. 

“Only six (3 percent) reported 
failure,” he continued, “usually 
pointing to inadequate organization 
and lack of cooperation as the rea- 
sons. 

“The project paid off handsomely, 
whatever yardstick is used to 
measure it,” Falasca said. 

“In terms of actual unit and dol- 
lar sales of cars, increased show- 
room traffic, dealers’ cooperative ef- 
fort, salesmen enthusiasm, effect on 
the community’s economy, promo- 
tional power and in other ways, the 


Tape Recordings 
Used to ‘Drive’ 
Esso Test Cars 


LINDEN, N. J.—Test cars needed 
to evaluate experimental motor 
fuels and lubricants at the Esso 
Research Center here are being 
operated — without drivers— on an 
automated treadmill. 

The treadmill accommodates up 
to eight cars, all of which can be 
“driven” simultaneously by one man 
stationed in a control house. It is 
no longer necessary to send cars 
out on the road for some types of 
engine tests. 


Magnetic tape recordings, made 
during on-the-road runs, control 
the acceleration and braking cycle 
of the test cars in an exact duplica- 
tion of the way a motorist would 
start, accelerate, slow down and 
stop his car during normal driving. 


This duplication is said to make 
it possible to test gasolines and 
lubricants under conditions which 
reflect typical driving patterns more 
realistically than has been possible 
until now—without actually driving 
cars over the road. The tapes can 
be used over and over again to 
reproduce exactly the same engine 
patterns. 

The first road test to be replaced 
by the treadmill is Esso Research 
and Engineering Co.’s daily “milk 
run,” a 101-mile route in metro- 
politan New Jersey traffic over a 
3%-hour period. 

The treadmill can also be set for 
fast, uninterrupted turnpike driv- 
ing, or a combination of both open 
road and city driving. The new 
installation is expected to record 
More than a million test miles in 
the next year. 

. > 
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Treadmill for Test Cars— 





campaign was unquestionably most 
effective.” 

Similar results were reported 
by member newspapers of the 
bureau, Falasca said. 


While the work of dealer com- 
mittees was basic to successful 
drives, Falasca said, the success or 
failure of individual dealers de- 
pended largely on the extent to 
which they joined in the campaign, 
used advertising, and otherwise 
promoted the event. 


“Both the Chamber of Commerce 
executives,” he said, “and the news- 
papers repeatedly emphasized that 
the dealers who participated 
strongly reaped excellent gains. In 
general, those who sat back found 
the results disappointing, though 
even among them sales increases 
often resulted from the effects of 
the citywide effort.” 


Falasca presented the following 
statements, which he said were 
typical of most of the reports by 
newspapers and Chamber of Com- 
merce officials: 


“Huge success ... More new 
cars were sold during the 10-day 
period than in any similar period 
in the history of Pueblo (Colo.). 
Many of the dealers spent more 
for advertising in the 10 days 
than they had during the previ- 
ous year and many utilized selling 
programs with personnel which 
they had never applied before.” 


“Real ‘success (Fort Lauderdale, 
Fla.). Those who tied in with the 
Auto Buy Now promotion and those 
who put advertising sales into the 
program reaped results that were 
well worthwhile. There is plenty of 
business here and all over the na-| 
tion if we once again develop sales-| 
men.” 


“Dealers experienced increased 
sales activity ranging from ‘fair’ to 
‘spectacular’ (Oakland, Calif.) — as 
high as 300 percent increase. In| 
general there was a direct relation- 
ship of sales gain by those who} 
tried to take advantage of the pro- 
motion.” 


“Fine job (Marquette, Mich.). 
Feeling the effects of the promotion 
these three weeks following. Inter- 
est generated should continue for 
some time.” 


“(Huntington, W. Va.) dealers 
sold 448 units compared with 275 
in the same week of 1957. Dealers | 
reported extra heavy traffic and 
high enthusiasm. Many hot pros- 
pects developed from the cam- 
paign have been sold since the | 
close of You Auto Buy Week.” 


“Thorough success (Phoenix, 
Ariz.). Dealers reported increased | 
sales ranging from 58 to 100 per-| 
cent, and tremendously increased | 
showroom traffic and interest.” 


Greatly increased newspaper ad-| 
vertising, as well as heavy support | 
in the form of editorials, news) 
stories and planning aid by the | 
newspapers, were credited by the) 
the 
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campaign cities averaged more 
than a 50 percent rise during the 
campaign period over the similar 
period of 1957 and well over 100 
percent above the preceding period 
of this year, Falasca said. 


“Particularly significant to us,” 
he added, “is the fact that the in- 
terest generated by the campaign 
has continued at a high level in 
many cities. We are still getting 
reports to this effect every day 
from our newspapers. 

“An outstanding example of this 
development is Cleveland, which 
started the You Auto Buy snowball. 
According to the dealers’ associa- 
tion there, sales continued at high 
levels long after the campaign had 
ended — actually at higher levels 
than during the promotion week, 
and the campaign there was an 
unqualified success, as everyone 
knows.” 


Bauer and Wetzel 
Head Chrysler’s 
Quality Control 


DETROIT.—In a move to further 
strengthen its quality-control pro- 
gram, Chrysler Corp. has estab- 
lished separate quality-control 
offices for its manufacturing staff 
and automotive manufacturing 
group. 

Cc. G. Bauer has been appointed 
director of the quality-control office 





4. 3. Wetzel 


Cc. G. Bauer 


for the automotive group under L. 
I, Woolson, manufacturing services 
director. 


J. J. Wetzel, previously Dodge 
quality-control manager, has been 
named to succeed Bauer as director 
of the quality-control office on the 
manufacturing staff 
under D. C. McCarthy, acting man- 
ufacturing staff director. 

Bauer joined Chrysler in 1931 
and held various technical and 
executive positions in the company’s 
engineering division until 1948 when 


|}he was named works manager for 
|Chrysler division. He joined the 
|corporate manufacturing staff as 


quality-control director in 1957. 


Wetzel joined Dodge in 1933 and 
held positions as assistant chief 
gear engineer, general master me- 
chanic and manager of the pilot 
vehicle program before becoming 
quality-control manager. 


Dealers Alerted 
On Labor Bill 


Sent to House 


DEARBORN.— Ford Motor Co., 
in a letter last week, urged its 


Auto advertising linage in the dealers to contact their congress- 





Cutaway drawing shows assembly of Esso Research and Engineering Co.'s new 
Quiomated treadmill for test cars in Linden, N. J. Driverless cars are operated from 


control house by magnetic tape recordings, which duplicate exactly the acceleration 
and braking cycles of vehicles on the road. The rear wheels ride on and rotate wide 


steel drums, which are belted to “inertia 


disks" and large fans in an underground 


pit. The disks absorb the power an automobile would normally use to accelerate its 


weight along a road. The fans take up the power a car would ordinarily expend in 


overcoming wind resistance on the open road. 


@—_—_——___—__—_| men in regard to the Kennedy-Ives 


labor bill, which has already passed 
the Senate. 

The bill, Ford said, “contains im- 
plications of importance to all 
automobile dealers who are con- 
cerned with labor relations prob- 
lems” on a national scale and in 
their own shops. 

The dealers were urged to con- 
tact congressmen to request “full 
and complete hearings and debate” 
on the bill “to make sure it is not 
rushed through the House without 
correction of its many deficiencies.” 

Ford said that although the os- 
tensible purpose of the bill is to 
correct certain abuses disclosed in 
labor racketeering hearings, it fails 
to accomplish this. 

“Moreover,” the dealers were told, 
“it contains no effective provisions 


to outlaw or curb the monopoly 
power of unions. And finally, it 
would have a serious weakening 


effect on the Taft-Hartley Act.” 
Dealers were told that if the bill 


were passed, dealership operations 
would be put solidly under NLRB 
jurisdiction and dealers would be 
deprived of “remedies provided by 


their state laws.” 


The bill has not been referred to 





the Education and Labor Commit- 
tee, Ford noted, which means that 
it might go directly to the floor, 
where it could be passed without 
amendments. 

“This subject is too important 
and complex for the House to by- 
pass its normal procedure .. .” 
Ford said, “Therefore, there should 
be full consideration by the House 
Labor Committee.” 





2 New Jaguar Outlets 
Franchised in Ohio 


SHAKER HEIGHTS, O.—Jaguar- 
Cleveland Motors, Inc., Jaguar dis- 
tributor for Ohio, has appointed 
two new Jaguar dealerships. 

They are Mansfield Sports Cars, 
Inc., 113 W. Fourth St., Mansfield, 
O., and Orwig Motors, Inc., 75 W. 
Glamorgan St., Alliance, O. 








“did you say b 
‘analyzed’ ? 


An unusual word for an unusual bargain: 
Automotive trim that doesn’t pit, peel or cor- 
rode. The sale is closed sooner when you 
tell your prospects about anodized Alcoa® 
Aluminum trim. It’s nationally advertised! 


ALCOA ALUMINUM... FOR GLEAM AND GO! 







“no, I said 
ANODIZED ! 


Anodized 
Aluminum 


from Alcoa”! 


ALUMINUM 
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HOUSTON MERCHANTS 
KNOW HOUSTON BEST 


HOUSTON RETAIL. MERCHANTS 
PLACED MAJORITY OF THEIR 
ADVERTISING LINAGE IN THE 
CHRONICLE... FIGURES FOR 
FIRST HALF 1958: 


a 1 1,136,643 


9,160,529 
2,898,532 


AND THE CHRONICLE ALSO 
LEADS BOTH OTHER HOUSTON 
PAPERS IN GENERAL, FINANCIAL, 
AUTOMOTIVE, CLASSIFIED AND 
TOTAL ADVERTISING! 

The Chronicle: Continues. To Be The 


THE REASON... 
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Auto Service Mgr. 
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ATTENTION CAR DEALERS 


( 


another GOING industry you can grow with! 


It's safe, sane logic for the automotive dealer to consider capitalizing on an industry so akin to his 


established enterprise. In growth potential, consider the fact that mobile home sales almost tripled in the 


past few years: from $216-million in 1950 to nearly $600-million in 1957. More than just being the 


carefree way of living — mobile homes are continuing to gain in stature as the best 


solution to housing problems for millions of families. 


Alma Trailer Company, the leading manufacturer of mobile homes for more than twenty-five years, offers a 


complete money-making plan for a mobile home dealer . . 








. individually tailored to his particular market. 
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Close Check Urged to Limit Practice . . . 
‘Loaners’ Called Necessary Evil 


By L. H. Houck 
Travelling Correspondent 
KANSAS CITY.—How do dealers 
solve the problem of loanirig cars 
to customers? 


Since some dealers get 10 or more 
requests daily to loan cars, the 
practice can be an expensive and 
nonprofitable phase of new-car sell- 
ing. 

One dealer had just removed 
his bright new signs which 
stated that no cars would be 
loaned to customers, when this 
correspondent came along. He 
wanted to know how other deal- 
ers handled the problem. 

“We had to take $50 worth of 
signs down because of the furore 
created by customers,” said this 
dealer, “and I am convinced I can’t 
stop the practice without losing a 
lot of business and good will.” 

Two other dealers in other states 
use signs which state: “Our insur- 
ance prohibits us from loaning cars 
to customers.” 

Both these dealers may be losing 
business and good will because the 
signs even antagonize the customer 
who does not want to borrow a car. 

The customers also may tell 
these dealers their liability insur- 
ance covers them and the bor- 
rowed car. Under most, if not all 
policies, this is true. So the dealer 
has been caught in an untruthful 
statement and customers who 
need a car resent his lack of 
cooperation, not realizing what it 
costs to loan cars. 

A prosperous Oklahoma dealer 
loans a car whenever he can with- 
out losing the sale of the loaned 
car. This dealer, in fact, leans the 
other way and has more cars on 
loan than would seem necessary. 
He thinks, however, that this gen- 
erous policy creates good will and 
makes new customers and points 
to his sales record to prove it. 

A survey of a number of different 
make dealers, of various volumes, 
indicates some judicious loaning of 
cars will always be necessary and 
that a carefully controlled policy 
can be profitable. 

Authority for loaning cars prob- 
ably should be placed in the hands 
of one person, preferably an official 
of the company or even the owner. 
Remove all signs about whether you 
do or do not loan cars. 

Most requests for cars will be 


New CIT Plan 

Insures Buyer 
+. > 7 

On Disability 

NEW YORK. — Insurance that 
will cover payments owed on finan- 
ced automobiles in the event the 
buyer is disabled has been added 
to the credit life 
insurance policy 
as part of the fi- 
nance plan of- 
fered time buyers 
by Universal CIT 
Credit Corp. 

Alan G. Rude, 
president of Uni- 
versal CIT, said 
that there would 
be no additional 
cost to the pur- 
chaser. 

The *new disability feature was 
worked out by Universal CIT with 
Connecticut General Life Insurance 
Co. It provides funds for meeting 
automobile payments during a pe- 
riod when the time buyer is totally 
disabled, from illness or an acci- 
dent, if the disability continues for 
at least four months. 

This added protection is now 
available in 38 states and will be 
introduced in the others as soon as 
the state insurance authorities ap- 
prove the new policy. 

. ” > 





A. G, Rude 


Plan Insures Buyer 


On Monthly Payment 


HOUSTON. — Time Payment 
Warranty, a financial protection 
plan which underwrites ability of 
new and used car buyers to pay 
their monthly notes, has made its 
debut in Texas’ three major cities, 
San Antonio, Houston and Dallas. 

A wholly owned subsidiary of 
Southern Plan Corp., Time Pay- 
ment Warranty assumes payment of 
notes should the buyer lose his job 
due to strikes,‘cutbacks or layoffs. 


'|Repo 


made of the service manager, and 
he can tell each customer they 
will loan a car while the cus- 
tomer’s car is being repaired if 
one is available but that usually 
they are always out and that 
only one man can OK the loan. He 
then gives him the name and 
lets the customer take it from 
there. 

This official can ask questions 
about why the customer needs to 
borrow a car, when the service 
Manager promised the car and 
whether he can possibly get along 
for a day or two. 

He also can size up the money 
value of the job and exercise a 
policy of not loaning a car when 
the job is less than $25 or any 
amount selected, without making a 
flat statement. 

Hig theme must always be: “We 
are glad to accommodate our cus- 
tomers in every way possible, and 
if you have to have a car we'll try 
to find one some way. Of course 
if we let you have one of our used 
cars off the lot, we might lose the 
sale of it.” ' 

The practice can thus be held 


need transportation. In some 
cases where the age of the car 
and the standing of the customer 
meets with approval, it might be 
good sales policy to loan him a 
new demonstrator for a couple of 
days. This could lead to a sale 
of a new car. 

In some cases, as one dealer 
pointed out, the use of a car for 
one day or for one trip will be 
sufficient. In other cases, the cus- 
tomer has to go to and from his 
regular work and has no other 
means of transportation. 

Besides placing loan authority in 
the hands of one man, a dealer said 
a printed loan blank should be de- 
veloped and used to list the car, 
license number and some other 
items with a space for noting that 
the customer’s car was in the serv- 
ice department for repairs. 


ment and attached to the cus- 
tomer’s order. This copy could be 
printed on red paper as a re- 
minder to the service department 
to get the job out as fast as pos- 
sible, the dealer said. 

The number of cars on loan daily 
can be greatly reduced by pinning 
customers down as to why they 
must have a car and whether they 
can replan their schedules and do 
without it. 

Another dealer said he solved the 
problem partly by always giving 
them a car that was inferior to 
their own. He found they were not 
anxious to borrow an older car ex- 
cept when they really needed trans- 
portation. 

One dealer handling a luxury car 


New York Police 
rt Flaws in 
Auto Inspections 


BUFFALO. — State troopers who 
check motor-vehicle inspection sta- 
tions have told the Buffalo Automo- 
bile Dealers Assn. that the greatest 
number of complaints from the 
public, concern steering and wheel 
alignment. 

The reason, the troopers say, is 
that mechanics use a bumper jack. 
This permits the wheels to drop to 
their extreme positions, thus taking 
up any abnormal play in the ball- 
joint ends and making it impossible 
for the inspector to measure total 
play. 

The dealer group said that to 
obtain a true reading for play in 
kingpins and bushings, it is neces- 
sary to jack the entire front end, 
not just the bumper. 

According to the Motor Vehicle 
Inspection Regulations, the inspec- 
tor must reject the car if either 
front wheel (when measured at the 
outside of the tire) has horizontal 
or vertical play of more ahan % 
inch on wheels up to and including 
16-inch sizes. 

The dealer group urged its mem- 
bers to make certain that shop 
employes are using the proper pro- 
cedures in connection with all 
phases of inspection. 





tells his customers he would ‘oan 
cars if he had any in proper con- 
dition but that since he doesn’t, he 
has provided a limousine service for 
them. 

He takes special customers 
downtown, even wives downtown 
to shop or to a tea or social, calls 
for them at their prescribed time 
and takes them home. Only one 
car and a driver is required part 
time. This driver also can run er- 
rands and pickup parts. 

Businessmen who leave their cars 
for repairs in the mornings are 
taken to work in the limousine and 
picked up when their cars are 
ready. If the cars aren’t ready at 
the end of the day he takes them 
home and calls for them at a 
stipulated hour the next morning 
if they wish. 

This service is free, but it entails 
so much obligation that many cus- 
tomers find they can do without 
their cars for two or three days. 

Certainly customers who do use 
the limousine service will think 
twice before buying a car from 
another dealer. 

To sum up, most dealers inter- 
viewed on this question seemed to 
agree that close regulation was the 
best answer, with loans held to a 
minimum. 

No dealer thought the problem 
could be eliminated entirely except 
at an excessive cost in goodwill 
One dealer said some customers 
would be lost forever unless they 
were provided with a car and most 
of these customers were those that 
no dealer would want to lose. 


Show Scheduled 
In Albuquerque 


ALBUQUERQUE, N. M.—The 
first auto show ever held here has 
been scheduled Feb. 19-23 by the 
New Mexico Automotive Dealers 
Assn. 

Nelson T. Turner, general man- 
ager, said a show here was made 
possible by completion of the new 
Coliseum at the state fairgrounds. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend. Use it often for statis 
tics, buyer information and personnel data. 


AUTO-TURNTABLE 





Send for 
free folder. 


\ 
AMER-STAGE X 
805 East 134 St. 
Bronx 54, N. Y. 





Who Should 
Appraise Used Cars? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin - 
Bury’s remark- 
able new book, 
“The Automo- 
bile Dealer.” 
The book is al- 
ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 





PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send copy (copies) of the new book, 
“The Automobile Dealer" 


(0 | enclose check covering books at 
$5.20 each 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 
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‘oan 
con- . Jan. 1 Jan. 1 
he Faded Weeks, Enda i deiy 27 Sey? 26, 
e for ss” Youre WWe68°’ To Date 1957° | 1968 
AMER. MOTORS** ...... 4,150 1,722 4,185 14,991 61,188 107,803 
= Rambler... 4,150 1,722 4,185 14,991 58,282 107,803 
alls | GHRYSLER CORP. .... 12,000 24,314 13,028 47,359 804,608 363,616 
ime Bo Chrysler... 300 62,030 «1,416 «= 4,813 «= 81,070 = 35,058 
= ee 100 676 221 727 «27,413 «= 8,345 
cr SI" nisin 400 «= s_2,423 624 ° 3,036 78,228 22,903 
SENIOR 2,400 5,776 2,821 9,985 190,477 66,126 
cars} Plymouth __................ 8,300 13,409 7,946 28,798 427,420 231,184 
are § FORD MOTOR*** ........ 23,840 36,680 22,603 68,694 1,146,974 659,708 
I ine” desanii 1,430 333 338 («STL 7,277 
va SE 20,000 29,408 18,121 59,501 929,686 564,476 
hem B PAmcodm oo... .cccesessecceeee 315 148 318 966 25,456 15,799 
At BE Beer CUT Y occcccccccscsscecsseee 3,525 5,694 3,831 7,894 189,817 72,156 
ning | GENERAL MOTORS 43,301 55,773 44,253 134,903 1,736,879 1,357,111 
tails | Buick Sr” saints. Geman 257,604 133,095 
cus- | Cadillac 3,370 3,190 9,621 96489 86,672 
hout § Chevrolet 31,219 26,893 88,312 911,512 800,303 
on Oldsm 7,167 8,349 21,372 + 250,753 200,758 
use} Pontiac 6,993 5,821 15,598 220,521 135,783 
_ MRP CURIS cc cnsncncsccccceee 1,368 1464 3,652 41,428 23,400 
Packard 3 71 194 6109 1,740 
nter- | Studebaker 1365 1,387 3,458 35,319 21,660 
an Total Cars, U. S. ........ $4,539 119,857 85,533 269,599 3,791,077 2,511,688 
toa 
"Revised 
blem § **American Motors’ totals for 1957 include Nash and Hudson production. 
cept ‘Ford Motor Co. totals for 1957 include Continental production. 
will. 
mers COMMERCIAL CARS 
a (U. S. PRODUCTION ONLY) 
that Week Week Jan. 1 Jan. 1 
Ended Same Ended To Te 
July 26, Week, duly 19, duly July 27, July 26, 
1958 1967* 1958* Te Date 1957* 1968 
CHEVROLET ................ 6,300 6525 6,012 18,634 211,698 167,874 
TE i. ceuis 134 117 238 «6©—«3,002—s«#3,098 
saa 60 40 37 132 «(1924 ~—Ss«:,587 
i eiindh ciecha 1300 1,745 1393 4,708 47,237 35,047 
on i 4,045 6560 3,651 12,059 210,093 127,965 
tii cneniesiinnel 1115 1426 1,011 3,735 40,081 35,637 
alers § INTERNATIONAL ....... 1,493 2,933 1352 5,081 69,851 53,949 
I 300 345 301 1,030 «610,357 Ss 8,579 
nan- § STUDEBAKER. .............. 147 244 184 426 6,482 3,553 
nae | WHITE*** ............ 1000179304 (i HLCLSILSé9,744 
sen access csccssese 1,785 1579 1973 6467 38201 47,301 
cc JUSCELLANEOUS** . 92 88 92 330-2343 02,523 
ae E Total Trucks, U.S. ... 16,737 21,798 16427 53,741 652,780 496,807 
fl Total Cars, Trucks, 
As | 101,276 141,655 101,960 323,340 4,443,857 3,008,445 
gi Total Cars, Trucks, 
4 ir or ee 8.115 9,156 8,205 28,817 298,586 242,954 
Grand Total, 
Cars and Trucks, 
= U. S. and Canada ....109,391 150,811 110,165 352,157 4,742,443 3,251,399 
**Miscelianeous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
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***Autocar, Freightliner, Reo and Sterling 
Mack totais. 


Kansas City, Atlanta, and South 
Gate, Calif. and Ford division 
plants at Kansas City, Dallas, Nor- 
folk, Va; San Jose, Calif., and 
Mahwah, N. J. 

Biggest producer last week was 
Chevrolet, which boosted its output 
from 26,893 units a week earlier to 
an estimated 27,000 assemblies, but 
the largest percentage gain was 
marked up by Ford division, which 
raised its output from 18,121 to an 
estimated 20,000 units. 

k x * 
ON A corporate basis, Ford Motor 
| was the only maker able to 
show an increase in output over 
| the previous week, as it turned out 
Ifan estimated 23,840 cars last week, 
compared with 22,603 units a week 
|Mearlier. General Motors was off 
{@from 44,253 to 43,301 units; Chrysler 

was down from 13,028 to 12,000 
| units; S-P skidded from 1,464 to 
| 1,248 units, and American Motors 

was off slightly from 4,185 to 4,150 

units. 

Truck output last week totalled 
an estimated 16,737 units, com- 


are included in White totals; Brockway in 


N.B. All U. S, totals include cars and trucks for military orders. 


Lowest-Priced 3 Taking 
Bulk of August Output 


(Continued from Page 1) 





pared with 16,427 assemblies a 
week earlier and 21,798 during the 
week ended July 27 a year ago. 

Both Diamond T and White were 
closed the entire week last week for 
annual vacations, while Ford divi- 
sion’s Kansas City truck assembly 
unit also was down the entire five 
days. Chevrolet’s Janesville (Wis.) 
and Norwood (O.) plants were on 
four-day schedules last week. 
Willys will close for vacations the 
first two weeks of August. 

Canadian car and truck manu- 
facturers turned out 8,115 vehicles 
last week, compared with 8,205 
units a week earlier and 9,156 cars 
and trucks during the week ended 
July 27 last year. 

Heavy output losses will hit the 
Canadian scene this week, however, 
as Ford, GM and International all 
go down for two-week vacation 
periods. Chrysler, which will close 
down for its annual vacation the 
last two weeks of August, and 
Studebaker-Packard are the only 
companies that will be producing 
in Canada this week. 





AUTOMOTIVE NEWS, JULY 28, 1958 


Wright Hints Price Hike... 
Wider Styling Choice 
Seen on ’59 Cars 


NEW YORK.—J. O. Wright, Ford 
division general manager, last week 
predicted that beginning next year, 
the public will have a more clear- 
cut choice in au- 
tomotive styling 
concepts. Ina 
question and an- 
swer period, 
Wright also indi- 
cated that if costs 
go up, prices will 
go up. 

“On one hand 
you willseea 
pronounced trend 
toward more quiet 
dignity in auto- 
motive styling—by that I mean a 
Thunderbird kind of taste charac- 
terized by sculptured cleanness of 
line,” he told the Sales Executives 
Club of New York. 


“On the other hand, and compet- 
ing with this school of design, I 
think you will see some extreme- 
ness of design—exaggerated angles 
and heavy ornamentation. With 
these diverse offerings, and the 
many graduations in between, the 
public will certainly have a clear- 
cut choice.” 

At one point in the question and 
answer period, Wright said: 

“If the cost of labor goes up, 
the price of our product will have 
to reflect that.” 

At another point: 

“A rise in the cost of materials, 
any material, or in labor, is bound 
to be reflected in the price of a 
manufacturer’s product if he wants 
to stay in business.” 

Wright lifted the curtain 
slightly on the all-new Ford mod- 
els for 1959: “. . . Every piece of 
sheet metal is different . . . some 
of the Thunderbird in it ...a 
crisp, integrated appearance .. . 
formal lines . .. flat roof... 
illusion of greater size.” 

He said there is “a new kind of 
race going on within the industry— 
it is an economy race, an effort to 
give customers better economy than 
ever before. “You already have seen 
some of the results—and you will 
see more in 1959. For example, Ford 
will introduce further fuel economy 
refinements in its newly engineered 
engine and transmissions.” 

He said there also is increasing 
emphasis on quality throughout the 
industry, and he announced that 
Ford division has just opened a 
new Quality Control Center — a 
small-scale assembly plant with a 
capacity of five cars a day. 

The 1959 already are 
being assembled at the center as 
a means of discovering any 
quality or production problems 
before the regular assembly 
plants start production for cus- 
tomers, Wright said. 

As for small cars, Wright said 
he would not tell competition what 
Ford plans but he listed some 
points against a small car. 

He said the sale of imported 
small cars can be expected to reach 
and sustain a level of from 300,000 
to 400,000 units annually in the 
years immediately ahead if no new 
small cars are introduced by do- 
mestic manufacturers. 

No American manufacturer can 
be expected to “undertake the heavy 
expenditures for styling, engineer- 
ing, special tools and machines to 
produce a new car until he is con- 


14 New Dealers 
Named by DeSoto 


DETROIT.—Fourteen new deal- 
ers were announced by DeSoto. 

They are: Bailey Motors, Inc., 
Greenville, O.; Dewald Motors, 
West Branch, Mich.; Durham Mo- 
tors, Kansas City; Haynes Motors, 
Inc., Bridgeport, Conn.; Milt Nod- 
ler; Meadville, Pa.; Herb Walk 
Motors, Milo, Ia.; Friendly Motors, 
Redwood City, Calif.; Bostley Motor 
Co., Greenfield, Mass.; Schmidlapp 
Motor Car Co., Pompano Beach, 
Fla.; Fogt Sales & Service, Piqua, 
O.; Ray McDill Motors, Beaumont, 
Tex.; Sadler Motor Co., Clinton, 
Mo.; Sunset Motor Co., Brownfield, 
Tex., and Don Ferris Motor Co., E. 
St. Louis, Ill. 





dames 0. Wright 





vinced that sales volume justifies 
the investment and will return a 
reasonable profit,” Wright added. 
“Even if the total market for 
small cars, both foreign and do- 
mestic, were forecast at a substan- 





40 Cars Escape Flames 


SALT LAKE CITY.—Volunteers 
helped save 40 new cars from an 
adjacent parking lot when fire de- 
stroyed an empty warehouse here. 


PONTIAC.—In recognition of su- 
perior sales records during the first 


six months of 1958, Pontiac has| 


awarded the Knudsen Trophy and 


expense-paid vacations for two to| 


50 Pontiac dealerships. 

Honored were 25 winners and 
25 runners-up in the Knudsen 
award campaign, named for Pon- 
tiaec General Manager S. E. 
Knudsen. 

In addition to the trophy, first- 
place dealers receive expense-paid 
vacations for two to Hawaii and 
a matched pair of platinum wrist 
watches. 

An expense-paid trip for two to 
Puerto Rico, the trophy and plat- 
inum wrist watches will be awarded 
to second-place dealers. Special 
cash awards will be presented to 
sales managers of the 50 leading 
dealerships. 

Sales leaders were determined on 
a percentage factor, based on the 
individual dealer’s 1958 first-half 
record against his own performance 
during the corresponding period in 
1957. 

First-place dealers include: 
Hansord Pontiac Co., Minne- 
apolis; Clohecy Pontiac, Inc., De- 
troit; Tony Piet Motor Sales, Inc., 
Chicago; Bill Rapp Pontiac, Inc., 
Syracuse; Peoples Pontiac, Inc., 
Chicago; Cameron Pontiac, Inc., 
North Sacramento, Calif.; McMahon 
Pontiac Co., St. Louis. 

Rockville Centre Motors, Inc., 
Rockville Centre, N. Y.; Korey 
Motors, Inc., Amityville, N. Y.; 
Johnson Pontiac Co., Rochester, 
Minn.; Bartell Motor Co., Cicero, 
Ill.; Severin Pontiac, Inc., National 
City, Calif.; Nearhoof Pontiac, Inc., 
Altoona, Pa.; Cerami Pontiac Corp., 
Ridgewood, N. J.; George “Pontiac” 
Pattison, Inc., Biloxi, Miss.; Harvey 
Pontiac Co., Tyler, Tex.; Stansell 
Pontiac-Cadillac, Inc., Tuscaloosa, 
Ala.; Oscar Cox Pontiac, Lawton, 
Okla. 

Eden Pontiac Co., Inc., West 
Memphis, Ark.; Brushy Mountain 
Motors, Inc., Taylorsville, N. C.; 
Graf Motors, Inc., Grand Island, 
Neb.; Ed Cason Pontiac Co., Dur- 





For F. irst-Half Sales Records .. . 
Pontiae Honors 50 Dealers 


| 


| 
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tially higher level—say 600,000 units 
annually—there is still serious ques- 
tion as to whether our normal 
share of such a market would yield 
the profits that might normally be 
expected from the additional in- 
vestment...” 

“Our research,” Wright added, 
“indicates that if it does become 
economically feasible to build a 
lighter or smaller car in Detroit, 
it should not follow the European 
pattern. It should be comfortable 
and economical, and it should be 
built for the American highway.” 

“The decline in automobile sales 
appears to be behind us. It ended 
in March, and we have seen an 
upturn,” Wright said. “In the 1938 
and 1954 recessions, the upturn in 
car sales came about six months 
ahead of the general economic re- 
covery and I hope the current sales 
increase is a similar omen.” 












VanderVorst Pontiac, Britton, 8, D., 
and Flatbush Pontiac, Inc., Brook- 
lyn. 

Runnerup awards go to the fol- 
lowing: 

Peter Epsteen Pontiac, Skokie, 
Ii; Jack Blank Pontiac, Inc., 
Washington, D. C.; Public Pontiac, 
Inc., Chicago; Mallon Suburban 
Motors, Inc., Irvington, N. J.; Glenn 
Motor Sales, Detroit; Higgins Pon- 
tiac Co., Ferndale, Mich.; Casey- 
Beckham Pontiac, Anaheim, Calif. 

Phil Amigone Pontiac, Inc., Buf- 
falo; Jim Causley Pontiac, Inc. 


| Grosse Pointe, Mich.; Red Holman 


Pontiac Co., Wayne, Mich.; Joseph 
H. Gray, Inc., Freeport, N. Y.; Lep- 
pere Pontiac, Inc., Orlando, Fia.; 
Hugh Moore Pontiac, Montrose, 
Calif.; Luke Pontiac, Arlington, 
Tex.; Parmenter Pontiac Co. Eu- 
gene, Ore.; Ben Mizell Motors, Tex- 
arkana, Tex. 

{ross County Motors, Inc.; Port 
Chester, N. Y.; Bennett Pontiac 
Co., Lakeland, Fla.; Havey Pontiac, 
Inc., Beverly, Mass.; Soreide Pon- 
tiac, Madelia, Minn.; Fisher Motor, 
Inc., Minot, N. D.; Bob Olson Mo- 
tor Co., Stillwater, Minn.; Strode 
Pontiac, Inc., Brighton, Colo.; At- 
lantic Cadillac-Pontiac Co., Atlan- 
tic City, N. J.; Collingwood Motors, 
Greybull, Wyo. 


Private-Brand Tire 
Hits Million Mark 

DAYTON, O.—The one-millionth 
White brand passenger-car tire 
made by Dayton Rubber Co. for 
White Stores, Inc.. was removed 
from the curing press by W. Erle 
White, president of the Southwest- 
ern chain. 

“This symbolizes the growth of 
our organization in recent years 
and holds bright promise for the 
future,” White commented to Day- 
ton Rubber President C. M, Christie 
and other executives assembled in 
the curing room. The specially 
marked tire will be on display in 
the chain’s general offices in Wi- 
chita Falls. White operates 62 
company-owned units and 170 


ant, Okla.; Walker’s, Morrill, ‘Bar| com stores in the Southwest. 





Pontiac's Dealer Council— 


Pontiac's 1958 National Dealer Council is pictured as it opened its two-day meet- 
ing with factory officials at Pontiac. Seated, from left, around the conference table 
are C. W. Holmes, Shreveport, La.;, J. R. Stephen, Daytona Beach, Fia.; H. M. Davis, 
Fort Wayne, Ind.; Newton B. Parker, Cortland, N. Y.; E. A. Neubeck, Irvington, N. J.; 
Hugo lL. Separini, Newton Centre, Mass.; S. E. Knudsen, Pontiac general manager; 
Frank V. Bridge, Pontiac general sales manager; Harry N. Seltzer, Chicago; John 
Strathas, Green Bay, Wis.; J. M. O'Mara, Hutchinson, Kans.; John Hine, Dallas; A. E. 
England, Hollywood, Calif., R: ‘J. Cutri, South Gate, Calif., and J. C. Jamieson, in 


charge of Pontiac dealer relations. 
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Blaushild & Conway ies 


Cleveland’s Inspiration 


By Sanford Markey 
Staff Correspondent 

CLEVELAND.—The move to re- 
store consumer confidence has been 
pioneered by two Cleveland auto 
dealers—Leo J. Conway (Cadillac) 
and David Blaushild (Chrysler- 
Plymouth). 

The “Auto Buy Now” promo- 
tion was their idea. It swept the 
country after successful introduc- 
tion here in February. 

They were behind the move to 
post factory list prices in show- 
rooms, with dealers bonding them- 
selves for $5,000 to guarantee they 
would stick to suggested prices. 

Price-posting was introduced in 
Cleveland May 8 and there are in- 
dications the practice will be 
adopted elsewhere. 

In both endeavors, Conway and 
Blaushild have had full support of 
the Cleveland Automobile Dealers 
Assn. and its members. Blaushild 
is CADA president. The Chamber 
of Commerce, newspapers, radio 
and television went all out in the 
Auto Buy Drive. 

President Eisenhower calls 
them “really a pair of workers” 
after a talk with them at the 
White House. 

This is the theory of Conway and 
Blaushild: “Restore customers’ 
shaky confidence and the recession 
is through. The money is there. The 
public wants to buy. But they’re 
afraid.” 

Their first project was born one 
day in February. Blaushild, whose 
Shaker Heights showroom is less 
than two blocks from Conway’s, 
called and said: “Leo, what are we 
going to do? There’s no business.” 

They summed up the situation 
this way: 

“People who bought new cars 


09 NADA Parley 
To Turn Spotlight 
On Imported Cars 


WASHINGTON. — NADA 
announced last week that the 
imported-car situation will have a 
prominent place on the agenda of 
the 1959 NADA convention which 
will be held Jan. 31 to Feb. 4 in 
Chicago. 

“Every dealer, whether he retails 
imported cars or not, owes it to 
himself to learn as much as possible 
about this subject,” NADA said in 
a bulletin to members. 

Among the other subjects to be 
covered at the convention are 
“What does it really cost you to 
sell an automobile?” “What about 
car and truck leasing?” and “What 
about business in 19597” 

NADA said greater emphasis also 
will be placed on the Equipment 
Exhibition and that plans are being 
made to integrate the exhibition 
more closely with the convention 


program. 

There will be more opportunity 
for dealers to visit the exhibition 
and to confer with exhibitors, 
NADA said. 


N.Y. Blasts Laxity 
Of Underwriters 


ALBANY.—Charging that insur- 
ance companies had created con- 
fusion in New York State’s com- 
pulsory motor vehicle liability in- 
surance program, State Motor Ve- 
hicle Commissioner Joseph P. Kelly 
said the registration of thousands 
of motorists had been revoked by 
mistake because of a “serious lack 
of cooperation and compliance” by 
the insurance industry. 

Kelly declared that if insurance 
companies did not cooperate, he 
would report offenders to the State 
Insurance Department for punish- 
ment that might include suspension 
or revocation of licenses to do bus- 
iness in the state. 

A recent four-day survey, Kelly 
said, disclosed that 134 companies 
were delinquent in filing 1,604 cer- 
tificates of insurance and that 19 
companies were responsible ‘for 57 
percent of the late filings. Kelly's 
bureau earlier came under attack 
from Long Island police, who said 
the bureau continually was asking 
them to reclaim the registrations 
of drivers who were properly in- 
sured. 





in 1955 should have been ready 
for new ones. They came to the 
showrooms, looked and then went 
away. They wanted to buy but 
didn’t, although statistics showed 
savings accounts were growing to 
record levels.” 

They sold Cleveland dealers on 
the Auto Buy campaign. The pro- 
motion brought an immediate surge 
in sales and the impact is still be- 
ing felt, they said. 

In their talk with the President, 


Chrysler Assigns 
Three Executives 


To Sales Division 


DETROIT. — David R. Crandall 
has been appointed marketing staff 
director for Chrysler Corp.’s gen- 
eral sales division. 

Formerly new vehicle sales direc- 
tor for company’s automotive group 
marketing organization, Crandall 
joined Chrysler in 1955 as DeSoto 
Central zone manager in Cincin- 
nati. 

Crandall entered the automobile 
business in 1935 in car distribution 
work with Ford Motor Co. After 
a series of promotions, he was 
named Ford Dallas district man- 








D. R. Crandall 


ager in 1950. In 1953, he entered 


the automobile retail business 
Memphis. 

Crandall has announced the ap- 
pointment of Robert V. Diegel as 
car distribution manager, and 
George L. Beard as sales program- 
ming manager. 

Diegel, formerly Dodge distribu- 
tion manager, joined the Chrysler 
in 1935. Beard joined Chrysler in 


1940 and was Dodge Dallas regional | 


manager for two years before join- 
ing the division's distribution plan- 
ning staff in 1954. 


Army Vehicle 
Uses Kaiser Alloy 


SAN JOSE, Calif.—A high-| 


strength, weldable aluminum alloy 
developed by Kaiser Aluminum will 
be used by Food Machinery and 
Chemical Corp.’s ordnance division 
here in the construction of three 
preproduction models of the Army’s 
radically new lightweight, armored 
military vehicles. 

Thick-plate sections of aluminum 
alloy 5083 will be used by FMC in 
the manufacture of the hulls for 
the T113-E2 amphibious, tracked 
vehicles. 

The new aluminum vehicles will 
be light enough for air transport, 
strong enough to withstand severe 
field operational requirements and 
will be constructed to provide mili- 
tary personnel with ballistic pro- 
tection. In addition to the hull, the 
vehicle’s power plant and a number 
of other component parts will be 
made of aluminum. 

Alloy 5083 was developed by 
Kaiser Aluminum & Chemical 
Corp.’s department of metallurgical 
research and introduced by the 
company three years ago. 


Sales Gain in Canada, 
S-P Chief Reports 


HAMILTON, Ont.—Studebaker- 
Packard sales in Canada have 
continued to show an increase 
over 1957, Gordon E. Grundy, 
president, said. 

Studebaker retail registrations 
throughout Canada for May 
showed an increase of 21 percent 
over the same month a year ago, 
he said. Factory shipments to 
dealers since May indicate that 
this upward trend in retail sales 
has continued, Grundy said. 











in| 








Conway and Blaushild told of the 
price-posting plan. He agreed bet- 
ter salesmanship could spark eco- 
nomic recovery. 

The idea of a firm price and 
bonded dealers, Mr. Eisenhower 
later told his news conference, 
would assure that “this business 
of undercutting and every other 
kind of bad practice will not keep 


| people from buying. If everybody 
| knows what he has to pay, and 
these people are so bonded, then 
confidence tends to go up.” 
| Conway, 62, has been in the auto 
| business 35 years. He says of the 
recession: 
“The country merely is taking 
inventory, something that’s done 
periodically. People can be talked 


——s 


out of their reluctance to buy, but 
the retailer must get his hovse ip 
order.” 

Blaushild, 41, took over the deal. 
ership of his father, who died re 
cently. Of the economic situation, 
he says: 

“America is too big and people 
work too hard for the economy to 
collapse.” 





CLASSIFIED WA 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


erie) 


branches of 
EACH 


readers engaged in all 


PER WORD FOR 


INSERTION 


the nation’s automotive industry 


POSITION WANTED ADS, 


Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 


Add One Dollar 


($1) 


Box Number ads are forwarded to advertiser, unopened. Display ads 


TEN DAYS IN ADVANCE OF PU 
WANT AD DEPT., 


HELP WANTED 


OPENING FOR MANAGER U-DRIVE 
CAR LEASING operation. $800 per 
month salary, one month paid vacation 
yearly. Must put up $10,000 cash bond. 
Contact Lincoln C. Leitch, De-Vur Hotel, 
Detroit, between July 20th-July 3ist, or 
write Lincoln C. Leitch, Lincoln U-Drive, 
Anchorage, Alaska. 


WANTED 
MANUFACTURERS’ AGENTS 


With O.E.M. contacts at Buick, Oldsmobile 
and Cadillac. Straight commission. By long 
established manufacturer, Replies held confi- 
dential. Box 8422, c/o Automotive News, De- 
troit 26. 











GENERAL MANAGER-SALES MANAGER, 
must be able to hire and train a hard- 
hitting sales force for GM dealer in 
county seat town of 30,000 population 
80 miles from Detroit, with planning 
potential of 300 cars, 100 trucks. In 
reply give full particulars of past ex- 
perience, age, salary expected. Box 8403, 
c/o Automotive News, Detroit 26. 

SERVICE MANAGER—Large GMC truck 
dealership, southwest city 200,000—De- 
lightful climate—Fine working conditions 
— Salary, bonus, other benefits—Annual 
earning possibilities $10,000 up — Must 
hire, train, supervise mechanics, contact 
fleet accounts, develop business, maintain 
goodwill. Write Box 8404, c/o Automotive 
News, Detroit 26. 





SALES CAREER 


Nation-wide automotive 
monvfocturer-distributor offers 
soles opportunity. 
territories with established 
available. Average 
earnings $8,000 to $10,000 per year. 
Great opportunities for advancement 
to executive positions. Write today 
giving background and soles experi- 
ence. 


parts 
depression-proof 
Protected 
accounts now 


Box 8414, </o Automotive News, De- 
troit 26, Mich. 





POSITION WANTED 


ficetion for the 
employment 

2. ee 

a 


Cash 


GENERAL-SALES MANAGER—35, mar- 
ried, two children, college degree in 
accounting. Have managerial experience 
in all departments of small Chevrolet 
dealership, including parts, service, ac- 
counting. Specialist in trucks and cus- 
tomer relations, Interested in deal offer- 
ing eventual buy-in arrangement. Prefer 
Chevrolet or Chevrolet dual in south or 
southwest town of 30,000 or less. Excel- 
lent references. Factory approval as- 
sured. Box 8388, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER OR SALES MAN- 
AGER, experienced in handling all phases 
of dealership management. Ability to 
train, organize and maintain a hard- 
hitting sales force. Can furnish excellent 
factory (GM & Ford) and dealer ref- 
erences, also bank reference. Box 8389, 
c/o Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—Ag- 
gressive sales producer with know-how 
of all phases of management. Accustomed 
to develop, train and lead sales organi- 
zation, also aid in closing deals profit- 
ably. Cost conscious former controller 
of large multi-branch volume dealer; 
just separated as general manager of 
Dodge-Plymouth-Truck 200 unit dealer- 
ship because financial interest was sold 
to associates, Seeking challenge to make 
some money. Successful business back- 
ground — member civic clubs, married, 
own home, age 48. Modest interim in- 
come requirements. Will relocate. Box 
8390, c/o Automotive News, Detroit 26. 


TOP-FLIGHT MANAGER available for 
progressive automobile dealer. General 
manager with exceptional ‘“‘Big 3°’ rec- 
ord seeks connection with high volume, 
quality operation. Outstanding results 
new and used car sales, service absorp- 
tion, operation control, sales training. 
Strong closer. AAA-1 references. An out- 
standing man looking for an outstanding 
opportunity to do an outstanding job. 
Buy-in or buy-out possibilities of inter- 
est. Box 8381, c/o Automotive News, 
Detroit 26. ‘ 














BLICATION DATE. Contract 


POSITION WANTED 





college man. Experienced in all phases 
service operation, desires permanent po- 
sition Southern California or immediate 
area. 918 No. Vista, Hollywood 46, Calif. 


CONNECTION WITH AGGRESSIVE new 
car dealer (Ford preferred). Experienced 
all phases operation, willing to accept 
lesser department head status to prove 
ability for advancement. 38 years old, 18 
years’ auto experience, 10 years as RHM 
to owner principal city agency. Can stand 
investigation and furnish references. Box 
8420, c/o Automotive News, Detroit 26. 











GENERAL SALES “MANAGER or general 


manager—Thoroughly experienced in all 
phases of retail operation. The days of 
gimmicks, fast systems and misleading 
advertising are over. Hard work with 
quality policies backed by 
the foundation for success. 
a right hand man whom you can trust 
and put confidence in to achieve a job, 
then I am your man, Would relocate for 


If you need 


permanent position. Thirty-four years old, | 


married, two children, college, excellent 
character, best references, financially 
sound, nine years’ experience. Box 8415, 
c/o Automotive News, Detroit 26. 

USED CAR BUYER, 25 years’ experience. 
From Chicago, knows auction buying and 
selling. Will buy and ship cars you want. 
Can give the best financial and personal 

| references. Box 8405, c/o Automotive 
News, Detroit 26. 


| GENERAL MANAGER, sales, 
parts manager, used car appraiser. Age 
38, twelve years’ experience all phases 
including own Chevrolet-Oldsmobile deal- 
ership. Can take complete charge—Prefer 
General Motors with future buy-in op- 
portunity optional. Jack W. Page, 405 
North Main St., Ada, Ohio. 


| TRUCK SALES MANAGER—9 years with 
same Ford dealer Six years truck sales 
specialist, three years truck sales man- 
| ager. Desires to relocate west, preferably 
California. Box 8406, c/o Automotive 
i 


service, 








News, Detroit 26. 


TRUCK MANAGER—BEighteen years’ ex- 
with full line truck dealer. 
in*all phases of the business 
and managed successfully. Have hired 
| and trained personnel. Know used trucks. 
Wish connection with well established 
dealer, Can buy into the right kind of 
deal. Married, age 35, of high moral 
character. Box S411, c/o Automotive 
News, Detroit 26. 


| FORMER SUCCESSFUL DEALER would 

| ke position as all-around assistant to 
dealer (GM preferred). Age 44, sober, 
dependabie, conscientious. Familiar with 
all phases of a dealer operation includ- 
ing automotive accounting. Interested 
more in location and pleasant working 
conditions than high earnings. Prefer 
southeast. Box 8412, 
News, Detroit 26. 


DEALERSHIPS AVAILABLE > 


HANDLING DeSOTO-PLYMOUTH, same 
ownership over 19 years. You purchase 
parts, accessories and special tools for 
about $13,500. Will lease beautiful show- 
room that displays four to five cars and 
service department with 17 stalls, in- 
cluding spray booth, 156 foot frontage 
on Thompson Bivd. 136 foot deep for 
$1,200 per month. Will lease office fur- 
niture, parts bins, teletalk inter-com— 
12 stations, six Weaver Twin post hoists, 
Clayton Chassis Dynamometer, front end 
alignment setup, % ton electric hoist, 
five work benches and vises, 40 ton 
press, paint spray booth for $300 per 
month, Right party can start in business 
without tying up working capital. For 
more information call Scotty Harris, 
Ventura, California: MlIller 3-6118. Ven- 
tura is No. 1 county in California and 
No. 9 county in United States. DeSoto 
and Piymouth sales are good, but other 
interests require too much time. Pictures 
on request. Ventura is God's chosen spot 
on this earth. 


SOUTHEAST FLORIDA—Dealership han- 
dling foreign cars. One of »idest dealer- 
ships handling top lines. Box 8407, c/o 
Automotive News, Detroit 26. 


DEAL HANDLING GM CAR in one of the 
fastest growing areas in south Florida. 
Buy out of parts, tools, signs and office 
equipment. Long term lease on one of 
the most modern plants for high sales 
and service volume. Box 8408, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE 
—100 miles from Chicago in northern 
Tilinois city of 19,000 population. 32 years 
same location, excellent shop business, 
no real estate or tie in. Retailed over 
350 new and used cars in ‘57, Money 
making opportunity in beautiful, eco- 
nomically stable town, Give banking ref- 
erences; factory approval required. 
Strictly confidential, Box 8409, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP ESTABLISHED 20 years 
handling Pontiac in metropolitan district 
of Northern New Jersey. Excellent loca- 
tion, five minutes from Newark, New 
Jersey. No used cars, accounts receivable 
or real estate to buy. Box 8421, c/o Auto- 
motive News, Detroit 26. 
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SERVi1CE MANAGER—GM experience,| DEALERSHIP IN NORTHEASTERN 
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AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 





DEALERSHIPS AVAILABLE 


PENNSYLVANIA handling Dodge can 
and trucks. Center of the third larges 
market in Pennsylvania. 300 to 350 ca 
and truck dealership, modern building~ 
will sell or lease. Same location for % 
years—tretiring from business. Big marke 
for Dodge products in this area. Bor 
8416, c/o Automotive News, Detroit 2% 


DEALERSHIP HANDLING FORD—MET.- 
ROPOLITAN NEW YORK—Excelient fa- 
cilities, choice location—all under one 
roof—with or without real estate, Realis 
tically priced for immediate possession. 
Box 8417, c/o Automotive News, De 
troit 26. 

PROFITABLE ALLIED *RANCHISE — 
Some choice territories with guarantee 
sales areas still available for Alms 
Mobile Homes, the newest answer t 
the nation’s housing problems. See th 
big Alma ad page 36 this issue. 


ON GOLD COAST OF SOUTH FLORIDA 











Franchise handling “Big Three’ ané 
foreign car. Ten service stalls, larg 
showroom and used car lot. Minimum 


parts inventory. Lease building. All re 
plies confidential. P. O. Box 1642, Wes 
Palm Beach, Florida. 





MAINE 
Handling Pontiac-Vauxhall 


Established many years. Operating profit. 
ably. Modern building built in Febrvary, 
1958, with hord-top lot. 275 feet wide, 
120 feet in length. Naval Base and ex- 
ponding Air Force Base mokes this a very 
desirable dealership in a fast-growing 
city. No used cars to buy or accounts re 
ceivable. Building can be bought o 
favorably leased. Partial financing can be 
arranged. Box 8419, c/o Automotive News, 
Detroit 26, Michigan. 








CENTRAL FLORIDA 
Four miles from Cypress Gardens 
HANDLING STUDEBAKER. $7,500 buys 4 








NEW YORK STATE 
DISTRIBUTOR WANTED 


Experienced, established passenger-c af 
deoler who wants to change markets, 
excellent, profitable opportunity with na 
tionally-known funeral 
coaches and ambulances. Quality product, 


g 


monvufacturer of 


stable market and sound future for the 
right organization. Please supply complete 
details in reply to box 8413, c/o Autome- 
tive News, Detroit 26. 


DEALERSHIP WANTED 


GENERAL MOTORS FRANCHISE 
northern New Jersey. Cash and facto 
approval assured. Confidential, Box 839 
c/o Automotive News, Detroit 26. 


500 TO 750 FORD OR CHEVROLET a 
located in southeastern states, Florida of 
west coast area. Have factory approval 
and cash. Box 8393, c/o Automotivé 
News, Detroit 26. 


Reply Box 8418, c/o Automotive News, 


Detroit 26. 
NEW LINES WANTED 


TRUCK BODY AND EQUIPMENT 
MANUFACTURER'S REPRESENTATIVE 
Desires line for New England area. Thorough 
experience in this line and territory with 


groven record of sales success, Boston loca: 
ion, 


Box 8423, c/o Automotive News, Detroit 26 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough 
Cleveland 3, Ohio. 
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BUSINESS OPPORTUNITIES 








S— 


Automobile Dealer Wishes to Sell 


100 CAR LEASES 


Send inquiries to: 15222 Gratiot 
Detroit 5, Michigan 





Can You 
NET 
$50 to $75 A Day 


($12,500 to $18,750 per year) 
Working at your present job? 


IF NOT 


this advertisement is important 
to you. 


ANY GOOD AUTOMOBILE MAN CAN 
START THIS PROFITABLE ONE-MAN 
RECESSION-PROOF BUSINESS ON AN 
INVESTMENT OF LESS THAN $1.000. 
You Provide a Service Needed by Al- 
most Every Automobile Dealer . . . and 
you get well paid for it 
You regroove his slick tires, quickly and 
perfectly with an amazing, portable, elec- 
tric machine. THE HONEYCUTT AUTO- 
MATIC TIRE REGROOVER that precisely 
duplicates . . . in minutes .. . any stand- 
ard automobile or truck tire through 
11:00 x 22. 

The Business is Waiting for You. 
As an automobile man, you know that 
the dealer can't sell his used cars with 
slick tires. 
You and your machine can provide the 
deep tread and safe traction that the 
dealer's customers demand. 
Because you offer the cheapest way out 
for the dealer, your service is always. in 
demand. You have a ready made market 
of almost unlimited potential. 


To Get into This Business, You Buy Only 
the Machine. 


You pay for no franchise, but you get the 
benefit of the experience and accumulated 
know how of men in all 48 states who 
are making $50 to $75 a day every work- 
ing day. 

The Machine Pays for itself—Ovut of 
Profits—in 90 Days. 


Just think! Your entire capital investment 
is usually returned within three months. 
Because the machine is a proven, high 
income producer, it is easy to finance, 
and your initial capital investment may 
be considerably less than $1,000. 

We Show You How to Gain High In- 
come, Independence, and Security. 

A good man with automobile experience 
and a little push and hustle, can create 
for himself the finest one-man business 
in his community. It's a proven fact—Let 
us give you full information. 


WRITE—-WIRE—CALL 


HERMAN SMITH CO. 


1803 Dallas Ave. Houston 3, Texas 
Phone CA 7-9545 








ee on. 
per year. 
ences. Queen Gas Co., 
hannon, West Virginia, 





BUSINESS OPPORTUNITIES 





STOP PAYING IT ALL OUT 
IN INCOME TAXES 


Invest in gas wells. Write off 60% of invest- 
ment first year, plus 27'/2% of all income from 
Average income from wells over 
refer- 
. O. Box 506, Buck- 


Write | details and 


Australian Company 
Seeks 
Manufacturing Rights 


A leading Melbourne (Australia) Manu- 
facturer and Distributor of automotive 
accessories and allied lines wishes to 


contact American Manufacturers of suit- 


able automotive accessories or allied 
lines, who are desirous of having these 
produced in Australia under licensing 
or similar arrangements. 


Write airmail, giving preliminary par- 


ticulars. 


VICTORIA CAR SERVICES 
PTY. LTD., 
157-163 Pelham Street 
Carlton, N. 3., Melbourne, 
Australia 











DEALER SERVICES 








“DESIGN 
FOR SELLING” 


All in one package, we offer new car 
dealers a Salesman's Manual, 


a Pros- 
pecting System and a Follow-Up Plan 
complete in a single briefcase. De- 
signed specifically for rapid training 
of new salesmen. Write in on your 
letterhead requesting details and quo- 
tations for the number needed. 


Automotive Enterprises 








MILITARY BUSINESS 


— Got Your Share? — 


| Military people will want to: 


Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 


Get low, money saving, financing rates. 


Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for! 
officers and first three grades enlisted per-| 
sonnel. 


SHOP EQUIPMENT FOR SALE 





At Public Auction 


August 7th-8th 


Contents of Leiphart 
Lincoln-Mercury 


Madison at 2Ist 
Toledo, Ohio 


SALE STARTS AT 1:00 SHARP 
BOTH DAYS UNTIL SOLD 


Machinery — Shop furniture and equipment — 
Parts bins — Electric signs — Tools — Service 
equipment — Office furniture and fixtures — 
All office mechanical equipment. 


Sale conducted by Montpelier Auto Auction Co. 
of Montpelier, Ohio 





































| 


Jaikins Building Birmingham, Mich. FOR DIRECT SHIPMENT FROM GERMANY 


Military Military 
Finance Co. Acceptance Corp. 
| 502 Tioga Bidg., P.O. Box 2166) 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif. CApito! 6-268! 
THornwall 3-7423 | 

“Worldwide Fi for Militery 

Per 





Furniture, equipment, 


10040 Freeland Ave. 


DEALER SERVICES 





© © TWO ESSENTIAL SERVICES @ @ 


INVENTORY SERVICE 

Parts, accessories and similar goods. 
APPRAISAL SERVICE 
machinery 


For Sell A 
7G ee — 
Tax, Banking oa t Insurance 


@ @ Call or Write for Details @ @ 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
Detroit 27, Michigan 


WeEbster 3-6445 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, rt Bragg, Camp 
Lejeune, N. C., and all beaches in 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 








CARS FOR SALE 





DO YOU WANT 
PROFITS NOW?7? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 


World's Largest Independent 


Volkswagen Operation 


All Cars Selected, Serviced, 
and Expertly Shipped Directly to 
All U. S. Ports. Contact ovr Ameri- 
can Representatives for Details. 
Expincorp, 
Lyndhurst, New J 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 


Also Supply’ Station Wagons, 
Panels, -ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 








MERCEDES 


all models, used & new, fully equipped. 
Contact: 


act: 
G. M. TER-MINASSIAN 
5! Maria-Louise St 


HAMBURG, GERMANY 
Automobile Exporter to all countries. 


Estab. 


VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 
Karmann Ghia Convertibles 
"57, "58 
Completely Americanized 
Wholesale—To Dealers 


We are the only American Importers with 
our own organization in Germany—We 
ship only Selected, Top Choice Cars. 


F. H. K. CORP. 


30-15 35th Avenve 
Long Island City 6, N. Y. 
EMPIRE 1-0557 
EMPIRE 1-0600 


We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, efc., either di- 
rectly from U.S.A. or through our German 
organization: 


Deutsch-Amerikanische Auto- 
mobil Handelsgeselischaft, MBH. 


HAMBURG 1, GERMANY 


1956 
PLYMOUTHS 


Automatic 


in 1929 





transmission, good tires, 
good mechanically. These are not high- 
mileage cabs, and have been in serv- 


ice only 12 months. 


SEEING IS BELIEVING! 


$195 ea. 


Contact Bill Curry at 


CURRY 
CHEVROLET 


3300 Broadway * New York City 
ADirondack 4-6000 





and tools. 
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CARS WANTED 





Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock too small or too large for 
us to handle. Write or call: 
JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio. CApitol 8-4514. 





LATE MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 

PARTS FOR SALE 


STUDEBAKER PARTS at half dealer price. 
Box Auto Service, Perry, Oklahoma. 


SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger, Quick ac- 
tion. Write Box 8380, c/o Automotive 
News, Detroit 26. 


ACCESSORIES FOR SALE 

















LUGGAGE CARRIERS 
All Aluminum — Permanent Type 


Full Length Helf Length 
$62.30 $44.25 
72" platform 48" platform 
CANELL CO. 


Little Ferry, New Jersey 
Send for Details 








SHOP EQUIPMENT WANTED — 


WANTED: Used air compressors and shop 
machinery, any condition. For sale: Hi 
Gloss baking enamel, all colors, $3.00 
per gal. Davenport, Box 152, Louisville 
18, Kentucky. 


SHOP EQUIPMENT FOR SALE 


ONE SYNTHOL COLOR MIXER, one 
exact weight scale, one Harbil shaker, 
46 gal. can Giators. Very good condi- 

tion, used very little. Jobber cost $517.47 

—Will sell for $250 F.O.B. Also some 

Martin Senour mixing enamel and lacquer 

at % jobber cost. Johnson Machine Co., 

Inc., 219 Craven St., New Bern, North 

Carolina. 











FOR SALE 


Sun Analyzer—Steel Benches—Lockers—Large | 
and Small Safes—Air Mule Fans—Bins—Acces- 
sories—Paint. 

M. J. Lanahan, Inc. 
2501 S. Michigan Ave. Chicago 16, Ill. | 








Sun Distributor Analyzer—Hyd Jacks 
Bear Wheel Alignment Machine 
Battery Charger—Sun Motor Analyzer 
Steel benches with vise attached 
Bay Lift—Alemite Electronic Wheel Alignment 
Trans Lift 


Many more pieces all steam cleaned and 
repainted. Must sacrifice. Former Lincoln- 
Mercury dealer. Mr. Kaas, 324 S. W. 
St., Winter Haven, Florida. 
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ANTIQUE CARS FOR SALE 


Attention 
Cadillac 


1914 Cadillac 4-cyl. Touring, 


with two-speed electric rear 
axle. Beautifully restored. A 


first prize winner. Can be 
driven any distance. | will trade 
for new or used Cadillac for 
worth. 


A. M. Yetter, Jr. 


100 Maple Shade Ave. 
Trenton 10, N. J. 
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ANTIQUE CARS FOR SALE 


neau windshield. Mint condition. 
with tan top, red and »2lack 
Write to Dutton Alden, 
Massachusetts. 


Hatfield Buggybout. 
sy top, 
in rear, chain drive. 
compression. No tires, 
condition. 
Hilltop Garage Service, 
Pennsylvania. 


High 


wheels 


Mt. 





TRUCKS FOR SALE 





Garage, 4025 Salem Ave., 





1926 LINCOLN SPORT PHAETON, Ton- 
Black 
interior. 
Whitinsville, 


ANTIQUE CAR FOR SALE: About 1900, 
wheels, bug- 
two cylinder air cooled engine 
Motor runs, good 
solid 
Top frame O.K. Price $750. 
Jewett, 


’55 INTERNATIONAL R-160, 525 Holmes 


wrecker. Will trade. Open Sundays. Lews 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fr.0.8. Factory Net) 


$44.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Ceteleg 


Factory Sales Division 


PILOT 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canodian Distribytors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 





OUTH used car signs, 


ISTRIBUTING CO. 


Dayton, Ohio. 





USED “JEEP’’ SIGN. New type factory 
approved. Kirk Motor, Hutchinson, 
Kansas. 


| FACTORY BUILT DODGE AND PLYM- 
four years old, 


easily converted. Original cost over $3,- 
500—<delivered up to 500 miles for $600. 


Box 8401, 
troit 26. 


c/o Automotive News, 


The “ORIGINAL YELLOW™ 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL $5] 45 


“WRIST ACTION™ 
Incldg. BRAKE HOOK-UP 
TowKinG ‘.:0'c, °45” 
TRAIL-KING $37.50 
Delivery 

Fits 2" Ball 


Fast Pickup & 
ALL Foreign & 
Americen Cars 


WE STOCK PARTS FOR 
RED ARROW TOW r- 


Corrying Covers (Tailor —— 


ees Bar Sales Co. 


Exclusive Factory Distribvtors 
DE 2-0700 AN 3-8888 Nites: BA 1-87!17 


40 So. Clinton St., Chic 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [] or Two Years $20 [J 
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Best-selling weekly magazine in America 


You can talk to 428 car-owning families 
for just *1...1n TV Guide magazine 


That’s how many you reach per dollar with a full-page black-and- 
white ad. And it is far more than any other major magazine gives 
you. (See chart for the detailed picture.) 


What makes this all the more remarkable is the quality of TV Guide 
coverage. Latest figures (lst quarter 1958) show an average circu- 
lation of 6,428,276. Every week, more than 5,000,000 families 
(78% of circulation) buy single copies at full cover price in a con- 
tinuing demonstration of their enthusiasm for the magazine. Of 
TV Guide circulation, a whopping 31% is in the high-spending 
suburbs. And 82.3% falls within the 20 states which account for 
79.4% of U.S. new-car sales. 


One single fact, reported by Sindlinger Magazine Reading Trends 
(1958) dramatically illustrates the role TV Guide magazine plays 
in American life. Of the 40,500,000 Americans who read magazines 
each day, more than one-third read TV Guide—14,500,000 readers 
every day of every week! 

Here is a huge basic audience for every national automotive 
advertiser! 


COMPARISON OF CAR-OWNING FAMILIES 


REACHED BY LEADING GENERAL MAGAZINES 


Number of car- 
owning families* 
Circulation reached per dollar 
Base Circulation B&W  4-color 
Magazine Effective Base Page Page 


TV GUIDE 10/4/58 6,500,000 428 285 


Reader’s 
Digest Jan. 1958 # 11,500,000 317 258 


Sat. Eve. 
Post 7/19/58 5,600,000 212 142 


Look 7/8/58 5,550,000 208 
Life 2/3/58 6,000,000 198 


*Starch 52nd Consumer Magazine Report 


A WEEKLY MAGAZINE...A DAILY HABIT 








